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The Easter Bonnet and a “Style All 
the While” Plan 


HE poor farmer is content with the natural 
productiveness of his soil, content to let 
Nature have its way in the crops that are 
brought forth from the soil that he tends in a medi- 
ocre way. The really successful, prosperous farmer 
is the man who is putting thought and study into his 
business, who is increasing the productiveness of his 
soil, who is making two blades of grass grow where 
but one grew before through intensive cultivation 


and scientific fertilization; double productiveness has ° 


been made possible on many farms. 
The same scientific principle which has wrought the 


increase from the soil is just as applicable to mer- 
chandising. 

Several months ago wholesale milliners launched a 
campaign to increase the sale of ladies’ hats. Instead 
of waiting until Easter to begin talking about Spring 
millinery, the campaign was started in January, with . 
the result that February 15 Spring headgear was be- 
ginning to crowd the somber Winter article off the 
streets, and by March 1 scarcely a Winter hat was to 
be seen in any of the fashionable streets, not only of 
the larger cities, but in any sizable town of the country. 
Easter still remains the high spot of the millinery 





Revenue Act which says 


5 per cent of the price for which so sold.”’ 





A Decision Is Wanted Before April 1 on Whether or Not 
BUCKLES Come Under Jewelry Tax of 5 Per Cent 


The “‘Recorder”’’ has asked for a decision on the interpretation of Section 905 of the W. 

“that onand after April 1, 1919, there shall be levied, assessed, collected 
and paid upon all articles commonly or commercially known as jewelry, whether real or imita- 
tion; pearls, precious and semi-precious stones, and imitations thereof; articles made of, or 
ornamented, mounted or fitted with, precious metals or imitations thereof, etc., upon any of 
the above when sold by or for a dealer or his estate for consumption or use, a tax equivalent to 


The ‘*‘Recorder’”’ has already informed the trade on the 10 per cent tax on men’s, women’s, 
misses’ and boys’ footwear i in excess of $10.00 per pair—but where buckles are sold, independent 
of the footwear, the point comes up as to whether or no rhinestone, cut steel, enamel and 
metal buckles go under the terminology “‘Jewelry.”’ 


If you are dealing in such merchandise be sure to read next week’s ‘‘Recorder.”’ 
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season, and the women who bought Spring hats early 
will, 6f course, buy''an expensive Eastér ‘bonnet. for 
this fashion parade. Then, May 15, will come the 
Summer hats’ season, and an entirely new and dis- 
tinct type of headwear will be brought forth. As a 
result of this plan of exploitation of millinery fashion 
many women will buy three hats where probably only 
one would have been bought in the natural course of 
events. This is making three blades of grass grow 
where only one grew before. 

The same plan of merchandising is just as appli- 
cable to shoes as it is to millinery and many of the 
more alert shoe buyers and merchants are putting 
the plan into operation. 

One of the largest and most snappy wholesalers of 
women’s stylish shoes of the Middle West has in- 
augurated this plan of merchandising in his busi- 
ness and is insistent that his merchant customers 
adopt the same plan in their buying. Instead of the 
merchant buying 85 to 90 per cent of his known needs 
for the forthcoming season and having all the mer- 
chandise shipped at one time, all unpacked, placed in 
the shelves and 2isplayed in his windows early in the 
season and then expecting his cutomers to make their 
selections from this wide range throughout the whole 
season, the new era plan of buying contemplates three 
or four new snappy fashions to be sprung at the be- 
ginning of the season. Six weeks or so later, another 
group entirely different in leathers and general appear- 
ance are put on sale and the odds and ends of the 
first batch are closed out, unless there should be one 
particularly good seller, which it would be wise to 
size up. Such, however, is not likely to happen. 
By continuing this policy throughout the season, 
something new is brought to the customer’s attention 
every few weeks with the result that more shoes are 
sold, customers are better pleased and the dress-up 
appearance of the community is greatly enhanced. 
Not only this, but when orders come into the factory 
in this way and certain shoes are tagged and desig- 
nated for shipment, each particular month the factory 
does not become clogged up, the various lasts are 
working all the time, and as a consequence, more 
prompt deliveries, better workmanship and, in gen- 
eral, more satisfactory shoes will result. Factory 
help is kept steadily employed, the peak load is 
reduced at the critical time when factories generally 
become clogged so that labor conditions are made 
much better. 

It is a well-known fact that sales people take a 
more lively interest in selling the new arrivals than 
they do in dispensing the merchandise that has be- 
come stale on the shelves. Springing a new one every 
month puts extra pep into the sales force. If they 
are working on a commission basis it means extra 
dollars to them. On the whole, this plan of new era 
merchandising will attain the result of getting more 


. by the number of miles. 
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shoes sold right, will increase the enthusiasm of the 
sales people, will promote a more rapid turnover of 
stock, will reduce overhead selling expense, and, 
consequently, materially increase the net profits of 
the store. 





A Question of Readjustment 


N many respects, the old cartoons of ‘Alphonse 

and Gaston’ are suggested by the inertia with which 
prices and wages wait each upon the other to step on 
the elevator, going down. The worker demands that 
there be no cut in his war-wages till the price he pays 
for goods comes down; but the merchant’s goods in 
stock, whether drugs or shoes, hats or clothing, were 
manufactured six months or a year ago—and labor 
has already collected its high wages for the manu- 
facturing thereof; is the merchant to stand the loss 
alone, if there is to be a reduction? And if he did 
reduce the price of goods, has he any guarantee that 
labor would meet the reduction in a spirit of mutual 
readjustment? 

Who is going to move first? The question needs 
adjustment, and he who solves the difficulty will be 
doing the country a service. Can there not be a little 
more “live and let live” infused into the situation? 





It Is to Laugh 
HE following gem of thought appeared in a 
recent issue of “System” magazine. The 
writer of it thought he had discovered the “secret of 
success.” What a pity he couldn’t really sell shoes 
for a few months—in his own store. Of course no sane 
shoe man would hire him. But, read it for yourself: 


If I Sold Shoes 
I would guarantee them, as does a tire dealer, 
To each customer I would 
lend a pedometer. I would also give her a guarantee 
of so many miles of wear on the shoes she bought. 
If the shoes wore out before the pedometer regis- 
tered that number of miles, I would, of course, give 


the customer a new pair of shoes. 
M. R. Spitz 


“Guarantee shoes by the mile!’’ Who would fol- 
low the wearer about with a yard stick. ‘“‘Lend a 
pedometer!’ Fine for the big store with ten thousand 
customers. Pedometers are dirt cheap. One sells 
for about two fifty. 

Imagine issuing ten thousand pedometers to that 
many customers. Also and likewise imagine check- 
ing up and issuing mileage refunds as the tire dealers 
are supposed to do! 

““System’’ magazine has something to be ashamed of 
for printing such a piece of drivel. Perhaps “System” 
intended this for the “funny column” and the make-up 
man misplaced it in the real reading. 

Well, it is to laugh. 





Spirit of 1919! '~)| 


RECORDER 


r 
— 
ac 


yity Gg ¢ 
‘ 4 
































BOOT AND SHOE RECORDER 


March 29, 1919 























— 
naw 


Kagd . vase 
TTPO ( 


oer eeeeeee ear eeun eas 


Bd V corer ¥5 


pn. 











vsndeaet sf 
a aneee: 
“Obits 
. 
-onege 
oe te 


- nague 
wu 
i 





SEREPEAR GG EEEE SGU EER HLH ean gungegnElt onasennusttl 

















NATIONAL SHOE MANUFACTURERS 
To Meet In Boston, April 24 and 25 


Boston.—The meeting of the Executive Committee of the 
National Boot and Shoe Manufacturers’ Association is 
scheduled for April 24 and 25 at the Copley-Plaza Hotel, 
Boston. 

This session will be in the nature of a Spring convention, 
for many interested manufacturers not on the committee will 
attend to discuss the big topics uppermost before the manu- 
facturing branch of the trade. 

Harry I. Thayer and Everit B. Terhune, members of the 
“Boot and Shoe Recorder’s’’ European party, have been 
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MASSACHUSETTS SHOE MAKING 
Massachusetts made shoes worth. . $307,000,000 
Brockton made shoes worth....... $50,500,000 
Haverhill made shoes worth $42,800,000 
Lynn made shoes worth $33,800,000 
Boston (proper) made shoes worth.. $23,500,000 

So shows the State report for 1917 


x x 











asked to attend. Vice-President Henry Cook of the National 
Boot and Shoe Manufacturers’ Association will render a 
report on his experiences overseas, he being likewise a mem- 
ber of this party. 

There is a possibility of the Conference Committee on Styles 
being also called into session at this time and place. Already 
the National Shoe Retailers’ Association has sent out letters 
to their executive members to hold themselves in readiness 
for such a session. 


ENGLAND LIFTS EMBARGO 
On Sole Leather, Offal and Splits 


Washington, D. C., March 26.—Great Britain has lifted 
the embargo on the importation of sole leather, offal wax 
splits and rough splits, according to telegraphic advice re- 
ceived today by the Tanners’ Council from the British War 
Mission in New York City. 


BOLSHEVISM EXPOSED BY SPEAKER 


At Boston Shoe Trades Club 


At the regular Wednesday meeting of the Boston Shoe 
Trades Club, Joseph Spargo, field-secretary of the North 
American Civic Federation, spoke on “Bolshevism” and stated 
unless intelligent Americans were interested enough in talk- 


ing American principles to foreign-born people in the indus- 
trial centers we would be in for trouble before long. 

Mr. Spargo said that Bolshevims appeals to the common 
and unthinking people because it is not like socialism and not 
like anarchy. It is a middle of the road sort of principle, a 
shapeless, disorganizing and dangerous theory. 

He said that socialism acknowledges place of capital and 
looks forward to a union of capital and labor along construc- 
tive lines. Anarchy is the further extreme to which Bolshe- 
vism may easily drift. 

Bolshevism stands for labor absolutely dictating all polit- 
ical and social policies and the type of American Bolshevism 
preached in striking centers now is aimed at limiting political 
representation to labor and restricting the wealth of any one 
individual to $5,000. 

Mr. Spargo, himself an Italian, told of the work of educa- 
tion that was being done by intelligent foreigners in teaching 
uneducated aliens the first principles of real American life. 

The next meeting of the Boston Shoe Trades Club will be 
complimentary to the Tanners’ Council and the meeting of 
April 9 will be a reception to the European party and ad- 
dresses will be made by Harry I. Thayer, President of the 
New England Shoe & Leather Association, and E. B. Terhune, 
President of the Boston Shoe Trades Club and General Man- 
ager of the ‘“‘Boot and Shoe Recorder.” 


CLOTH TOPS DEVELOPING 
Gray and Mode Colored Tops Popular 


New York.—This week notes the development of a strong 
call for gray and mode colored cloth tops in combination with 
black kid vamps; also a demand for faun colored tops over 
Russia calf and steel gray over patent leather. 


R. H. FYFE & CO. OPENS NEW STORE 


The R. H. Fyfe & Co., Detroit, Michigan, are issuing a very 
neatly engraved invitation to the opening of their new store 
which will take place on Monday, Tuesday and Wednesday, 
March 31, April 1 and 2, at Detroit. 


LARGEST SHOE OUTPUT $75,000,000 
Endicott Johnson Produce 21,000,000 Pairs In Year 


Boston.—Henry B. Endicott says in making the annual 
report of the Endicott Johnson Co., ‘‘The reason that we are 
so successful may be found in the difference between 14,000 
well fed and well paid employees and 14,000 sullen, unhappy 
and discontented workers. The working day of the company 
is eight hours and the average remuneration: with the work- 
ing staff of 14,000 is more than $1,000 each per annum. 

“This company feeds 10,000 employees three times a day 


_ and once on Sunday at an average of 15 cents for a whole- 





March 29, 1919 


some meal. It lost about $200,000 in this restaurant last 
year, but increased efficiency and contented workmen justify 
the expenditure. 

“The year’s output was 21,000,000 pairs and of the total 
shoe sales, representing $60,000,000, an average price per pair 
stands between $2.50 and $2.75. 

“The company is producing 71,000 pairs of shoes a day.”’ 


ARMY NURSE FOOTWEAR CONTRACTED 
And Possibilities of 50,000 Pairs Russet Shoes 


Washington, D. C., March 25.—The R. H. Long Company 
has been awarded a contract by the Army Quartermaster’s 
Department for furnishing 13,400 pairs of nurses’ shoes at 
$5.60 per pair. This completes the emergency order for 35,000 
pairs of these shoes. 

It is understood that the Army Quartermaster’s Depart- 
ment in the next few days will purchase 50,000 pairs of Army 
russet shoes. It has not yet been decided whether these shoes 
shall be purchased on the open market or whether bids will be 
asked for. 


HUGE PURCHASE OF FOOTWEAR 
For Belgian and Roumanian People 


Washington, D. C., March 27—Cabled dispatches received 
by the War Department tell of desire of Belgian and Rou- 
manian Governments to purchase large stocks of clothing 
and equipage from the United States for use of their civilian 
populations. In all there are more than $56,000,000 worth 
desired, included being 1,400,000 pairs of Army shoes for 
which $7 .531,000 will be received and 560,000 pairs salvaged 
shoes for $2,000,413. Prices to be paid for all classes mer- 
chandise desired by these two governments will be substan- 
tially at cost. The purchaser will also pay the cost of overseas 
shipment fully. Four-fifths of the commodities are desired 
by Roumania. The cablegrams state the quantities of shoes 
wanted represent twelve per cent in new and forty-five per 
cent in salvaged of total depot stocks overseas and in the 
United States. 


ARMY LASTS AT THIRTY CENTS 
Government Will Sell at Zone Supply Offices 


Washington, D. C., March 26—All surplus Army lasts are 
to be sold at a fixed price of thirty cents per pair according to 
an announcement of the Surplus Property Division, War 
Department. Sizes run from five to fourteen, inclusive. 
Widths A to EE. The zone supply offices at Boston, New 
York, Philadelphia, Atlanta, St. Louis and San Francisco 
have been instructed to make immediate offerings of their 
surplus lasts at the thirty cent price and lasts can be in- 
spected at those offices. 


YEOWOMEN SHOE STYLES RESTRICTED 
No More High Heeled Shoes and Colored Stockings 


Washington, D. C.—Feminine sailors, officially known as 
““Yeomen (F.)’’ hereafter must not wear high-heeled shoes and 
colored stockings with their uniforms, but must either wear 
the entire uniform or dress altogether in civilian clothes, 
under instructions which have just been issued by the Secre- 
tary of the Navy. 

It was at the request of the yeowomen that a uniform was 
devised for them by the Navy Department, and now the 
department expects them to stick to it. The regulations 
provide. among other things, for black stockings and black 


low-heeled shoes. Stockings of variegated colors and high- 
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heeled shoes to match are decided “de trop” in the Navy 
Department and will no longer be tolerated. 


KNOWLEDGE OF THE FEET 


Dr. Post Tells Merchants of Kansas a 
Shoe Study Is Needed 

Dr. Post, of Kansas City, who makes a specialty of cor- 
recting broken arches, in a short talk called attention to the 
fact that 520,000 out of 4,000,000 men examined for military 
duty had defective feet and 280,000 were rejected on ac- 
count of foot troubles. 

The oculist must first know eyes before he can properly 
fit glasses. It is just as important that shoe salesmen should 
know feet. Seven out of ten patients who come to him have 
broken-down longitudinal or metatarsal arches caused by 
misfit shoes. He cautioned the merchants not to look 
too much to the dollars, but more to the benefit they could 
bestow upon humanity. The aim of every business should 
be to make customers more efficient. 





Tax Returns Must Be Based on 
Actual Store Records 


Here Is Inventory Formula Suggested 


Washington.—Instructions for retail merchants on the filing 
of tax returns and the calculation of tax due, issued this week 
by the Internal Revenue Bureau, emphasize the impor- 
tance of accurate book accounts, particularly for small busi- 
ness, as the first requisite in making reports. Periodical 
inventories also were advocated strongly. 

The bureau suggested this formula for determining the net 
income of a retail merchant: 

“‘Add the cost of merchandise bought for sale during the 
year to the inventories taken at the beginning of the year. 
From this sum deduct the inventories taken at the end of the 
year. The balance is the cost of the goods sold. This cost, 
plus business, or ‘‘overhead”’ expenses, when deducted from 
the gross receipts, gives the correct net income of the business. 
“The inventory,” the revenue bureau statement added, “‘is 
fully as important as the cash account in determining the 
gain or loss in a retail business. 

“In making their inventories at the end 


Of Each Taxable Year, 
retailers may list the values by either of two methods. (1) the 
cost of the goods, or (2) the cost or market price, which- 
ever is lower. The freight, express, cartage and storage costs 
may be added to the cost of each lot of goods. 

‘Besides the net costs of goods sold, the retailer is allowed 
to deduct from his gross sales for the year the necessary ex- 
penses incidental to the business. No personal, family or 
living expenses of any kind may be included in such deduc- 
tions. The ordinary retailer might have as expense clerk 
hire, rent of business property, interest on his business in- 
debtedness, and taxes on his business and business property. 
Also, there may be ordinary repairs, bad debts charged off 
the books during the year; other expenses, such as insurance, 
light, heat, telephone, feed for delivery horses, repairs and 
upkeep of delivery wagons, supplies and upkeep for motor 
trucks, etc. : 

“Under the item, ‘wear and tear,’ a retailer may claim 
reasonable depreciation on property used in the business. On 
fixtures the allowancé is usually five per cent or ten per cent 
of the cost price; on horses and wagons, ten per cent; on 
motor trucks, 20 per cent. 

“The individual retailer may take a salary for his services, 
but if he does so, he must consider such salary as part of his 
income.” 
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Better Merchandising Through Merchant Betterment 


—RECORDER 








Fifth Annual Convention Pennsylvania 
Association 





Johnstown Forgets Its Iron 
Style and Better Merchandis 
Resolutions Promise Action--- 


Attendance, and State Now 
in N. 


deliberations of retail merchants—a convention such 
as Mayor Franke, of Johnstown, Pa., said, “Come, my 
brethren, let us reason together,”—a convention opened by 
song and dedicated by prayer. All this makes for serious 


"Tactve is a new sort of convention appearing in the 


business in a convention—the side show is disappearing, for 
it took members away from the convention hall. 

Mayor Franke, young mayor and modern thinker, got 
away from the old style political speech wherein the keys of 


C. J. MENSCH 


President Pennsylvania Shoe Retailers’ 
Association 

a city are presented—instead he gave a moral lesson, an 
association of the relations of capital and labor on a real 
basis of reciprocity and a short story on the history of Johns- 
town, which thirty years ago, in 1889, suffered its great flood, 
and its present importance as an iron and steel center. 

Business of the convention and notification as to display 
by salesmen were quickly expedited. A program of rubber 
terms, price and datings was read, the same being a brief 
submitted by D. F. Sullivan, of Fall River. 


. ~w 


and Steel to Discuss Shoes, 
ing---Big Slate of Executives--- 
Two Hundred Shoe Men in 
Leads with Firm Memberships 
S. R. A. 


Every Craft Needs Organization 


A. H. Geuting, president of the National .Shoe Retailers’ 
Association, gave a spirited talk on the benefits of association 
work, and said: 

“Every craft in the United States should be organized 
just for the advantage it gives to the country itself. As was 
demonstrated in the war period, when all industries were 
regulated and put on an essential basis, there was only one 
place to get information and that was from the trade itself. 
Where the trade was organized, it was easy to get quick and 
efficient results. Where there was no organization, there was 
muddling and blundering. The war closed before some trades 
that had not been organized really got into motion. 

“Organization makes business athletes and it puts the 
Government and the interests of the country at least two 
generations ahead. The war has given great impetus to the 
movement and henceforth no regulation or legislation will 
be considered in Washington, D. C., that will not have the 
endorsement of trade organizations, who are now clearing 
them through the National Chamber of Commerce.” 

President Geuting also talked about the shoe situation in 
America. He said that the United States was being shod 
today at half the price that Europeans are paying. President 
Geuting predicts that the high prices of shoes will remain 
during next Fall and next Spring, despite the fact that the 
National Shoe Retailers’ Association is doing everything 
possible to secure relief for the trade from paying high prices. 


The Keystone of Business 

The next speaker was Arthur D. Anderson, editor of the 
‘‘Boot and Shoe Recorder,”” who placed the keystone of the 
modern merchant on the three-sided corner stone of Manu- 
facturing and Materials, Styles and Sizes and Service to the 
Public. He spoke of world-wide shortage of shoes and of 
the results of the ‘‘Recorder’s” European trip. In particular 
he told of the valuation placed upon good shoes in Lendon, 
Paris and Petrograd, a value so high in proportion to the 
daily wage received as to make American prices at retail 
appear small in comparison. He told of the wonderful 
adaptability of the French people in utilizing all leathers and 
fabrics, bringing about a diversity in materials, refreshing in 
style and economical to the public. 


A History Making Year 
President Christian Ludebuehl, of Pittsburg, in his address 


said: 










——— 
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“Since we met last as the Pennsylvania Shoe Retailers’ 
Association, many things have transpired—many, things of 
great importanéethings that will make the year 1918 stand 
out in history as the history-making year. 

“The first and greatest blessing for mankind since we last 
met took place when our boys from Pennsylvania made the 
stand at Chateau Thierry, which turned the tide in this great 
world war. From that day autocracy was sent to defeat and 
once again the words and works of our-martyred President, 
Lincoln, ‘A government of the people, by the people and for 
the people shall not perish from the earth,’ have taken a new 
and stronger, a deeper root in all the peoples of all nations on 
the face of the earth. 

“‘And since we met last many, many things of great note 
have transpired, mention of which I might make in my 
so-called report to you, but at this time you are particularly 
interested in our craft and our State Association. Our craft 
during the past year has gone through a most strenuous 
period—its value has been tested—and any man in our craft 
who has not seen and does not see the good done and the 
necessity of organization is blind to the past, the present and 
the future. 

“The Pennsylvania Shoe Retailers’ Association has 487 
members. We should be—if we are not now—the finest 
bunch of business men of any craft, and my friends, until we 
meet at our next convention, I am going to give you three 
words to dwell upon—faith, hope, love—we need these three 
for a happy, successful life.” 


A Business Session 


A short time was spent on the business of the convention 
and it was easy to see that the presence of A. F. Sloane, field- 
secretary, and T. C. Mirkil, secretary-commissioner, both of 
the National Shoe Retailers’ Association, were instrumental 
in making the attendance and the service of the National a 
conspicuous feature of the convention. 

President Ludebuehl appointed three members of the 
Nomination Committee—A. A. Lazarus, David Stumpf and 
H. J. Boyd. Three others elected were Messrs. Schmidt, 
Boylan and Gardner. The resolutions committee appointed 
by President Ludebuehl consisted of George Gorman, H. A. 
Beam and A. N. Foster. 

C. J Mensch, of Pittsburg, secretary of the Pennsylvania 
Shoe Retailers’ Association, reported that there were 269 
paid memberships in the association and 218 affiliated mem- 
berships. The association is also in good financial standing. 
He announced that a live membership campaign will be in- 
augurated. 

“An Adequate Profit,’? Says Geuting 

The afternoon session had as its big feature a blackboard 
talk on ‘‘Profits in Business,”’ by President A. H. Geuting, of 
the National Shoe Retailers’ Association. He said in part: 

““Most of the stores in the United States do not get an 
adequate profit in business. One of the reasons is that they 
do not figure nominal profits and proper items to include in 
overhead. It is wise to take a nominal profit on your busi- 
ness. A failure is a failure to the community. When a man 
figures everything in the cost of his merchandise it will cost 
him 30 per cent on his selling price. Divided in this way, 
selling cost 15 per cent, advertising 3 per cent, incidental 
expenses, insurance, 5 per cent, interest on money, two per 
cent. Most people will say ‘I own my own store.’ He told 
me he was doing business on a 15 per cent basis. When I 
figured it he had not all the items init. If you have a store 

and use it yourself you ought to charge rent for it. If you 
have money you have a right to charge yourself interest. If 
a man does $100,000 worth of business it costs him 30 percent 
to do business and his expenses are $30,000 a year. Always 
figure expenses on your selling price.” 
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S-E-R-V-I-C-E by Customer 

He was followed by W. R. Lunk, one of the real Y. M.C. A. 
men of the country. His address on ‘‘Merchandising from 
the Consumer’s Point of View’’ is most valuable. He said 
in part: 

“Forget, if you will, that I am a ‘Y’ secretary and con- 
sider me as being a merchant with something to sell; some- 
thing that people need; governed by the same rules by which 
you are governed. 

“The way goods are displayed has a lot to do with the 
readiness to buy on the part of the consumer. It also shows 
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whether a man really believes in what he is selling. No 
merchant will allow his goods to become disarranged who 
believes in his line. 

“The cost of merchandise, of course, enters very largely into 
the consumer’s viewpoint, but the way they buy these days 
it seems as if cost had very little to do with it. 

“‘Let’s go back to that word ‘Service’, with which we started 
and analyze it a little. 

“Service. S-E-R-V-I-C-E. 

““S. For salesmanship. The rock on which so many busi- 
nesses fall. The failure to present the case in such a way that 
the customer believes in your goods. 

“E. Enthusiasm. The way in which we go into our work, 
““R. Responsibility. Willingness to stand back of our goods. 
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or resourcefulness providing goods even though it is hard to 
get them. 

“V. Vitality. Almost a duplication of enthusiasm, but is 
your business full of vitality on a safe basis. 

“J. Independence. The thing which we can have about cur 
goods if they are right. 

“C. Courtesy or cheerfulness, the thing that makes our cus- 
tomers buy our goods because we enjoy selling them. 

“E. The last but the most important of all. Efficiency. The 
almosphere surrounding the store in which the goods are sold.” 

Then followed an active discussion on the ‘‘ Mercantile Tax,” 
which is only used by one other city outside of Pennsylvania. 
It is a tax against-the merchants’ gross purchases of the year 
and in the aggregate amounts to two and one-half million 


CHRISTIAN LUDEBUEHL 
Past-President Pennsylvania Shoe Retailers’ Association 


dollars, the greater portion of which is paid out in political 
patronage because the collection of it is placed in the hands 
of the political henchmen. 

A sharp protest is to be made by the organization to the 
Pennsylvania Legislature. 


Damage Claims Against Merchants 


In discussing the subject of ‘‘Service to the Public and 
Liability to the Public” the point was brought up that the 
majority of stores are not covered by a Liability Insurance. 
In case a customer brings suit against a store for injury 
attributed to footwear, there is but scant protection for the 
merchant. 

A case was cited where judgment had been given of $1,250 
because of a supposed injury to the ligaments of the foot, not 
caused by the shoe itself but on the “technicality that the 
salesman pressed and dislocated the bones of the foot in the 
fitting process.’ This case, which has been appealed, is but 
one of a number that have cropped out in Pennsylvania and 
the merchants feel the necessity for a Liability Insurance to 
cover just such cases. 

The passing of the resolutions was done after proper study 
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by the convention itself and debate on each of the paragraphs. 

The Nominating Committee’s report, which gave a director 
for each county, was unanimously approved and President- 
elect Mensch promised a live year ahead for the association, 
an increase of membership through a personally conducted 
drive and intense activity in association life in Pennsylvania. 

The evening banquet was one of those pleasurable informal 
features where the banquet hall was not big enough to hold 
the crowd. 

W. S. Gardner was general chairman with Dr. Francis 
Schill, Jr., as toastmaster. The principal speakers were 
Alvin Sherbine, Esq., and G. W. Lemon. 


Keep the Bonds in Public Hands 


The latter speaker showed that it was a very bad business 
proposition for any merchant to encourage owners of Liberty 
Bonds to dispose of them for merchandise. ‘‘Such action,” 
he said, ‘merely helps to assist fake promoters and dishonest 
brokers in their efforts to shake public confidence in Govern- 
ment bonds as an investment. When the price is low 
enough, these shysters will buy all the bonds that they can 
handle and hold them themselves until such time as they will 
be selling at a premium. It is a fine game and it is lament- 
able that it has worked to an alarming degree among the poor 
and among the ignorant people of this country.” 

He asked every delegate to go back to his own city and 
constitute himself as head of a vigilance committee to stand 
by the Government and in every way possible create a 
feeling of confidence in Liberty Bonds as an investment. If 
they all do that, the selling of the Fifth Liberty Loan will be 
greatly assisted. 

President A. H. Geuting and President Emeritus A. C. 
McGowin spoke informally and the surprise of the night was 
when an individual stood up and asked for the privilege of 
the floor. 

His dialect was that of a foreigner and waxed eloquent on 
the subject of Liberty Bonds, of liberty itself, of profits in the 
store and to every appearance was a prosperous but excited 
Pole. When he sat down and the presiding officer called 
upon him for a few Irish stories, there was hardly a man in 
the room but acknowledged that he thought the speaker was 
actually a merchant from a small town who had been carried 
away with enthusiasm of the evening to giving voice to his 


**Smiles”’ and ‘‘Styles”’ 
One of the hits of the evening was the singing of the song 
“Smiles” to the words: 


There are styles the salesmen say are snappy, 

There are styles that also have the looks, 

There are styles that make us all feel happy 

When we see the profits on the books. 

There are styles that have a double value 

That the wisest buyer cannot tell, 

There are styles that fill our hearts with gladness 

Likewise styles that make us feel like H———— 

———,WELL 

The Second Day’s Session 


Pep and enthusiasm marked the second day’s session of the 
convention—from the rousing ovation accorded the grand- 
daddy of the organization, A. C. McGowin, president 
emeritus of the National, to the whirlwind drives for the 
National Shoe Retailers’ Association firm membership and 
insurance at the close. 


Largest Quota of Firm Members 
Pennsylvania is now on the association map with the 
largest quota of firm memberships in the National Associa- 
tion of any state in the country. 
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A campaign for 1,000 state members was launched and a 
good start made with 259 reported as members in good 
standing by the committee, which was headed by S. S. 
Schweriner, who, with Daddy Sloane and President Mensch, 
will make a tour of the State within the next few weeks 
rounding up the stragglers. 


To Boston, 1920—Two Hundred Strong 


Pennsylvania can be depended upon to storm Boston on 
the occasion of the 1920 National Convention with at least 
two hundred strong. 

A movement was also started to bring the National 1921 
Convention to Pittsburg. When the drive for firm mem- 
berships started, Pennsylvania stood fourth among the state 
organizations affiliated with the National and when the 
smoke cleared away, Secretary Commissioner Mirkil had 
fifty-five pledges for sixty-seven store memberships, which 
put the Keystone State over the top in splendid fashion. 
This was by far the greatest showing of practical support of 


the association idea that has ever been accorded a similar 


appeal at any state conventions. 


Advice from A. C. McGowin 

Mr. McGowin was the first speaker of the day and gave 
the Pennsylvania merchants much valuable advice about the 
“‘Luxury Tax, the Leather and Labor Situation as it Affects 
the Price of Shoes and the Outlook for the Coming Season.” 
Mr. McGowin predicted that shoes will not be any cheaper 
this year and earnestly urged dealers to refrain from buying 
extravagantly, suggesting a conservative policy as the safest 
one. 


“Daddy” Sloane, field secretary of the National Associa- 


tion, conducted the Round Table in his usual able fashion. 
The Round Table has always produced a great deal of benefit 
by the way of discussion of dealers’ problems. 

Frank I. Reissner, of Philadelphia, told liberally of his 
experiences in disposing of short lines. 


Styles by J. D. Kennedy 

J. D. Kennedy, of Pittsburg, explained the style situation 
and his own attitude in regard to immediate buying. His 
talk was full of good things for many of the merchants, who 
admittedly were seeking light on the matter of styles for the 
coming season. Mr. Kennedy expressed the opinion that 
Louis heels would be good. He said that combinations that 
clash ought to be avoided and that the coming season com- 
prehends a close matching of colors in tops and vamps. 

In Mr. Kennedy’s judgment, retailers should avoid light 
colors, especially champagne and ivory. In combinations, 
he expressed the belief that gray and field mouse and black 
were good. The new beaver brown and black were figured 
largely in buying colors, of course, in tops. 

Mr. Kennedy is buying about fifty per cent English or 
semi-English lasts, figured on last year’s experience, and is 
buying cautiously in button effects, keeping off colors and 
combinations. He also suggested that Russia calf, in shades 
a trifle lighter than they have been seen recently, bid fair to 
find favor next season. 

According to Mr. Kennedy’s interpretation, the new 
beaver and semi-brown will push the darker brown to favor. 

Another Round Table discussion was given by Mr. Guin- 
avan, of Pittsburg, on the subject of the “‘Help Problem.” 

Mr. Smith, of J. N. Smith, of Hershey, Pa., discussed 
“Store Records.”” A. A. Lazarus, of Pittsburg, gave a fine 
talk on ‘“‘Advertising.”’ 

The convention came to a close with an appeal by Henry 
Hageman, of Cincinnati, secretary of the National Shoe 
Retailers’ Association, which netted $75,000 in policies 
pledged: by members. Mr. Hageman said in part: 
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‘‘Mutual insurance is being further strenghtened by the 
constant addition of class mutual companies who carry only 
the risks of their own lines and are thereby enabled to estab- 
lish a true loss ratio for different classes of merchandise, such 
as hardware, lumber, shoes, flour and textile mills, drugs, 
etc., placing every separate class on its own base. This is 
the proper way to secure insurance at its true cost, where at 
the present time numerous kinds of merchandise are thrown 
into one general class and the premiums charged are practically 
the same; the good risks are compelled to pay for the losses 
of the bad ones. This is the great trouble with the shoe 
insurance of today. 

“‘The rates on shoe stocks are entirely too high when com- 
pared with the other lines of merchandise with which our 
risks are classed, the average loss ratio on general lines, 
including dry goods, hardware, grocery, drugs, millinery, 
furnishing goods, clothing, etc., being above 50 per cent, 
this average being ascertained by the Ohio Insurance Depart- 





FJ + J 
Your Store 
A “Revise” By WM. R. LUNK at Pennsylvania 


Convention 


If you want to work in the kind of a store, 
Like the kind of a store you like, 

You needn’t slip your clothes in a grip 
And start on a long-long hike. 


You'll only find what you left behind, 

For there’s nothing that’s really new, 

It’s a knock at yourself when you knock your store, 
It isn’t your store, it’s you. 


Real stores aren’t made by men afraid 
Lest somebody else goes ahead, 

When everyone works and nobody shirks 
You can raise a store from the dead, © 


And if while you make your personal stake, 
Your neighbor can make one, too. 

Your store will be what you want to see, 

It isn’t your store, it’s you. 


x od 











ment. On exclusive shoe stocks alone, it is less than 15 per 
cent. 

“This clearly demonstrates our above contention. The 
only way this can be remedied is by securing our own classi- 
fication and this can only be accomplished by placing your 
insurance through this board, which has secured a working 
agreement with nine of the best and strongest mutual com- 
panies in this country to co-operate with us in starting our 
own National Shoe Mutual Fire Insurance Co. through 
which the savings made possible can be returned to our own 
policy holders in form of dividends or left in their cash draw- 
ers by lower premium rates.” 

Oscar M. Stern, of the Fashion Publicity Company, N. Y. 
discussed ‘‘Leather Conditions and Colors.”” He was a most 
active contact man on styles, ever being available on his pet 
subject, colors in kidskins of F. B. & C. trade marks. 

An inspection tour of the Pennsylvania Traffic Company’s 
department store, during which the visiting shoe men posed 
for their pictures and a ‘Jazz’ program at night, wound up 
the biggest and best convention in the history of the Key- 
stone State organizatlon. 
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Resolutions Passed in Spring Conventions 


Pennsylvania votes on rubber dating, war tax, State tax, honest advertising, unfair competition, collec- 


tion of claims and national service. 


Kansas votes on postponement of war tax, leather and shoe prices, shipments, mail order tax, discounts 


and trade acceptances. 


Pennsylvania Resolutions 
Rubber and Tennis Datings 


1. Whereas the Pennsylvania Shoe Retailers’ Asso- 
ciation in Convention assembled has heartily endorsed 
the movement fostered by the National Shoe Retailers’ 
Association to have rubber datings moved ahead to 
March Ist for rubber footwear and September Ist for 
tennis goods thereby eliminating the present unsatis- 
factory practice of the Rubber companies in announc- 
ing new price lists in the midst of the retail selling 
season, THEREFORE BE IT RESOLVED that the 
delegates to this convention here assembled reiterate 
their pledge to place no orders for tennis goods prior 
to September Ist for the ensuing season and to place no 
orders for rubber footwear prior to March Ist for the 
season next ensuing, and by such concerted action 
testify to the Rubber companies that it is the sentiment 
of shoe retailers that these dates are proper and that 
merchants are willing to detail their orders promptly 
in accordance with such new arrangement and thereby 
insure more economical and efficient distribution of this 
merchandise to the consumer as well as overcoming 
much of the:complained of cancellations. 


War Tax Should Be Abolished 
2. Resolved that we deprecate the failure of Con- 


gress to repeal the so-called‘‘Luxury Tax”’on shoes inas- 
much as this tax is in reality a war tax although the 
occasion for such levies upon the public has passed and 
also because the tax on shoes is discriminatory in 
singling out one essential commodity while passing by 
other and less essential articles of merchandise. The 
tax was removed on clothing and should have been 
removed from shoes. The public is already facing the 
necessary increased manufacturing cost of footwear 
and the Luxury Tax, in the face of an arbitrary market 
situation which comprehends a scarcity of raw materials 
and finished products made of leather everywhere in the 
world, but means an added burden to the consumer. 
Therefore it is the sense of this convention that the 
pressure of public opinion be brought to bear upon the 
new Congress to promptly repeal this section of the 
Revenue Act. We recommend that every retailer in the 
State of Pennsylvania write his Representative and 
Senator, presenting a copy of this resolution. 


Against State Mercantile Tax 


3. Resolved that we are opposed to the existing 
State Tax on mercantiles as an unfair practice which 
has been discontinued by many states and avoided by 
other states. It is our belief that the mercantile tax 
now levied is expensive of collection and yields only an 


insignificant return to the state treasury. We recom- 
mend that our association co-operate fully with Cham- 
bers of Commerce and organizations representative 
of other lines of retail distribution to bring about the 
repeal of this form of taxation. 


Against Unfair Advertising 


4. Resolved that we firmly believe in and endorse 
the principles of the Associated Advertising Clubs in 
their campaign to put down dishonest advertising and 
that it is the duty of every retailer with the interests of 
his craft at heart to promptly bring to the attention 
of the N.S. R. A. Vigilance Committee all instances of 
apparent fraudulent advertising of shoes. 


Against Company Sales at Retail 


5. Resolved that we are opposed to the practice of 
some manufacturers and jobbers in selling their product 


‘direct to corporations and companies to be retailed 


direct and furnished upon requisition to employees and 
that we further protest against the unfair practice 
of manufacturers selling at retail in manufacturing 
centers. We recommend that retailers enter strong 
protest to manufacturers known to follow such unfair 


practices. 


Better Co-operation on Claims 


6. Resolved that we urge upon manufacturers the 
necessity of better co-operation with the retailers in 
the collection of claims against transportation com- 
panies for short and damaged shipments, that we 
strongly protest against the attitude of some manufac- 
turers in arbitrary placing all responsibility for delivery 
upon the retailer and that it is the sentiment of the 
Pennsylvania Shoe Retailers’ Association that manufac- 
turers, by giving better service on matters of legitimate 
complaints, will increase good-will to larger extent. 
Many cases where retailers’ claims have been ignored by 
the transportation companies could have been satis- 
factorily adjusted for months and years through proper 
assistance of the manufacturer. 


Thanks to National Headquarters 


7. Resolved that we recognize with a deep sense of 
appreciation the assistance rendered the individual and 
the craft as a whole by the N. S. R. A. in protecting the 
trade from unsound and discriminatory regulation 
during the war period and also that we express as a 
State Association our belief in the National Association 
as a necessary instrument for constructive education 
in ways and means of improving conditions affecting 
shoe retailing everywhere in the United States. Be 
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it further resolved that a vote of thanks be extended to 
N. S. R. A. Headquarters for the efficient aid rendered 
in publicizing this convention and in many ways assist- 
ing the State officers during the past year. 


Thanks to Convention City 


8. Resolved that we express our sincere thanks to 
the City of Johnstown, its Mayor and officials of its 
splendid Chamber of Commerce for the hospitality 
accorded us on this occasion and that this sentiment be 
suitably set forth in an official form to be transmitted 
by our secretary to the Mayor and the Secretary of the 
Chamber of Commerce as a permanent testimonial of 
our appreciation of their efforts to make us welcome in 
this enterprising city. Be it further resolved that a 
vote of thanks be extended to the local committee for 
its splendid work which has contributed so much to the 
success of this convention. 


Kansas Resolutions 


Holds up Revenue Collector 


Be it resolved that the Kansas Retail Shoe Dealers’ 
Association in annual convention assembled does re- 
spectfully request the Hon. Daniel C. Roper, com- 
missioner of internal revenue, that he, if it be within 
his power, issue an order to all collectors of internal 
revenue, that the enforcement of the collection of the 
luxury tax be postponed until such time as Congress 
may reconvene and act upon the motions and sugges- 
tions that were made to the membership of the last 
Congress, which we believe to be so fair and just that 
the new Congress will take the same action as the house 
did just before adjournment. 

And further be it resolved that the secretary of this 
association promptly transmit to the commissioner of 
Internal Revenue and to the United States Senators 
from Kansas copies of this resolution asking for their 
support in carrying out its suggestions. 


Against a Trade Condition 


2. Whereas, since there exists in the popular mind 
the idea that leather and shoes should have some reduc- 
tion in prices in the face of a declining market in most 
all other commodities, and that since the shoe manu- 
facturers are affected, similarly to the retail trade, 

Be it resolved that it is the sense of this association 
that such a state of affairs can presumably only arise 
from a palpably manipulated market, and 

Be it resolved that this association go on record as 
emphatically opposed to such a trade condition as 
detrimental to the best interests of all branches of our 
industry. 


Late Deliveries 


3. Whereas the matter of late deliveries has become 
a serious one in our trade and we believe that some 
factories made a practice of over-selling their production 





many times and have difficulty in making complete 
shipments as per the terms of the orders, resulting in 
split shipments and often loss of sales on late deliveries 
by the dealers, 

Therefore, be it resolved that we, the Kansas Retail 
Shoe Dealers’ Association, do hereby demand that the 
manufacturers comply with the terms of the orders 
when placed and that as buyers we insist when such is 
impossible that we be advised and that we reserve the 
privilege of accepting such delayed deliveries. 


On Discounts and Trade Acceptances 


4. Whereas the growing tendency of shoe manufac- 
turers to abolish discount terms has been increasing 
with recent seasons to the evident detriment of the 
dealer who takes his discount as compared to the one 
who does not in that both pay the same price for their 
goods. ‘ 

Be it resolved that this association strongly protest 
against this tendency, and that the members individu- 
ally and severally insist when placing their orders that 
the usual discount terms be allowed at the option of 
the buyer, and 

Be it further resolved, that we go on record as opposed 
to the trade acceptance plan as one not calculated to 
benefit us as merchants and not to be recommended for 
use by our members. 


Tax on Mail Order Houses 


5. Whereas, the recent Revenue Measure passed 
by Congress failed to include the proposed one per cent 
tax on all mail order concerns doing business of over 
$100,000 which proposal was in the original draft of the 
bill, , 

Be it resolved that the Kansas Retail Shoe Dealers’ 
Association go on record as strongly favoring such a 
measure, being included in next revenue bill as a matter 
of simple justice to the retail dealer. 

And be it further resolved that a copy of these resolu- 
tions be sent to both Kansas Senators and each Con- 
gressman. 


Thanks to Kansas City 


6. Whereas, for the first time in the history of our 
association, the Kansas Shoe Retailers’ Association is 
holding its annual convention in Kansas City, Mo. 

Be it resolved, that this association by a rising vote 
extend its hearty thanks to its Kansas City hosts com- 
prising the wholesale shoe trade and the Central Asso- 
ciation of Shoe Travelers, and Kansas City Shoe 
Retailers. 


Thanks to K. L. Barton, Jr. 


Be it further resolved that this association especially 
express its grateful appreciation of the work of K. L. 
Barton, Jr., for his earnest and efficient work in pro- 
moting the success of our meeting, which was in a large 
measure due to his individual initiative and capacity 
for directing the numerous details for the entertainment 
and comfort of our members and friends. 
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Style Show and Promenade Des Toi- 
lettes Scheduled for April 8 


The Worcester Shoe Retail Merchants will stage the biggest 
and best style show of shoes ever put on by retail dealers 
on April 8, at Mechanics’ Hall, from 1.30 to 12 o’clock P. M. 

The publicity committee is planning a program that will 
fill the hall to overflowing. Many special features will be 
staged. 

A display of fine skins from F. Blumenthal Co. will be on 
the runway in the afternoon, where a representative of the 
company will give an address on “Leather.” 

At 3 P.M. a lecture will be given on “Styles and 
Prices” by a big man in the trade. It has not yet been 
definitely decided who will give this lecture. 


A Genuine Shoe Men’s Dinner at 6.30 


A shoe men’s dinner will be given at 6.30 P. M. to which 
all the exhibitors and many out-of-town shoe men have been 
invited. 

At 8. P. M. a style show on the runway will be given 
where Worcester shops will show what they have to offer in 
their various lines. 

The Beaded Tip Girl, from the United Lace & Braid Co., 
will be there. One of Worcester’s progressive rubber foot- 
wear shops will display the newest and most attractive 
bathing shoes. Needless to say, the model will appear in 
the most fetching bathing suit that can be produced. 

The complimentary dance to follow will be a big hit of the 
show. Exhibition dancing will be a feature. 

The committee on dance is on the job. They have engaged 
a ten-piece orchestra, the Nineteenth Military Band Orches- 
tra, Paul Pilet, director. 

Everything is moving in fine shape and the only thing 
which remains to be done is to follow the crowd to Mechanics’ 
Hall and then be ready for a real Easter business in all 
Worcester shops. 


Committees in Charge 


The committees are as follows: General Committee: H. P. 
Shean, manager of the Heywood Shoe Store; H. L. Martin, 
manager of the shoe department of Denholm & McKay; 
C. A. Derr, of Derr & Sandquist; J. A. Field, manager of the 
Ware-Pratt shoe department; A. A. Anderson, manager of 
the I. H. Morse Shoe department. Publicity Committee: 
A. A. Anderson, manager of the I. H. Morse shoe department; 
Frank Donohue, manager of the shoe department of John C. 
MacInnis; H. L. Martin. In charge of models: N. Kenyon, 
manager of the Regal Shoe Store. Runway and Display 
Space Committee: C. A. Derr, J. A. Field. Dance Com- 
mittee: A. W. Anderson, manager of P. L. Rider Rubber 
Store; Martin Phelan, with Regal Shoe Store. To arrange 
for Shoe Men’s Dinner: H. P. Shean. 


List of Exhibitors— Worcester Retailers 


The Ware-Pratt Co., I. H. Morse Co., John C. MacInnis 
Co., Regal Shoe Co., Bemis & Co., Derr & Sandquist, Mark 
F. Cosgrove, P. L. Rider, Bay State Shoe Store, W. L. 
Douglas Shoe Co., Traveler Shoe Store, Children’s Shoe Store, 
Grand Sale Shoe Store, Walk Over Boot Shop, Heywood 
Boot & Shoe Co., W. J. Wood Co., Denholm & McKay Co., 
G. A. Spongberg, C. T. Sherer Co., H. K. Shoe Co. 


Out of Town Exhibitors 


United States Rubber Co., Boston, Mass., showing Keds; 
Scholl Manufacturing Co., Chicago, Ill., showing foot appli- 
ances; Whittemore Polish Co., Cambridge, Mass., showing 
polishes; Tweedie Overgaiter, St. Louis, Mo., showing over- 


- 
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gaiters; Foster Rubber Co., Boston, Mass., showing rubber 
heels; United Braid & Lace Co., Providence, R. I., showing 
laces, in charge of Mr. Ray, secretary of the company; 
Chipman Harwood & Co., Boston, showing a big line of felt 
slippers, in charge of Mr. Harry Wagner. 





Growth of Children’s Shoe Depart- 
ment 


Kansas Merchants Cover Topic of Juvenile 
Shoe Sales Development 


Discussion of the children’s shoe business was opened by 
C. L. Brosius, of Wichita, Kan., who has developed his misses’ 
and children’s departments in nine years from annual sales 
amounting to $2,200, until now the volume of business runs 
past the $22,000 mark. 

Mr. Brosius says the big problem is to get children interest- 
ed in the department so that they will lead Daddy and Mother 
there when they start out on a shoe buying expedition. He 
has found toys and premiums of various sorts to be a very 
effective means of bringing the children to the department. 


Toys to Interest Children 


Sometimes these are given as premiums with purchases 
while other times they are simply given to the children who 
come into the store in order to maintain their good will. Mr. 
Brosius finds that while he merchandises misses’ and chil- 
dren’s shoes at a little closer profit than that which prevails in 
the women’s side of the store, yet his net profit on the volume 
of business is very satisfactory and he estimates also that a 
very large percentage of the women’s business of his store 
comes from the mothers who bring the children to be fitted 
first. 

A Profitable Business 


J. M. Robinson, president of the Robinson Shoe Co., Kan- 
sas City, has given special attention to the children’s depart- 
ment in his store for many years past. He also adopted the 
plan of giving out some little present to each child who came 
into the store and gradually won their confidence and good 
will. In his opinion it is a mistake to believe that children’s 
shoes should merchandise without a profit. The children’s 
department of this store last year did over a $200,000 business 
and was one of the most profitable departments in the whole 
lot. He pointed out the necessity of getting sales people who 
understood children and loved them. He found that girls were 
very efficient in the children’s department when paid on a 
commission basis, so their earnings were pleasing and satis- 
factory. 

For a number of years after Mr. Robinson went into 
business he found that it was difficult to get sales people to 
take an interest in the children’s department. When his 
sales force was working all over the store and not confined to 
any particular department or section they all avoided the 
children’s department and endeavored to get busy at some 
other work whenever they saw a mother leading a little 
child into the store. 


Sales People for Children’s Trade 


Finally, he selected a few people and made them under- 
stand that their business was to take care of the stock and 
the customers in the children’s department. Then, when 
he instituted the plan of paying the help on a commission 
basis with a fixed drawing account, the children’s department 
began to grow and develop until it has become a big part of 
the whole institution. Some of the best paid and most 
efficient help in the store are in the misses’ and children’s 
department. 
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Do You Know How to Get the Most 







Out of Advertising? 


Read This—Good Advertising and What It Will Do 
(By a Shoe Man Who Has Tried It) 
WALTER S. ARANT. In Charge of Advertising for The Panor Stores, a Chain of Nine Shoe Stores in Iowa and Nebraska 


You say: I know merchants who have a big business, 
who do not advertise. All right. 

Their exceptional location, length of time in business, mer- 
chandising methods and confidence inspiring policy is prob- 
ably one hundred per cent—but how much more successful 
and how much larger would their business be if they had been 
good advertisers. : 

If we will be merchants, let us be good merchants and to be 
such, we will be good advertisers. 

Good advertising consists first of creating in the minds of 
the public the kind of a store you want them to know your 
store to be. You will do this, not by sitting in your store and 
looking out, but from a distance get as nearly as possible a 
composite mind picture of how your store looks or how you 
would have it look to the public. 


r I NHE truly successful merchants are good advertisers. 


Create a Store Personality 


To create such a store personality, you will decide on your 
signature cut, trade mark and style of type to be used—all 
of which can be made to picture a high-grade, popular price 
or cheap store, and by all means have the sign on your store, 
letters on your windows and heading on your stationery and 
all mail matter the same style and design as your signature 
cut—thereby keeping before the public at all times the per- 
sonality picture you are striving to create. 

The big idea to cash in on in advertising is that every human 
mortal is lazy. Humanity follows the lines of least tesistance. 
To accomplish the most with the least effort is that big 
thing—efficiency. You do not have a step in front of your 
door because you know the public will not step up if there is a 
store next door. You would even slant your entrance so that 
the public can just slide in. , 

The psychologist tells us that the eye is lazy—that it 
chooses to read the easily discernible type. You will there- 
fore have your signature cut and type in your ads easy to 
read. He tells us that the eye in its travels is a series of glances 
and flits from object to object and 
prefers to see things in squares, also 
that each glance falls at the top of any 
object or square and drops down a few 
inches. 

This being true—if you would keep the 
name of your store before the public, you 
will have your signature cut at the top 
of your advertisement. If the eye glances 
at the top and drops down you should 
therefore have your illustration—the 
attractive picture of your main item to- 
gether with the tempting price both 
prominently displayed about one-third 
of the way down in your advertisement. 


A Head Line of Three Words 
He tells us that at each glance the eye 
sees many things, but grasps only 
three. That being the case, you have the 





Link up your type talks in newspaper 
advertising with a good “‘illustration- 
service.” 


three main things, namely, your name, your merchandise and 
the price, all within the reach of one glance—so that if inter- 
est is created in the mind, the entire advertisement will be 
read. If you get more than one glance your headline will be 
read—but make it short, three words if possible and not more 
than six. ; 

The scientist tells us that eighty per cent of all knowledge 
is received through the eye—the old adage (believe nothing 
you hear and only half that you see) pretty nearly holds good. 
Then let us cash in on the eye. The mind always questions 
and rebels at statements of fact that cannot be proven. You 
should therefore avoid rash statements and over-enthusiastic 
claims. They undermine confidence and hurt your proposi- 
tion. You have much to gain by honestly describing your 
merchandise in truthful, believable and understandable 
language and in words that are easy to read. 


Avoid Uncertain Advertising Mediums 


In placing your advertising, you will choose one, two, or 
three recognized mediums that will give you positive circula- 
tion and reach the class of people to whom your kind of a 
store will appeal. Having a store with a personality, you 
will make a personal appeal and insist on good position 
whether your medium be outdoor display or the printed page. 
By all means avoid special pages where your ad is always 
sandwiched in with forty or more other ads. You thus lose 
your identity, your personal appeals are classed with unde- 
sirables and seldom get any results. Avoid all mediums of 
uncertain circulation. Draw a sharp line between mediums 
you know are good and those that are doubtful. If you will 
buy advertising out of sympathy or friendship, charge all 
such to charity. It is the charity advertisers who say that 
they have tried advertising, but it did not pay. 


Invest Two Per Cent of Volume in Advertising 


I would say that éwo per cent of your volume is a reasonable 
amount to invest in advertising. If con- 
sistently and well spent, if your sales force 
works with your advertising and your 
merchandising methods are right, your 
business: will grow in volume and be 
builded on a solid foundation. 

Your increased volume will reduce your 
overhead to the extent that you can 
give bigger values to your customers 
which will further increase your volume. 

The profit you will make on your in- 
creased volume will much more than pay 
your advertising. Your customers will 
not have paid for the advertising but on 
the contrary will have received more for 
their money, and while you have paid 
the advertising bills you will have made 
more money. 

All this can be done if you are a good 
merchant and a good advertiser, 
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I Cannot Advertise, for There’s No Newspaper in My Town 


That’s what one merchant wrote us. With a little aid and the use of cuts 

bought from us, he was enabled to get out a little four-page paper, not only 

full of store news, but with local gossip enough to cause it to be preserved. 

He is now issuing it once a month and says it sells more shoes than he formerly 

believed were worn in his territory. 

Why not try the idea? We have a man who will co-operate with you in every 

way. There is no charge whatever for this extra service, provided you are a 

subscriber to the ‘‘Recorder.”’ 
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|The ‘‘Mystery’’ 
of Advertising— 
Some merchants have an idea that there is a great deal of 


mystery in the ability to write effective advertisements. Patent Pu mps 


This “mystery”? may be summed up in the following sentences: 


You have something to sell— Match any dress if 


Somebody wants it— i 
Tell ’em about it. you are in doubt as 


And in the telling, don’t hunt for fine phrases, flowery talk 171 
or “smart” sayings—talk in your ads as you talk to your to harmonizing 
customers in your store. fievts 
































A CHECK WITH YOUR 
ORDER HELPS RUSH 
THE CUTS TO YOU— 
SAVES BOOKKEEPING 
FOR US AND MAKES 
EFFICIENT AND ECO- 
NOMICAL OUR SERV- 
ICE. 











No. 947—25e 
“White as the lily for Easter-tide” 
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“J Cannot Afford to Advertise” 


Are words which are as sensible as it would be to say, “‘I cannot 
afford to buy new stock.’’ Both are an investment, nothing more 
nor less. You buy merchandise to sell, and you buy advertising 
space to help you sell. 

Talk in your ads as you talk to your customers and your ads will 
never disappoint you. . 
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For Men Who 
Walk Much 


Strong Shoes, 
Yet Easy on 
the Feet 


E have a splen- 

did assortment 

of shoes miade 
for the wear which 
motormen,policemen 
and postmen and out- 
door men give foot- 
wear. Strong, but not 
too heavy; soles of 
extra tough tannage, 
yet flexible. They 
give the maximum of wear and comfort at the mini- 
mum of cost. 
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No. 949—30c 


STURDY SHOES 
FOR STURDY 
YOUNGSTERS (Insert your store name, description and prices) 

BS SSRSSS RBRVS RPSSTESRRSSSRSSTSSSSSSSSSESSRRSSSSRS 


JERE are shoes, made with 
H the sole idea of withstanding ~~ 
the abuse and hard wear 
red-blooded children demand of 
them. They are strong and dura- O K FORD S 
ble, honest workmanship in every 
stitch—and yet attractive in ap- 


pearance. RETURN of the ox- 


Room for the toes to grow natu- : ’ 
rally, but not clumsy—a shoe your ford ™ ae s styles 
boy will be proud to wear. Bring is assured with every 


a ag ve prog aaa No. 951—30e returning soldier awaiting 
" the pleasures of a cool and 


well built. The prices range from 
ON’T forget comfortable type of foot- 


$2.00 to $3.75 Ne peng covering—in contrast to his 


For the little tots <2 have an assort- sete iaceiae hob-nailed boots. 


ment to please the heart of every li f ss 
— A ras om Just SE stn oo Oxfords in all leathers— 
right for the little soft “‘tootsies” . 

of babykins. po Pe Soe priced from $5.00 to $12.00. 
our expert 
FREE. (Your store name here) 
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(Insert your store name here) 
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Boston 


John H. Gingell, representing the 
Hanan-Gingell Shoe Co., Ltd., of Lon- 
don, England, was a visitor at the rooms 
of the New England Shoe and Leather 
Association, March 22. 

In the course of conversation, Mr. 
Gingell stated that the proprietors of 
the exclusively American shoe stores in 
England are being hard hit by the exist- 
ing British embargo against footwear 
imports, and said that on the day he 
left London for America there were just 
four pairs of men’s patent leather ox- 
fords in his local store. In his opinion, 
the permitted 25 per cent of 1913 Amer- 
ican shoe imports will not go a very 
long way towards helping out the Amer- 
ican shoe stores in England, and he 
expressed the hope that the British 
Government would let down the bars 
to a larger extent than this. 

During his stay in Boston Mr. Gin- 
gell met a number of representative New 
England shoe manufacturers and made 
a very favorable impression on all with 
whom he conversed. 


Continuation School Pupils 
Graduate 

The graduating exercises of the Shoe 
and Leather Class of the Boston Contin- 
uation School took place at the rooms 
of the New England Shoe and Leather 
Association on Wednesday, March 26th, 
at which time the pupils received diplo- 
mas from the Boston School Committee. 

The class has finished a most interest- 
ing course, one of the most comprehen- 
sive that has been furnished in the seven 
years that it has been in existence. 

The pupils recently have visited the 
factories of the Stetson Shoe Co., South 
Weymouth, and Thomas G. Plant Co., 
Roxbury, and the warehouse of the 
Pfister & Vogel Co., Boston. 

On March 21st, George F. Dow ad- 
dressed the pupils on the subject of 
“Shoe and Leather Trade Salesman- 
ship.”” His talk was very instructive, 
and he was obliged to answer many 
questions at its close. 


Resumption of Boston and Balti- 
more Steamship Service 


The regular sailings between Boston 
and Baltimore will be resumed by the 
Merchants’ and Miners’ Transportation 
Co., March 31. For the present there 
will be one weekly sailing, but if suffi- 
cient patronage is secured the service 
will be semi-weekly. 

It is understood that rates will be 
the same as the all-rail rates. The 
railroad administration has given assur- 
ance that in the future consignment 
routed on coastwise lines will not be 


diverted, but will go through to destina- 
tion in accordance with the directions 
of the shippers. 


C. C. Dailey New Sales Manager of 
Meade Rubber Co. 


Charles C. Dailey, for ten and a half 
years with Seamans & Cobb Co. and 
one of the best posted men in the trade 
in fabrics and backing, has just gone 
with the Meade Rubber Company of 
Stoughton, Mass., as sales manager. 

Mr. Dailey started with the old firm 
of Nash & Seamans as stock boy and 
rose to the head of their fabric depart- 


CHARLES C. DAILEY 
Sales Manager 


ment. In his new connection he will be 
in charge of the general line, including 
rubber heels and rubber goods, coating 
fabrics for cover cloths and plumping 
cloths. The Meade Company has just 
completed a number of important en- 
largements and improvements in its 
plant. Mr. Dailey’s office will be at 
111 Lincoln Street, Boston. 


Reception to ‘“‘Recorder’’ Trade 
Mission 


The reception and luncheon compli- 
mentary to the members of the “Boot 
and Shoe Recorder”’ delegation, recently 
returned from Europe, which was to 
have been held on Wednesday of this 
week at the Boston Shoe Trades’ Club, 
under the auspices of the New England 
Shoe and Leather Association, has been 
postponed until Wednesday, April 9, 
at noon. 

Everit B. Terhune, leader of the 
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party, and Harry I. Thayer, president 
of the New England Shoe and Leather 
Association, are to be the speakers, and 
will have an interesting account to give 
of their experiences. Mr. Thayer is also 
scheduled to address the meeting of the 
Tanners’ Council, to be held in Boston, 
April 3 and 4, and the meeting of the 
Executive Committee of the National 
Boot and Shoe Manufacturers’ Asso- 
ciation, to be held in this city, April 
7~18. 


Hon. Joseph Warner to Speak at 
Shoe Trades’ Club 


The speaker at the regular weekly 
luncheon-meeting of the Boston Shoe 
Trades’ Club next Wednesday, April 2, 
will be Hon. Joseph E. Warner, speaker 
of the Massachusetts House of Repre- 
sentatives. Representative E.T. Wright 
of Rockland, Mass., expects to have the 
members of the Legislative Social Ser- 
vice Committee present as his personal 
guests. 


Hotel Essex to be Under New 
Management After April 


J. J. McCarthy of McCarthy & Co., 
proprietors of the Quincy House, have 
completed a deal with Peabody & Wil- 
liams, trustees of the Hammond estate, 
whereby they obtain a 20-year lease of 
the Hotel Essex, opposite the South 
Station. The new management will 
take possession of the property April 1. 

The members of the new Essex Hotel 
Company are J. J. McCarthy, C. J. 
McCarthy, T. A. McCarthy, P. A. Mc- 
Carthy and T. J. Murphy. J. J. and 
T. A. McCarthy will assume the man- 
agement of the new property and C. J. 
and P. A. McCarthy and T. J. Murphy 
will manage the Quincy House. John J. 
McCarthy is president of the Boston 
Hotel Men’s Association. 

Changes in the Essex Hotel that are 
being planned will provide a service of | 
highest efficiency. 


A. H. Berry Shoe Company 
Appointed New England 
Distributors 


The A. H. Berry Shoe Company, 
Portland, Me., have been appointed 
exclusive New England distributors | 
for the Edmonds “Foot Fitter.” 

This shoe is made by the Edmonds 
Shoe Co. of Milwaukee, Wis., who 
make only this one style of shoe in one 
leather and over one last. This com- 
pany, which started in business last 
July, has been enjoying a rapidly in- 
creasing business in New England. | 
The “Boot and Shoe Recorder’’ takes | 
pleasure in congratulating both par 
ties in this affiliation. 
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STYLE 429—New buttoned cuff. Can be used 
as a high or low cut slipper. Soft leather sole, 
with soft inner sole of carded wool. Heel and 
body of slipper in one piece, patented. In all 

. shades, 


STYLE 426—Same, but with leather sole and 
heel. 

















Feltwear 


—a word originated by the manufacturers of CosyToes 


The Standard Felt Company has applied to the United States Patent Office for exclusive rights to 
the word ** Feltwear.’’ It is a coined word, not to be found in the dictionary. 


It is the determination of the manufaéturers of CosyToes tu impress upon the mind of the public the 
ultra-quality significance of this new word. The word ‘*Feltwear’’ will convey an impression of 
quality that can be found only in the Standard line of merchandise. 


The shoe trade handling CosyToes will dire¢tly benefit by the prestige of «*Feltwear.’’ We teel it 
will be decidedly to your interest to withhold placing your felt orders until the arrival of one of our 
representatives, Request that he call and submit the full line of samples. 


Ask for Ready-to-Ship Catalog 
Standard Felt Company 


Faéiory and General Offices WEST ALHAMBRA, CAL, 


New York, 117 East Twenty-third St. Chicago, 404 South Fifth Ave. San Francisco, 417 Market St. 
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Better Styles and Better Sizes 


A Survey of the Merchant’s Varied Problems 


By O. P. NUSBAUM 
Of Neff ¢ Nusbaum, Richmond, Ind., before the Indiana Convention 


into the successful operation of a shoe store. While 
the total number of pairs in the United States is about 
25 per cent less than two years ago, the investment is about 
25 per cent greater than it was two years ago. So if you are 
not making more money, you are not keeping pace with the 


fhe amount of capital invested is one thing that enters 
















GOOD K, 
SELLS SHOES 


























A NEW STYLE 
DEVELOPMENT 


Taking these blu- 
cher points and 
combining with 
the full vamp— 
Result a new and 
clever style in 
boots. 




















times. The prospects for business as a whole are good, not 
only for the next few months but for several years to come, 
and the merchant who keeps in close touch with the shoe 
situation by every means possible (especially by joining the 
N. R. S. A. and attending the conventions) will have no 
trouble to show a balance on the right side of the ledger at 
the end of the year. s 

The trade is buying better shoes, and so long as wages keep 
up and many of the calls for money for war relief, etc., are 
eliminated, the trade will have more money with which to 
buy good shoes. The manufacturer and wholesaler usually 


have some things that they insist upon from the retailer; 
some, to be sure, are for the best interests of the retailer and 
some are to their own interest, so I will suggest a few things 
which we as retailers have a right to ask and expect from the 
manufacturer. 

Promptness in having our orders filled, or at least a reason- 
ably truthful statement by the manufacturer or salesman as 
to when the order will be filled. 


Better Deliveries Needed 


We place an order and will assume that the shoes are worth 
what ‘we are to pay for them if delivered in time to meet the 
customer’s demand, but if these goods are delayed one, two 
or three months after that period they are not worth the 
price they would have been if they had been on the retailer’s 
shelf in time for him to merchandise them when the public 
wanted them. You can easily see that from the retailer’s 
standpoint the value of the goods to him decreases in pro- 
portion to the delay in their delivery. 


Select Styles With Care 


Briefly I would venture some suggestions at random that 
may help us in buying our future needs in footwear and 
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AN OXFORD 
INTERPRETATION 


Taking the same 
motif of the boot 
combination and mak- 
ing it into an_ 
oxford. 




















otherwise help to keep our business in a healthy and prosper- 
ous condition. 
Select your styles carefully—keep away from freaks. 
Don’t forget that there are a lot of people who don’t want 
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to pay ten to fifteen dollars for shoes. Don’t neglect your 
five, six and eight dollar grades in men’s and women’s shoes. 
Don’t get caught with a large stock of shoes on hand when 
prices go down, which they will in time. I don’t mean to 
say that there is any immediate prospect, but buying con- 
servatively from now on, buying in smaller quantities and 
oftener, is much the safest and sanest plan. Keep your 
stocks clean, and at a minimum, and be ready to meet new 
conditions as they come up. 

Buy more sizes and less styles and thereby reduce the 
number of odds and ends at the end of the season. 

I do not feel called upon or qualified to discuss styles, 
colors and leathers or prices, as each merchant must to a 
large extent study his own community, and aided by the 
information and advice received from the trade journals, 
traveling salesmen and leading merchants in the business 
determine what is best for his particular needs. 

We believe, however, that a closer relation between the 
retailer and manufacturer and more co-operation between 
the two will be of much benefit in eradicating some of the 
evils of the shoe business and putting it on a better and more 
profitable basis. Here are a few suggestions: 

Insist on good, clean merchandise, in keeping with the 
samples shown when goods were ordered. In many cases the 
shoes are scarcely recognized as having any relation to the 
samples, in color, stock and workmanship. 


A Point on Shipments 


Insist on complete shipments of a style. 

It isn’t fair to the retailer to send the narrow widths and 
then weeks later receive the wide ones, or vice versa. This, 
with late deliveries, makes it impossible to show complete 
widths and as a result sales are lost or customers misfit and 
therefore the whole lot does not sell out as clean as it would 
otherwise, and the merchant stands the decreased profits. 
The manufacturer can help the retailer by delivering complete 
lots. 

I believe the merchant would be justified in insisting that 
his bill be dated at the time the last shipment is made, if 
not made in one shipment, and his discount or date of pay- 
ment be figured from the last shipping date. 

When the market relaxes, I believe that the first duty of 
the manufacturer is not to reduce the price, but to improve 
the quality, and get back to the standard of several years ago 
and thus avoid the kicks that have almost driven the dealer 
to the asylum during the last year or two. 

The manufacturer should give consideration to the dealer’s 
ideas or demands when creating new styles, as he, the dealer, 
is nearer to the public than the manufacturer. 


Against Mid-season Styles 


They should not spring new styles after the season’s shoes 
have been bought and thus upset the merchant’s plans for 
the season. 

They should not take more orders than they can fill in 
time for the merchant to sell to the consumer. This has been 
a means of great inconvenience and embarrassment to the 
dealer. 

Smaller orders, given often, and better deliveries will help 
to keep the stocks moving and in healthy condition. This 
must be followed by both dealers and manufacturers if we 
are to meet future conditions successfully. 

It is important that shoe stocks be kept down to the 
minimum in pairs and capital invested, if losses are to be 
eliminated or reduced to the lowest possible point. 

I believe it is wrong for a manufacturer or salesman to 
load his customer with a big stock of shoes many months in 
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advance, as has been done in the past, and is still being done 
in many instances. It ties the retailer up and makes prompt 
deliveries impossible on the part of the manufacturer, which 
is harmful to both. 

A careful consideration of each other’s needs and conditions, 
a little more analysis of our obligations, one to another, a 
more thorough co-operation between the manufacturer and 
dealer, and more thorough study of the needs of our own trade 
will help the shoe dealer of the State to not only conduct a 
profitable and successful business but will eliminate, or at 
least reduce, the many annoyances and hindrances in the 
retail business which tend to deepen our wrinkles, whiten our 
locks and reduce our bank balance. 

Let’s get together, help fight each other’s battles, keep in 
touch with the situation at all times, put forth our best 
efforts, play the game hard, but square, and success will 
await us. 





Death of Frederick M. Thompson 


For Thirty-seven Years a Retail Shoe Merchant 


Frederick M. Thompson, who had been actively engaged 
in the retail shoe business for a period of thirty-five years in 
Danbury, Conn., died 
at his home of heart 
trouble recently. His 
death came as a great 
shock to those who 
knew him, as he ap- 
parently was in good 
spirits the previous 
day. 

Mr. Thompson was 
a native of Mansfield, 
Conn., and was sixty- 
three years of age at 
the time of his death. 
He attended the pub- 
lic schools in Mans- 
field and entered mer- 
cantile life at the age 
of eighteen. Thirty- 
seven years ago he 
formed a partnership 
with Geo. G. Stand- 
ish in Willimantic 
and established a re- 
tail shoe store there, 
moving two years later to Danbury. Upon the retirement of 
Mr. Standish, Mr. Thompson became sole proprietor of the 
business. 


FREDERICK M. THOMPSON 


Compiler of ‘‘Thompson’s Pocket Speller”’ 


During his business career he was especially successful as 
the compiler and publisher of ‘“Thompson’s Pocket Speller,”’ 
which had a large sale. He was also vice-president of the 
Union Savings Bank of Danbury. He became a member of 
the Masonic Fraternity in this city, and at the time of his 
death he was affiliated with Union Lodge, A. F. and A. M.., 
Eureka Chapter, R. A., Wooster Council, R. and S. M., and 
Crusader Commandery, Knights Templars, Danbury Council, 
Royal Arcanum, and the Danbury Lodge of Elks. He was 
also a member of the Associated Shoe Co., Inc. 

Mr. Thompson is survived by his wife and three brothers 
and one sister. 

Mr. Thompson’s store will be continued under the name of 
the F. M. Thompson Estate. 
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What Percentage of Novelties to Buy 


A Clean-Cut Story on Styles Reviving Trade and Making Real Merchants 
Out of Store Keepers 


By E. A. CLARK 
Vice-Pres., Sec. and Gen. Mgr. Stone Shoe Co., Cleveland, O., Before Ohio Shoe Dealers’ Association 


HAT an easy question to ask—what a difficult one 
to answer. As a start let us mentally analyze the 
shoe industry of today and what do we find? In 

what specific and permanent manner does the shoe-selling 
industry of today differ from that of the recent past? Who 
would care to go back to the methods of ten or fifteen years 
ago and exchange the present environ- 
ment and conditions for those that 
then maintained? 
Let us look at the situation exclus- 
ively from a woman’s standpoint. 
What was the dominating thought of 
women in those days? To get a pair 
of shoes that promised durability and 
protection against the elements. Black, 
if black was her favored color—tan 
otherwise. That wasthestory. Those 
were the days when the time it took 
and the amount of fussiness it required 
to please a woman in headgear was 
the subject of more vaudeville jokes 
than old Henry Ford’s cars are now. 
Shoes—the best they got was a pass- 
ing thought. 


The Color Revolution 


From some source or other came 
the inspiration to use colors in women’s 
boots and then came a revolution. 
Then came the epoch when every 
other item of women’s attire took 
second place and the boot became 
the cornerstone on which alf else was 
built. The zenith of this condition was 
really reached when the Gypsy boot made its appearance. 
There is probably not a person present here today but who 
remembers the Gypsy boot. Probably not in all the great 
eternity to come will there be a boot fad that will be able to 
boast of a greater following than our old friend the Gypsy 
of fragrant memory. Maybe we could not sell Gypsies today 
but we can and are selling its offspring as every novelty boot 
of the present era can date its lineage back to the Gypsy. 
So complete and wonderful was the demand for novelty 
boots at this time and maybe a little beyond that it brought 
about a practical revolution of the womans’ boot industry. 
So great was this revival that, whether we wanted it or not, 
and thank God we did, it forced us into the dominating 
thought that brings us here today—organization. And even 
with the best sort of organization we have been able to devise 
we have scarcely been able to keep up with the demand. 


E. A. CLARK 
N. O. Stone Shoe Co., Cleveland, O. 


Without organization maybe the goose that laid the golden 
egg would have died but it did not die and we are not going 
to let it die. We are going to make that old goose work 
overtime because we are going to perpetuate the basic 
principle of the shoe business as it exists today and we are 
going to do it through organization. 

Time may have been when every 
shoe dealer felt it his bounden duty to 
cut the throat of his competitor. 
Oftentimes the members of both families 
would not be on speaking terms. A 
person’s worthiness-of credit was de- 
termined as much by the cleanliness 
of his collar as anything else. But 
these days are past as we all know 
and I am not going to spend any part 
of the small time allotted me in an 
endeavor to describe the different re- 
gime that maintains today. 


Pick Your Own Percentages 


When you ask me, or I believe 
anyone else, what percentage of nov- 
elties to buy, but little remains for me 
to do but spar for wind. There still 
remains the little fellow in the shop or 
outlying district who rather regards 
novelties a near-curse. He never has 
had a big demand for them because he 
has overlooked his opportunity to edu- 
cate his trade uptothem. This, witha 
very small speculation, he might easily 
have done—if heis in that class, now 
is the time for him to start. But it is 
not easy to picture any dealer with “‘soul so dead”’ as to not 
have gotten the novelty atmosphere. 

Every time I bought novelties for my concern I felt that 
I was more or less of a gambler. Some styles I was dubious 
of simply melted away before we could get a cut and descrip- 
tion of them into the papers. Others that should have 
brought us $15.00 stayed on our hands and went for the 
proverbial $5.85 or $4.85 before we kissed them goodbye. 
This caused a little twinge of course but it usually happened 
at the rag-tag end of a highly successful season and every 
season has been a successful one since novelties arrived. 


New Demand for Novelties 
If I thought that novelties were on the decline I would say 
buy light on them. But I don’t believe they are—I predict 
(Continued on page 53) 
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Cause and Effect of Overbuying 


Two Well-Known Merchants Discuss the Subject at the Indiana Convention 


1. ““Overbuying Is Over Indulgence,”’ by G. C. Geissler, Evansville, Ind. 
2. “Too Much Optimism—Not Enough Customers,” by Roy C. Kanouse, Greensburg, Ind. 


Overbuying Is Over Indulgence 
By G. C. GEISSLER 


VERBUYING is simply over-indulgence, and, like any 
QO other habit or excess, is the result of not knowing when 
to stop. We over-buy in volume; we over-buy in 
styles and we over-buy in bad sizes. Of the three phases of 
over-buying, the excessive investment of capital is least disas- 
trous, because it is possible to buy more pairs than necessary 
and still buy advantageously, but over-buying of styles and 
over-buying of bad sizes will bring that inevitable accumula- 
tion of unsalable merchandise in which is invested a goodly 
portion of our profits. 

A careful analysis of our odds and ends section or depart- 
ment may or may not cause us to question our ability as 
buyers, but it should teach us how we are over-buying and 
should be a danger signal warning us to face about. 


The Losses on Sizes 


Suppose that brown is the prevailing color and our volume 
of sales justifies the purchase of 1,000 pairs of women’s brown 
boots. We proceed to order one, two or more styles from each 
manufacturer with whom we do business and possibly take on 
a style or two from outside sources, until we have an assort- 
ment of some twenty or twenty-five patterns, averaging from 
forty to fifty pairs for each style. A forty or fifty-pair lot 
means an average run of sizes for the A, B or C width, as 
the case may be, about as follows: one pair, size 3; one pair, 
size 314; two pairs, size 4; two pairs; size 414; two pairs, 
size 5; two pairs, size 514; two pairs, size 6; one pair, size 
614; one pair, size 7; one pair, size 8, and if we buy three 
widths we have three pairs, size 3; three pairs, size 314; six 
pairs, size 4; six ..airs, size 414; six pairs, size 5; six pairs, 
size 514; six pairs, size 6; three pairs, size 614; three pairs, 
size 7; three pairs, size 8. Multiply by twenty and the 
result is sixty pairs, size 3; sixty pairs, size 3144; one hun- 
dred and twenty pairs, size 4; one hundred and twenty pairs, 
size 414; one hundred and twenty pairs, size 5; one hundred 
and twenty pairs, size 544; one hundred and twenty pairs, size 
6; sixty pairs, size 614; sixty pairs, size 7; sixty pairs, size 8. 
As we progress we can just feel the bad sizes accumulate. 
Merchandise bought in this manner can not be sold with 
profit because possibly two hundred pairs of the end sizes 
must finally be moved at reduced prices. Reduce your num- 
ber of styles from twenty or twenty-five to ten or twelve and 
specify your sizes per width approximately, one pair, size 3; 
one pair size 3144; two pairs, size 4; three pairs, size 414; 
four pairs, size 5; five pairs, size 514; five pairs, size 6; four 
pairs, size 614; three pairs, size 7; two pairs, size 744 one 
pair, size 8. At this ratio for the ten styles you will have a 
composite scale of sizes, thirty pairs, size 3; thirty pairs, 


size 314; sixty pairs, size 4; ninety pairs, size 414; one hun- 
dred and twenty pairs, size 5; one hundred and fifty pairs, 
size 514, one hundred and fifty pairs, size 6; one hundred and 
twenty pairs, size 614; ninety pairs, size 7; sixty pairs, size 
714; thirty pairs, size 8, which will assure the fitting of the 
average foot until the sizes are practically exhausted. We 
have specified sizes for five hundred-pair lots, AAAA to D, 
calling for as few as two pairs, size 214; four pairs, size 3, 
and seven pairs, size 344. Less styles and more sizes mean 
less odds and ends. 


Smaller Stores Should Avoid Freaks 


Smaller stores should avoid as far as possible very extreme 
or “out of the ordinary’’ patterns and combinations; fancy 
tops and unusual two-tone effects for example. Dig around 
in your old ‘‘bats’’ and you will surely find some styles of this 
kind that simply can not be sold. The very large stores with 
unlimited outlet and great prestige can put over some unusual 
patterns and combinations profitably, but too often Mr. Aver- 
age Merchant is influenced to follow suit to his sorrow. 

Complete records of purchases should be kept. Every 
order should be copied in detail in an order book and this 
book should be referred to constantly when additional pur- 
chases are made. Duplication of styles and sizes can thus be 
avoided. The buyer must know the relative percentage of 
sales in the various departments and keep the purchases 
within the percentage limit. For example, if the volume of 
sales is divided, sixty per cent women’s, twenty-five per cent 
men’s and fifteen per cent children’s, and the allotment for 
the season’s purchases is $50,000, you will naturally divide 
your purchases as follows: $30,000 women’s, $12,500 men’s 
and $7,500 children’s. 

As a result of the stability of styles of men’s and children’s 
footwear, practically the entire purchases for these depart- 
ments can be placed for future delivery; but a different con- 
dition must be met in the women’s department. Of course, 
future orders must be placed to insure early delivery, but a 
considerable per cent of the allotment for women’s purchases 
must be held in reserve to take care of the inevitable new 
styles which we must have and to be used as needed to replen- 
ish the good sellers. 


Too Much Optimism---Not Enough 
Customers 
By ROY C. KANOUSE 


Cause and effect of over-buying can be discussed by most 
any shoe dealer except he be new at the game and is yet to 
have the experience we have all had. 

I'll gamble there isn’t a dealer around this table but what 
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has over-bought sometime and of course knows the 
effect. 

I have observed these main reasons for over-buying, or 
rather I should say, the main causes for over-buying: 

Speculation—that spirit that every red blooded American 
has of taking a chance whether it be oil wells, mining stock 
or shoes. Buying on a rising market in order to protect him- 
self on prices. It rarely ever happens on a declining market. 
Stock is only bought in limited quantities as immediate needs 
demand. 

Case lot buying to save a few cents per pair over-buying in 
smaller quantities. 

Too much optimism and not enough customers. 

Absence of accurate record of previous season’s purchases. 


Dealings with Salesmen 


Tendency to buy too many shoes of some drummer you 
like in order to help the drummer. 

Tendency of some drummers to overload a customer— 
especially the dealer that is new in the game. 

Forced by some manufacturers of advertised lines to buy 
more shoes than is really needed in order to hold the agency 
and to prevent a competitor from obtaining it. 

If a dealer doesn’t know about what he can use he’d better 
get out of the game and my advice to any dealer that has a 
drummer tell him how many pairs he must buy is to tell 
that drummer in good, plain English language, where he gets 
off. I’ve done it. 


Note the Effects of Over-Buying 


Loss of discounts in not being able to meet bills when due: 
or payments of six per cent interest at the bank to save the 
discount. 

Loss of credit with the manufacturer when bills are not 
paid promptly. 

Sacrifice sales and cut prices to move overstock in order to 
pay for overstock and consequent loss of profit and some loss 
of sleep. 

Accumulation of unsalable stock due to style changes. 

Loss of trade in not being able to buy the new things— 
money tied up in overstock. 

Loss of interest in the business, no pep, discouraged, ready 
to sell out and not finding a buyer, perhaps a failure, and the 
manufacturer that insisted on the dealer buying too many 
pairs takes his loss with the rest. 


A Universal Plea 


To Manufacturers, Wholesalers and Retail Shoe 
Merchants—Help the Destitute People of the 
Desolated European Countries 


The people of the liberated countries of Europe, includ- 
ing Northern France, Jugo-Slavia Servia and Monte- 
negro, Roumania, Czecho-Slovakia, Belgium, Italy and 
Poland, are in desperate need of all manner of clothing, 
including shoes. The week of March 24-31 has been set 
apart for the shipment to your nearest Red Cross local 
chapter of all shop worn, unsalable or used clothing or shoes, 
to be sent to the nations of these liberated countries, with 
all possible despatch. . 

“Almost naked are the destitute refugees of lands just 
released from the Teuton grasp.’’—This is the statement 
given by Col. Harvey D. Gibson, the American Red Cross 
representative in Europe. 





Ten. Tons of Clothing Needed Immediately 


More than ten tons of used clothing, shoes and blankets 
must be sent immediately. The retail shoe merchants are 
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urged to make a strong appeal to the public to send to their 
stores discarded articles of Winter wear. 

Every article of clothing furnished will cover a body which 
lacks proper clothing. Hosiery is most acceptable. 

The shoe trade of the country is asked once more to help 
these destitute people of the desolate countries. 





Murray C. French “Back on Job’’ 


Murray C. French is back on his old job as shoe buyer 
for Miller & Paine, Lincoln, Nebraska. Last summer Mr. 
French was ill and 
was obliged to go 
to Denver for his 
health. His many 
friends in the trade 
will be glad to learn 
that he is now suffi- 
ciently recovered to 
once more engage in 
the retail shoe mer- 
chandising. 


& 
Weidenfeld of Cor- 
pus Christi, Texas, 
have made an ex- 
tension to their 
present store in 
which will be fea- 
tured a ladies’ shoe 
department. The 
Red Cross Shoe for 
women and Ralston 
shoe for men will be 
the lines prominent- 
ly displayed. 


MURRAY C. FRENCH 


Shoe Buyer, Miller & Paine, Inc., 
Lincoln, Neb. 


WHAT PERCENTAGE OF NOVELTIES TO BUY 

(Concluded from page 51) 
that the female world, now so thoroughly awakened to the 
beauty and desirability of footwear of novelty designing and 
coloring, would not allow us to discontinue novelties if we 
wanted to. But instead of discontinuing them we are going 
to make the past demand of pigmy proportions compared 
to the future. Two words with a total of seven letters answer 
the query you have put to me to answer—BUY MORE. 
Don’t neglect the staples but buy novelties even in excess of 
your better judgment. 

Do not misconstrue me in that I encourage plunging— 
we can all remember back about ten years ago when certain 
lines were allowed to go out of style, notably tans. I havea 
very vivid recollection of peddling out a goodly lot of tan 
oxfords at the munificent sum of 25 and 50 cents a pair to 
the trade. Know why? Just plain, simon-pure lack of 
organization and nothing else. 


Novelties to Your Own Profit 


The man who weakens on buying novelties at this time is 
the Benedict Arnold of his own interests. We all know what 
the dominant thought in every woman’s mind on the foot- 
wear subject is—let’s toady that sentiment—pet it as we 
would a spoiled child. My ten minutes will not permit me 
to dilate further in the analyzing of this sentiment—maybe 
I could not do th2 subject justice if I had a month in which to 
accomplish it. Let’s keep the women folks in their present 
frame of mind—let’s buy novelties. 
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Retail Shoe 
CLERK 


The Clk of fodan is the 
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Coaching Salespeople in Store Service 


Experiences of a Store That Has Graduated More Managers Than Any Other 
in the United States 


By H. C. McLAUGHLIN 
Potter Shoe Co., Cincinnati—Address Before Ohio Convention 


HE subject, “Coaching Salespeople,”’ is one to which I 
have given a great deal of thought and is sort of a 
hobby with me. Years ago no one ever thought of 

coaching a salesperson and yet it was unconsciously done, 
although no one ever gave it any serious study. I can well 
remember when I[ graduated from a stock boy into what I 
then thought was a full-fledged salesman. One of my first 
mistakes was in the addition of a check. I made a mistake 
of one dollar and the manager quietly informed me that I 
would have to pay it. He assured me it was for my own good, 
and right there he was coaching a salesman. He was no 
other than Ed Verdon, whom some of you, no doubt, re- 
member, and who has since passed into the great beyond. 


Ability— Where to Find It 
Salesmen, to my mind, are like artists and musicians, born, 
not made. The inherent instincts of salesmanship must be 
there or all your efforts will be in vain. 


A highly important fact is that the policy of your store i8 
reflected in your clerks. If you are honest, fair in your 
dealings, whole souled and cheerful, they will invariably take 
cue and be likewise or vice versa. I might add that every 
opportunity should be given them to serve the public in the 
best possible manner. 

I believe I can handle my subject better by telling you 
some of the methods employed by the Potter Shoe Company 
with excellent results. 


Meetings Each Week in Store 

Each department has a weekly meeting of its clerks which 
is conducted by its department manager. Discussions are 
held on different subjects and the clerks are free to express 
their point of view as well as the manager, and believe me it 
is an education for him as well as the clerk. Many good 
points are brought out and frequently adopted. They are 
encouraged to take notes during the week and bring them up 





How many sizes to the inch? 





A Questionnaire for Retail Shoe Salesmen 
A Copy of Our Shoe and Leather Lexicon for Each Correct Answer 


What is the actual length standard by inches of a size eight shoe? 

What is the ball, waist and instep measurement of a standard size 7-B? 
What size extension do the best fitting shoes in your store carry? 

Do you take the size extensions into consideration when measuring the foot? 
What is the actual difference in measurement between widths? 

What height heels do the different lasts in your store carry? 

Are your boots built on boot or combination lasts? 

What is the difference between a boot, a combination and a pump last? 


Store Educational Department, ‘‘Boot and Shoe Recorder.’ 


? 
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at these meetings. This creates the feeling that they are an 
important factor in your establishment, which they are, and 
brings harmony and a better feeling in the department. We 
keep them posted on labor and market conditions, explain 
the reasons for the advancing prices, so they in turn can 
intelligently impart this same information to the customer 
who is entitled to know: We ask them to watch the windows, 
advise us of any mistakes in prices, etc., which might in- 
advertently creep in, and read our ads in the newspapers, 
thereby becoming familiar with some of the smaller details. 

Urge them not to feel satisfied when they have sold one 
pair of shoes, but sell something the customer did not come 
in to buy. Many times he will thank you for suggesting 
another pair for a different occasion, or slippers, trees, polish 
or laces. I might add that we make it worth their while 
when they sell two pairs to the same customer and an ad- 
ditional per cent on all findings. Clerks should at all times 
keep themselves thoroughly familiar with the entire stock, 
gather from a customer’s conversation what is desired and 
know immediately what to show, acquaint themselves with 
the anatomy of the foot and know what style is adapted to 
that particular foot. 


Show One Pair at a Time 


Never show more than two or three shoes at one time, 
otherwise you will have your customer confused and twice 
the time is consumed in making the sale. In addition to this 
you will be able to keep the stock away, save the confusion of 
having the floor and seats littered with merchandise and 
another clerk who has been showing the mate to the one you 
have does not lose time by being forced to hunt for it. 

Teach them to measure the foot. We use measure sticks 
and straps and provide a chart which explains what size is 
required by the measurements. Also the difference between 
a welt and a turn. Many a shoe clerk does not know this 
important feature because he has never been told. 


Responsible for a Section 


Another custom which has proved successful is to work in 
sections. By this I mean assign each clerk a number of seats 
and let him be responsible for the customers occupying them 
being served. If he cannot wait on them at once, speak to 
them and the chances are that they will wait patiently 
because some attention has been paid them. Ask them not 
to suggest sending a parcel, as the average customer never 
thinks of it unless suggested to them. 
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The clerks in the children’s department are urged to win 
their way to the mothers’ hearts through the children. Any 
extra attention paid to the child’s little cunningness has often 
made a lifetime customer. Jolly the person, make her feel 
that your whole attention is centered on that child, and the 
sale is not only made but the customer will in all probability 
come to this same clerk for the next pair. 

Instill in them that loyalty to both the customer and the 
firm is an asset to both themselves and the firm. 

We encourage our clerks to become a part of our organiza- 
tion, ask their opinion, get their co-operation and create a 
spirit of good fellowship, thereby making our store as one big, 
congenial family. Every opportunity is offered to them to 
advance and wherever possible our managers are taken from 
the ranks. 

I venture to say our store has graduated more man- 
agers than any other in the United States, and this is 
only possible because of the many advantages offered. 
them while going through the preparatory stages. 





The Human Element in Store 
Organization 
Stores Are Made Successes by;,‘‘Real Policy” 


Men and women clerks are flesh and blood, and they must 
be so considered if you expect to build up a great store 
organization. Success can be obtained only by working with 
your employees along humanitarian lines. 

The merchant who is watching the trend of the day knows 
clerks can no longer be considered parts of the store’s. me- 
chanical equipment. Each clerk is not a cog in the machine, 
but a living, vital part of the business, and he must so be 
considered if the maximum of service is obtained. The 
maximum of service is attained when the employee is satisfied 
with working conditions, with pay and with other considera- 
tions which daily affect his life. 

The intelligent employee who gets a vision of what the 
proprietor is trying to reach will be the best employee, and 
wages should be scheduled, starting with a minimum, so 
that the day an employee enters a store he knows there is a 
definite chance for advancement and additional compensation. 
The greatest measure of success will be achieved when the 
owner establishes such a relation that each employee knows 
he has his best interests at heart. 





To Shoe Merchants in the Empire State 


The New York Retail Shoe Dealers’ Associa- 
tion Convention will be held in Rochester next 


THE RETAIL SHOE DEALERS 
OF NEW YORK STATE se 


APPLICATION FOR MEMBERSHIP 








July. Already plans are made for a record —_ 


breaking attendance. 

Application blanks for membership are being 
distributed throughout every city and town in 
the Empire State. We are reproducing this blank. 


AfBliated with the National Shoe Retail- D late 
tion of the United States 


To the a and Members of The Retail Shoe Dealers of New York State: 





‘or Individual Membership in THE RETAIL SHOE DEALERS OF 





I remit herewith by 
Association for a period of one year with the understanding that the same will be returned if my applica- 
tion is not favorably passed upon. 


1 ma ion for 
NEW YORK SPATE. and if elected will conform to the Constitution of that organization. 


the amount of $10.00 to pay my dues in said 








Signed 


Those members of the New York State retail 
shoe fraternity who have not already signed up 
with the State organization are requested to get 
in immediate touch with the secretary, Harry E. 
Phelan, Rochester, New York. 


Firm Name 





City or Town 





Street Number.. 








Send Application and Membership Dues and make Checks or Money Orders payable to 
HARRY H. PHELAN, Secretary, 11 Andrews Street, Rochester, N. Y. 
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Death of Charles Case of Worcester 


Long Identified With Men’s Fine Shoe Making 





F Charles Case, for many years identified with the manu- 
facture of men’s high-grade shoes, passed away on Friday, 
March 21. His death 
was due to Bright’s 
disease. The funeral 
was held on Monday, 
March 24, from his 
late home at 39 Wil- 
liam Street, Worcester, 
Mass. 

“Charlie” Case, as he 
-was familiarly known 
‘by the trade, was fifty- 
nine years of age. Mr. 
Case lived in Brockton 
about fifteen years 
during all of which 
time he was superin- 
tendent of the L. W. 
Reynolds Shoe Co. He 
Jeft Brockton in 1892 
to take the superin- 
tendency of the Hay- 
ward Shoe Co., Wor- 
cester, Mass., and re- 
mained with that concern about eight years. He then 
founded the Case Shoe Co. of Worcester, of which he was 
manager up to the time of his death. 

Mr. Case was prominent in fraternal and Masonic circles. 





















THE LATE “CHARLIE” CASE 
Of Worcester, Mass. 
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He was a member of the Worcester Commercial Travelers’ 
Association and was known widely in the shoe trade. 

Mr. Case was born in Bridgewater in 1860, the son of Wil- 
liam and Louisa (Leach) Case. He received his early educa- 
tion in the schools of that town. Besides his wife, Susie 
(West) Case. he leaves a daughter, Mrs. Annie Greenfield 
of Brockton; his mother, Mrs. Louisa Case; five brothers, 
Frank Case of Bridgewater; Horace Case and George Case 
of Raynham; Warren Case of Bryantville and Jesse A. Case 
of Brockton, and two sisters, Mrs. Abbie Bryam of Raynham 
and Mrs. Charles Spinney of Worcester. 





Indiana Association 


Is Presented with Flag by Clem App, Retiring President 
of the Indiana Retail Shoe Dealers’ Association 


Clem App in his presentation speech said: 

“One of the proudest moments of my life occurred just one 
year ago, when on behalf of this association I accepted this 
flag. Our nation at that time was engulfed in the throes of 
the deadly conflict that was raging across the sea and we were 
all filled with emotion at the thought of what this dear old 
flag of ours was facing. 

“Tt is, therefore, under somewhat different circumstances 
tonight that I have the honor to present this flag to you, 
but it is with the firm knowledge that since I have had it in my 
possession it has come out of the deadly conflict of battle 
without a scratch upon its sacred folds, and with the know!- 
edge that it will forever live as emblematic of the great prin- 


ciples of our country.” 











““Gone West’’—to where the setting sun 

Just sinks to rest; his daily task now done; 
To wake again the morrow to renew 

His endless journey through the azure blue— 
Our Absent Pal. 










Untouched by hidden perils of the deep, 
Where eyes unseen their deadly vigil keep; 
Unharmed by shell or cannon’s vicious roar; 
Safe through it all his colors proudly bore— 
Our Missing Pal. 







To the memory of 
PRVT. A. H. VAIL, U. S. Army 
An Atlas Shoe Co. Boy 


Our Absent Pal 


By G. P. OVIATT 
Editor in Chief Official Bulletin—Association of Salesmen, Rice ¢ Hutchins 








With Victory won and honors just in sight, 
With dreams of home to visit him each night 
The mightiest Hand of all has deemed it best 
To call him all too soon to his long rest— 

Our Own Dear Pal. 


Oh Death, thou greatest warrior of them all, 
We can but answer to thy urgent call, 


And thank thee for the memory thou hast left 
Of one whose passing leaves us all bereft— 
Our Absent Pal. 
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Shoe Retailers’ 


Association 
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Officers 
and Committees 
for 1919 











First Official Register of National Workers---Officers Elected---Commit- 
tees Appointed by President A. H. Geuting 


A. H. GEUTING F. P. MEYER 


President 


Executive Secretary-Treasurer 


T. C. MIRKIL 
Secretary-Commissioner 


A. F. SLOANE 
Field Secretary 





A.C McGOWIN BOARD OF DIRECTORS 

President Emeritus 3 Years 

JOHN SLATER 

New. York, N. Y. 
MEADORS 

Nashville, Tenn. 

K. ATT 


VICE-PRESIDENTS 
JAMES P. ORR 
First Vice-President 
JOHN SLATER 
Second Vice-President 
Cc K. CHISHOLM 
Third Vice-President 
J. E. WILSON 
Fourth Vice-President 


. NSENSENBRENNER 


t. is, Mo 
R. H. “JOHNSTON 
Denver, Col. 


2 Years 1 Year 


THOMAS SCOGGINS W. E: < oe 

Houston, Texas Topeka, 

J. E. WILSON ,. Mis CHISHOLM 

Detroit, Mich. Cleveland, O. 

W. W. WILLSON A. H. GEUTING 
ton, Mass. Philadelphia, Pa. 

JOSEPH STRASBURGER JAMES P. ORR 


Ginclans 


ti, O. 
C. MctOWIN 
Piutaael 
E. LDERSLEEVE 
Pox ne STEVENS 


San Francisco, Cal Ottumwa, Iowa. 








President A. H. Geuting announces the appoint- 
ment of the several standing committees of the 
N.S. R. A. for the year as-follows: 

EXECUTIVE COMMITTEE—James P. Orr, 
Chairman, Cincinnati; John Slater, New York; 
F. P. Meyer, Danville, Ill.; O. H. Hassel, Chicago: 
A. C. McGowin, Philadelphia; C. K. Chisholm, 
Cleveland; W. W. Willson, Boston; J. E. Wilson, 
Detroit. 

FINANCE COMMITTEE—John O’Connor, 
Chairman, Chicago; John Slater, New York; Frank 
Melville, New York; H. E. Hagan, Boston; D. F. 
Sullivan, Fall River, Mass.; ; ee, — Buffalo, 
| ae 0. K. Dorn, Pittsburgh; J. P. Orr, Cin- 
cinnati; C. E. Williams, St.Louis; H. E. Fontius, 
Denver; A. B. Caspari, Milwaukee; M. G. Har er, 
Philadelphia; George E. Pierce, Minneapolis; W. A. 
Innes, Los Angeles; Max Sommer, San Francisco; 
A. Katchinski, San Francisco; W. A. Knight, 
Portland, Ore.; John Baird, Columbus, O.; Albert 
Eastwood, Rochester, N. Y.; W. E. Buckley, 
Houston, Tex.; ; Robert Rosensweig, Omaha, Neb.; 
J. A. Berberich, Washington, D. C.; Allen Meadors, 
Nashville, Tenn.; Harold McNeil, Boston; Roy 
Stevens, Ottumwa, Ia.; Louis Byck, Louisville, 
Ky.; Thomas Sherron, Memphis, Tenn.; Werner S. 
Byck, Atlanta, Ga.; George Schott, Cincinnati; 
F. E. Foster, Chicago; H. A. Rosenbach, Chicago; 
William C. Waegner, Aurora, Ill.; J. R. Jacobs, 
New Orleans, La. 

STYLE COMMITTEE—J. A. Goldberg, Chair- 
man, Chicago; John Slater, New York; Charles 
Thompson, New York; C. K. Wolfelt, San Fran- 
cisco; J. D. Kennedy, Pittsburgh; eg Style 
es in oa spots, Boston; W. A. Geuting, 
Philadelphia; W. Watters, Buffalo; Charles 
Heath, ing Oscar Thompson, Atlanta, Ga.; 
Thomas Scoggins, Houston, Tex.; George Volk, 
Dallas, Tex.; R. Johnston, Denver, Col.; 


William A. nig, Portland, Ore.; ; Roy Stevens, 


Ottumwa, Ia.; Re Willson, Boston; 
Meyer, Danville, Ill.; Frank P. Shockley, o= 
Wash.; Frank Werner, San Francisco; Byck, 
Atlanta, Ga.; George E. Pierce, Minneapolis. 


CONFERENCE COMMITTEE—John Slater, 
Chairman, New York; H. C. ro % hlin, Cin- 
cinnati; J. E. Wilson, Detroit; A. Th hompson, 
Alfred — Percy E. Hart, of New" York; 5 
Scates, W Pag Willson, Boston; J. A. Goldberg, 
Chicago; C. K. Chisholm, Cleveland; J. D. 
en sey Pittsburgh; F. P. Me er, Danville, Ill; 
Arthur Burt, Washington, D.C.; C. E. Williams, 
Meier Swope, Arthur Ebbs, St. Louis. 

ARBITRATION COMMITTEE—I. B. Rosen- 
bach, Chicago, Chairman; H. B. Scates, Boston; 
W. S. Byck, Atlanta; J. E. Wilson, Detroit; Milo 
Slade, Des Moines; J. J. Sensenbrenner, St. Louis; 
Percy E. Hart. New York: A. C. McGowin, 
Philadelphia. 

LEGISLATIVE COMMITTEE—Joseph Stras- 
burger, Chairman, Washington, D. C.; —_ 
Berberich, Washington, D. C.; — Hagan, 
Boston; John O’Connor, Chicago; F é. Ba Don. 
Providence, R. I.; F. P. Meyer, Danville, Tl. 

MEMBERSHIP COMMITTEE—H. C. Me- 
Laughlin, Chairman, Cincinnati. Presidents of all 
State Shoe Retailers’ Associations are members of 
this Committee. 

INSURANCE BOARD—W. W. Willson, Chair- 
man, Boston; Henry Hageman, Secretary, 414 
Johnston Building, Cincinnati, O.; V. E. Vaile, 
Kokomo, Ind.; Otto Fischer, ‘4° Kan.; J. F. 
ene Hartford, Conn.; J. F . Baird, Columbus, 


PUBLICITY COMMITTEE—John Slater, 
Chairman, New York. 

RUBBER COMMITTEE—D. F. Sullivan, 
Chairman, Fall River, Mass.; S. J. Brouwer, Mil- 
waukee, Wis.; Otto Fischer, Lawrence, Kan.; 
Percy E. Hart, New. York; Louis Byck, Louisville, 
- Reuben Metz, Chica 

REIGHT a TRAD SPORTATION COM- 
MITTEE—R. H. Johnston, Chairman, Denver. 

VIGILANCE COMMITTEE—F. M. Nebe, 
Chairman, Atlantic, Ia. Secretaries of all State 
Shoe Retailers’ Associations are members of this 
Committee. 




















Farmers’ Wives Want Stylish Shoes 


No. 8 to No. 10 Department—A Special Section For 
Special Size Shoes and Special Prices, Too 


Something new in shoe merchandising comes from the 
West. A merchant of Kansas has a special department in his 
store for over-size shoes for women. It is stocked with shoes 
of sizes No. 8 to No. 10, and of widths from Ato D. The nar- 
row widths are the best sellers. He gets an extra price for 
these over-size shoes. 

The department is flourishing. Its stock is often reduced, 
especially on the No. 9 and No. 10 sizes. The merchant says 
that the bulk of his business comes from the wives of farmers, 





“A Little Fact Entitled 
‘Perhaps’ ”’ 


To the Editor ‘‘Boot and Shoe Recorder”’: 

My attention was recently called to one 
statement made, among others, by a Chain 
Store Manager, and I write the following as an 
illustration of statements which are so often 
made, without forethought, in hopes that it 
will be of unlimited value to others in the 
trade. 

This gentleman remarked, ‘‘One of my sales- 
men recently sold three hundred pair of shoes 
in one day.”’ 

The store is situated in a good location in a 
New England city of 180,000 inhabitants. The 
store sells men’s, women’s and boys’ shoes, 
from three dollars to six dollars a pair. They 
open at eight and close at ten Saturday, which 
is the day of the sale in question. 

I find that allowing two fifteen-minute lunch 
periods, this salesman worked thirteen and a 
half hours, or eight hundred and ten minutes, 
and to sell his three hundred pair must have 
disposed of a customer every two minutes and 
forty-two seconds, which is surely a record for 
some hustling salesman to attain. 

Again permit me to say I sincerely trust this 
writing will be of value to others, and thanking 
you for your courtesy and attention, remain, 

Very truly yours, 


A “RECORDER”? ENTHUSIAST. 


A letter from one who figures. 











who, because of the high price of wheat, are prospering as 
never before. These women want stylish footwear, and the 
long, slim styles now are the vogue. So there is no more 
fitting the feet of farmers’ wives, in this particular locality, 
with No. 6 or No.7 D wide shoes. They insist on the long, 
slim shoes, and accept the No. 9 and the No. 10 sizes. 

The merchant always picks, for his over-size department, 
shoes of patterns that look small. He buys shoes with tips on 
the toes, because the tip breaks the line of length of the vamp. 
And a No. 10 shoe has a vamp of some length, too. Also, he 
gives preference to whole quarter boots for Fall, because such 
boots look smaller than the measure, for the long line of 
length of the foxing is broken. 
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Fitting and Selling Over-Sizes 

This special department for fitting and selling over-size 
shoes is a success. The Kansas merchant so declares. He is 
planning to give it more space, and more stock, the coming 
Fall. Perchance a similar department would profit other 
merchants. There is a notion, which may have some sub- 
stance in fact, that the feet of women are growing larger. 
A cobbler comments on the number of large shoes for women 
that he repairs. His shoes used to run from No. 4 to No. 6, 
and they now run from No. 6 to No. 8, and even to larger 
sizes. The cut sole concerns now make up many cases of soles 
in No. 6 to No. 10 runs, instead of from No. 4 to No. 8. The 
fashion of long toe shoes may have something to do with this. 
A maker of women’s shoes notes an increase in the demand for 
big size shoes in certain large cities of the East. He gets a 
special price for the big shoes, ranging from 50 cents to $1 a 
pair, according to the style and the run of the sizes. That is 
because the big sizes cost more to make. 


Will Kid Shoes Be Short? 


A Possibility Due to Limited Shipping 


Kid leather is short. Will there be a consequent shortage 
in the supply of kid shoes? That’s a question which shoe 
buyers are investigating. 

Kid leather is short because tanners haven’t the raw skins 
of which to make leather. Imports were cut off during the 
war. The ships were turned into the naval service. Now 
some ships are bringing kid leather from India. But they 
seem mighty slow in coming. Shipments of kid skins from 
South America are delayed by a big strike there. A sailing 
ship coming into New York has 200,000 skins on board. 
Every one of them is sold. Tanners will take them as soon 
as the ship comes in. Some tanneries of Philadelphia and 
Wilmington, two big kid leather centres, are reported running 
to 25 per cent of their capacity. Others are reported shut 
down. It’s because they cannot get raw skins. 

Now if tanners cannot get kid skins, will it not naturally 
follow that shoe manufacturers will not be able to make kid 
shoes? Furthermore, is it not possible that there will be a 
shortage of kid shoes in the stores? 


*“Forward’’---in Production of Beau- 
tiful Footwear 
Slogan of R. E. Caradine, Memphis 


Export demands and the high price of labor and materials 
will prevent reduction in the price of shoes for several months, 
according to R. E. Caradine, secretary of the Retail Shoe 
Dealers’ Association of Memphis, Tenn. He declares that 
there is a greater necessity today for a more thorough knowl- 
edge of the shoe business than at any age of our history; that 
the trade is facing conditions which demand the closest co- 
operation between the trade and the public. 

“The export demands will be heavy for some time to 
come,”’ declared Mr. Caradine, “‘and prices, therefore, can be 
changed but little. Government withdrawal of restrictions 
on certain brands of leather will, however, have a tendency to 
increase shoe quality without increasing the cost to the 
consumer. 

“And there’s another thing: Shall we return to the good 
old days when anything that did not hurt would do in the 
footwear, or shall we go forward with our work of art, pro- 
ducing the most beautiful of footwear? I say ‘Forward,’ 
with confidence that Americans demand the best. 

“Wearing qualities, too, are an item of importance. It is 
the duty of all dealers to have this for the basis of all con- 
struction of the shoe trade.” 




















Look For The Red Line 


It shows in every shoe lined with the 
genuine “Qed\weiw shoe lining. ~ 


If it hasn’t the Red Line it isn’t “Ped AWE , 
There is nothing “just as good.” 


Farnsworth, Hoyt Co., Boston 
Makers 
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“THE present heavy demand for 
PARAMOUNT PATENT LEATHER 


shows most conclusively that its superlative 
guality is fully recognized. 
Thayer Foss Standards make it without 
question 

The Safest Patent Leather to Use 


2999999909999 PDOPPIDIODIPIDOSSIO DOD 


Sennett SIDE LEATHER is helping 

manufacturers who specialize in fine shoe 
making to give their trade entire satisfaction 
as to appearance and wear. 


Both Smooth and Boarded Finish 


SIDE(LEATHER | 
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Nationally Known Shoe Merchants 


Men Who Have Succeeded and How They Did It 


No. 1. WALTER W. HOSKIN, president of the H., M. & R. Shoe Company—A merchant with 
a definite objective—The head of a Real shoe business—On the job every minute—A 
Believer in Printer’s Ink and Common Sense Business Methods 








\ \ 7 ALTER W. HOSKIN, president of the H., M. & R. 
Shoe Co., Toledo, Ohio, started in the business 
world as a lad of seventeen or eighteen. Mr. Hoskin 
had one definite object in life, namely: to own a shoe business 
of his own. He never swerved from that ambition and at 
twenty-one years went into business for himself in connection 
with his former employer, the latter conducting the women’s 
department and Mr. Hoskin the men’s 
department. This business was run in 
the same store, but not as a partnership 
arrangement. 
Within a year, in company with two 
friends, he bought out the women’s de- 
partment, forming a partnership under 
the name of the H., M. & R. Shoe Co., 
which name was derived from taking 
the first letter of the surname of the 
persons composing the partnership, Hos- 
kin, Mechler and Raab. In a few years 
Messrs. Hoskin and Mechler purchased 
Mr. Raab’s interest and a few years 
later Mr. Mechler passed away. 


A Proprietor in Early Twenties 


Mr. Hoskin has been practically the 
sole owner of the institution ever since 
Mr. Mechler’s death. Mr. Hoskin 
attributes his success to the fact that: he 
has never been afraid to work. He is as 
enthusiastic over his business today as 
he was twenty-five years ago. He con- 
siders himself a young man, with much 
to learn about the retail shoe business. 

Mr. Hoskin writes: ‘‘Like most insti- 
tutions, we have had our ‘ups and 
downs,’ but never lost faith in the future. We have always 
tried to bear a good reputation with the manufacturers, 
whom we consider to be among our best friends. 


Credit is Gilt Edge 


*“We have always aimed to stand well with our bankers and 
keep our credit ‘gilt edge,’ both locally and with the manu- 
facturer. We have not tried to build up our business by un- 
derselling all of our competitors, for that is impossible. Rather, 
in turn, we try to give the people the kind of merchandise they 
want at the time they want it. We always keep posted on 
market conditions and believe we know how to pick values 
and styles. 

“We are not afraid to buy merchandise, and if it requires 
paying advances to keep up to the quality and stitch of 
standard makes, we are always willing to do so rather than 
take chances with unproven lines of merchandise bought 
purely on a price basis. 

“Our present volume is sustained by the splendid organiza- 


tion we have, not only among our salesforce but in the mana- 
gerial end of our business. 


We Understand Public’s Needs 


‘‘We have never gone to the extreme on the matter of turn- 
over, as we find that one of the.reasons why we do such a 
large volume of business is due to the fact that we aim to have 

seasonable merchandise at the proper 
time, also sizes to fit the greatest per 
cent of people who enter our store. We 
believe that we understand the needs of 
the public and we try our utmost to 
meet same. 

“T do not try to make this a one-man 
business, but instead I place as many 
responsibilities on others as possible 
and try to make this an attractive store 
to be connected with. 

‘“‘We never want for the right kind of 
people in any department, because we 
try to treat our people right and thor- 
oughly appreciate the splendid loyalty 
that we get from them. 

“Being on the job; open to sugges- 
tions; keeping our ear to the ground, 
etc., has kept our business up to its 
present standard, and we are never satis- 
fied with yesterday’s business, but each 
day try to do a little more than we did 
the previous day or time corresponding 
a year previous. 


WALTER W. HOSKIN 


President H., M. & R. Shoe Co., 
Toledo 


Liberal Users of Printer’s Ink 


“We are liberal users of printer’s ink, 

having an expert advertising manager 

and assistant, whose entire time is taken up getting out our 
publicity matter. 

“Our policy with the trade is always a liberal one and it is a 
rare experience when we get into an argument or controversy 
with a customer. 

‘We have no set rules for running our business, depending 
upon using common sense and adapting ourselves to the con- 
ditions as they change from day to day. We simply try to 
use common sense methods at all times and run our business 
in keeping with the highest standard set by the best methods 
in the country. ; 

“T might add that I never worked for any one after I was 
twenty-one years of age, and the highest salary I drew was 
$12.00 per week. When I started in business I had $200.00 in 
cash and $400.00 borrowed from my parents. 

“In summing up same, I pride myself on keeping my 
credit ‘gilt edge’ with the manufacturers and bankers, and I 
have never wanted for funds to swing any deal that proved of 
interest to me.” 
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GALLun’s Qua.ity 
LeATHERS 


For Fall and Winter 
1919-1920 


MANDARIN SIDES 


A chrome tanned side leather made in a glazed 
or boarded finish and offered in two colors. 
Mandarin Sides are strikingly attractive and of 
the highest integrity. They are designed to 
meet the call for fine shoes that can be sold at 
prices demanded by the great majority. 


NORWEGIAN VEALS 


One of Gallun’s specialty 
leathers—a heavy, rugged, 
high grade leather for storm 
and street wear. 


unusually fine and it is suit- 
able for both men’s and wo- 
men’s shoes. 

Norwegian Veals_ will be 
found in the lines of discrimi- 
nating shoe manufacturers 
making a quality shoe. 

This leather is produced in 
two colors and black. 


VIKING CALF 


A strong grained mellow calf 
skin that is moisture-repel- 
lent. This leather does not 
peal or chip and is especially 
adapted fora high grade shoe 
for Fall and Winter wear. 

Viking Calf is favorably 
known and universally used. 
It takes a brilliant polish 
and is offered for the coming 
season in five colors and 


black. 


A. F.GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, INC. 


H. A. ELY, Manager 
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11 East St., BOSTON 





March 29, 1919 








March 29, 1919 BOOT AND SHOE RECORDER 


MANSS-OWENS— 


SALESMEN ARE NOW IN THEIR 
RESPECTIVE TERRITORIES WITH 


Cincinnati’s Highest Grade Line 


OF MEN’S AND WOMEN’S WELTS 





STRICTLY HAND LASTED 

EXCLUSIVE STYLES 

NEWEST LASTS AND PATTERNS 
ALWAYS DEPENDABLE MERCHANDISE 
WILL GIVE WEAR AND SATISFACTION 





DON’T BUY UNTIL YOU INSPECT 
THE LINE—OUR PRICES ARE RIGHT 





MANSS-OWENS COMPANY 
CINCINNATI, OHIO 
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Nothing but the Foot in the Shoe 


Common Sense 


tells you this plain fact—When the shoe is fashioned, finished and 
fitted to the foot, nothing but the foot should go into the shoe. Any 
sort or kind of so-called arch-supporter added to the finished shoe 
after it has been fitted to the foot of the wearer will crowd and cramp 
the foot, deform its bony structure, injure the foot arches, distort the 
shape, rip the shank and destroy the fabric of the shoe. Like the ancient 
Chinese law, such appliances cripple the feet of the man or woman who 
uses them. They are foot-destroyers, not arch-supporters. 


Surgical Science and Shoemaking Sense 


demand that an arch-supporter that helps the foot and supports the 
arch be made an integral part of the shoe when it is being manufactured 
in the factory and not something added to the shoe after it is completed 
and being worn. 


The Crawford Arch-Supporting Shank 


is the only scientific, common- 
sense arch-supporter on the mar- 
ket. It is part of the shoe, a 
strong, simple, serviceable, 
scientific shank locked rigidly to 
the insole, which cannot work 
up through the insole nor down 
through the outsole. It is a 
Fc ste mane fixture; a prevention to arch 


Shee Fitted with Crawfeed Arch-Gupperting Shank troubles, a preservative of the 
Shank Locked to Insole—Cannot Wear Through Outsole ° 
shape and fit of the shoe. 


Nothing but the Foot in the Shoe 


United Shoe Machinery Corporation 
BOSTON, MASS. 


Auburn, Johnson City, N. Y....124 Main New York.............37 Warren 
Brockton, Mass.........93 Centre Lynn, Mass............306 Broad Philadelphia 221 North 138th 


Chicago 18 South Market Marlboro, Mass 11 Florence Rochester, N. Y . .130 Mill 
Cincinnati 708 Broadway Milwaukee St. Louis 1423 Olive 
Haverhill, Mass.........145 Essex New Orleans.........216 Chartres 











ACOLORED LEATHER | 
PROVEN EXCELLE 

AND CUTTING’ JALUE TI 
LEADING POSITIONIN THE — 
LEATHER WORLD wa y 
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THE OHIO. LEATHER co. : 
GIR ARD OHIO. <a 
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TANNERY AND GENERALOFFICES 
THE OHIO LEATHER. CO. 
GIRARD OHIO. 


BOSTON 


THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


NEW YORK 


OSCAR SCHERER AND BRO. 
29 SPRUCE ST. 


HARRISBURG 
S.B.ROMBERGERS SONS CO. 


65 SO. TENTH ST. 


MILWAUKEE 
A.R.MUELLER COMPANY 


258 4TH ST. 


ST.LOUIS 
JOHNSON-STEPHENS £ PATTON LEATHER CO. 


Cc 
i 





1602 LOCUST ST. 














March 29, 1919 BOOT AND SHOE RECORDER 


BUYERS PAY FOR OUR SHOES 


NOT FOR OUR REPUTATION 
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DESCRIPTION 
No. 958 

O’BRIEN LAST 
Men’s Government Brown Side 
O’Brien Blu. Made with whole 
quarter, singleleather sole. = fi 
Leather counters. Full sized §= [3° ieee 
tongues, fleeced lined. Leather ty 
top facings. In stock A, B, C, D 
widths. 

















Price $4.85 


Less Discount 


Which can you make most money on—shoes or 
manufacturers’ names? 


You know—so do we—therefore we apply our- 
selves diligently to the production of shoes that 
will pay you to sell. 


The O’Brien last, upon which style shown here is 
made, is beyond all doubt the most generally liked 
staple model now or at any time on the market. 


The man responsible for it was one of the few 
scientific shoe men that could sense public needs 
correctly and create that which would fill their 
wants satisfactorily. 


For your protection in buying we feel that you 
should know we are sole makers and distributors 
of shoes made over the famous O’Brien last. 
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CHICAGO, ILLINOIS 


J. W. CARTER CHICAGO COMPANY 
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Walk-Croft,” Smiles! 





Refinement and daintiness of 
appearance is the keynote of 


“‘Walk-Croft” design. 


Customers always feel happy 
when fitted with shoes made 
by the “Walk-Croft” process. 


Doesn't this mean easy repeat 


business and enduring pros- 
perity for “Walk-Croft” dealers? 


Our salesmen are now on the 
road. We can put them in 
touch with you on receipt of a 
postal card! 


Watch for the next onel 


ge, BANCROFT WALKER COMPANY “zzxzre: 


HAVERHILL, 
RICE BUILDING 


pisss MAKERS OF SMART SHOES FOR WOMEN 


“Walk-Croft” prices and styls are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 
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S. W. Fitzgerald Enters Kingston 
Shoe Company 


“Zimmy” Fitzgerald will hereafter 
call on his ever-so-many Southern 
friends, under a new firm name of the 
Kingston Shoe Company, 128 Lincoln 
Street, Boston. Of course it will be the 
same “‘Zimmy” even though he is now 
a member of the firm at the above 


S. W. FITZGERALD 
Enters Kingston Shoe Company 


address, associated with Jacob and Sol 
Bocholtz. 

“Zimmy” whose real name by the 
way is, of course, Simon W. Fitzgerald, 
came with the Kingston Company on 
March first. He had been with Sol 
Rosenberg for thirteen years, beginning 
with them when they were at their old 
place of business on Lincoln Street, 
Boston. His territory for them was 
South as far as Texas and he will con- 
tinue to give his principle attention to 
this section. 


ERS 


Travelin Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


QVAAAAAAS04CSUCAGGAVQEOLUGAUIAGOOOAAOCULASOVCAUALAEAMLACOCCOCAUACACCQUOUAUACUOCOAAUAOAGUOLUAUCOOAUAOAMOAAATOAAIIAUCAUUTOIAMAAUOLOALAAUOMALATT: 


J. E. William Prescott Re-elected 


J. E. William Prescott, the popular 
secretary-treasurer of the Iowa Shoe 
Travelers’ Association, will once more 
fulfill the duties of his offices for 1919. 
Mr. Prescott was re-elected at the annual 
meeting of the Iowa Shoe Travelers’ 
Association which was held at the 
Chamberlain Hotel, Des Moines, Iowa, 


J. E. WM. PRESCOTT 


Re-elected Secretary of Iowa Na- 
tional Shoe Travelers’ Association 


in connection with the ninth annual 
convention of the Iowa Retail Shoe 
Dealers’ Association. 


Diamond Shoe Co. Add to Sales 
Staff 


The recent additions to the sales 
staff of the Diamond Shoe Co., of New 
York and Brockton, now give the house 
personal representation in all the states 
of the Union. The most, recent addi- 
tions to the sales force are F. E. Little- 
john, who will cover Minnesota and 
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Wisconsin; J. F. Egan, lowa, Nebraska 
and Missouri; S. F. Rohring, Wyoming, 
Colorado, New Mexico and Arizona 
and C. J. Pliskow, Michigan, except 
Detroit. 


Wm. C. Breckow—New Illinois Man 


¥ . . 
An old shoe man, in retail game for 


theLlast twenty years, has now taken 


WM. C. BRECKOW 
A. J. Bates Chicago Company 


over the Illinois territory of the A. J. 
Bates Chicago Company. 


House Salesman Promoted 


O. D. MacNaughton, house salesman 
for the Utz & Dunn Company, has been 
advanced to the road and will cover the 
States of Missouri, Arkansas, and Louis- 
iana, starting his trip about April 1st. 


The Lambertville Aces 


The Lambertville aces, “Scotty” and 
‘‘Schmidty,”’ otherwise known as Wal- 
ter T. Scott of Lambertville, N. J., and 





BOOT AND SHOE RECORDER March 29, 1919 


ss 


Fd ie 
= f 
i: id f 
Maeizl= i 
AA 


oa on SS 
Ss SS = 


Stock No. 34 
Black Vici 
Whole Quarter Blucher 


= 


—————— 


LZ 


SS 
SS. ‘i 4 


= 


RITE-EAsy 


a will by a patented process with the famous 


K-B Patented Innersole Zn | Stock No. 92 


The most lvible and comfortable Tony Red Bal 


shoe made~ 


Manufactured and Carried in Stock by 


CIVILIAN SHOE CO., 


WARD HILL, MASS. 


CATALOG SENT UPON REQUEST 


Stock No. 30 Stock No. 37 . 
Black Vici Havana Brown Vici 
Whole Quarter Blu. Whole Quarter Blu. 
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Wendell Schmidt, of Logansport, Ind., 
covering mid-western territory for the 
Lambertville Rubber Company, did 
some plain and fancy smiling for the fel- 
lows who attended the Indiana Retail 
Shoe Dealers’ Convention at Indian- 
apolis. 

This pair has been bobbing up at the 
Hoosier shoe convention every year for 
‘‘yuhs and yuhs,” as they say in the 
melodramas. ‘“Scotty’’ always does a 
lot of magic for the entertainment of 
the shoe men—when he isn’t busy mak- 
ing them strong for Lambertville wear 
And “Schmidty” just stands around and 
passes out glad hands, at which he is a 





“ScorTTy” (WALTER T.. SCOTT) 
A Lambertville Ace 


past master. If “‘Schmidty’’ doesn’t 
know ’em, ‘Scotty’? does. And that 
sort of combination is hard to beat. 


Salesmen of the Homan-Hughes 
Company, Cincinnati 


Louis B. Beck—Kentucky, Tennessee 
and Southern Indiana; C. W. Challis— 
Illinois and Iowa; Thos. F. Homan— 
Missouri and Kansas; Philbert A. 
Houck—Northeastern Ohio; O. M. 
Kohn—Michigan and Northern Indi- 
ana; Carl Neecamp—West Virginia, 
Pennsylvania and Eastern trade; John 
P. Rampe—Ohio; Jenks Taylor— 
Texas and Oklahoma. 


Robert F. Doyle a Happy Father 

Robert F. Doyle, who travels for T. 
D. Barry Co., Brockton, is a happy 
father. A son was born to Mr. and Mrs. 
Doyle on March 13 and christened 
Robert Kendall Doyle. “‘Bob” made a 
special trip home from Lynchburg, Va., 
to welcome his first born. 


From Retail Shoe Merchant To 
Traveler 


J. E. Grosjean is on the road calling 
on shoe manufacturers in the interest of 
the Firestone Fabric Sole. Mr. Gros- 
jean is the inventor of the Firestone 
Fabric Sole, which the Firestone Tire 
and Rubber Co. of Akron is now pre- 
pared to place on the market in an 
aggressive manner. 

Mr. Grosjean is a shoe merchant with 
seventeen years’ experience in Lima, 
Ohio. He recently sold out his business 
in the interests of the Firestone Fabric 
Sole. He is very popular in the State 





T. E. GROSJEAN 
Traveling Ohio with the Firestone 
Fabric Sole, 





of Ohio, as he has been a regular attend- 
ant at the various State conventions. 

For the past eight years he has made 
it his business to attend every conven- 
tion possible. 


Phil Murkland Back on Job 


Phil Murkland, representing the Com- 
monwealth Shoe and Leather Co. in 
Indiana, is back on his territory this 
season, having been seriously ill and off 
the road all of last season. He attended 
the Indiana Shoe Dealers’ Association 
Convention, where he met many of his 
old friends and booked some nice orders. 


Regarding Charies E. Bruckner and 
Charles Slipher 


Charles E. Bruckner will represent 
the Vinsonhaler Shoe Co., of St. Louis, 
in Indiana, Ohio and Michigan this 
season. He succeeds Charles Slipher. 

Mr. Slipher will represent the Johan- 
sen Bros. Shoe Co. in Indiana. Mr. 
Bruckner has been connected with the 
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Marott Shoe Shop for the past twelve 
years. He was buyer and manager of 
the ladies’ shoe department for the past 
seven years. He began his road work 
on March Ist, after spending two weeks 
in St. Louis going over the Vinsonhaler 
line. 


In Winconsin Territory 


H. Larkay is representing A. J. 
Bates Company, Webster, Mass., in 
Wisconsin territory. His display room 
is at 41 Cawker Building, Milwaukee. 
Mr. Larkay made a visit to the factory 
recently arranging for the Fall line. He 
states that the shoes for Fall are the 





H. LARKAY 
Wisconsin for A. J. Bates Co. 


best he has seen for several seasons. 
Mr. Larkay believes that men’s novel- 
ties will be very popular for Fall. 


Sales Force of the Julian & Kokenge 
Co., Cincinnati 

L. G. Arens, the West; Aristides 
Braschi, Mexico; S. S. Brewer, Ala- 
bama, Kentucky and Tennessee; Fred 
Farwell, the East; Jacob S. Frohman, 
New York City, assisting Mr. Farwell; 
D. J. Harkins, New England States; 
H. R. Harner, Michigan; C. M. Herr- 
ing, Pennsylvania, Virginia, New Jer- 
sey, Maryland and Delaware; Franco- 
Italian Co., France and Italy; Elmer 
Kokenge, Iowa, North and South Da- 
kota; Louis Kull, assisting Mr. Mueller 
in Cincinnati; H. N. Lape, large cities 
of Kansas, Missouri, Oklahoma, and 
Denver, Colo.; N. H. McMaster, Texas, 
S. E. New Mexico and a few towns in 
Oklahoma; S. D. McNaghten, Kansas 
and Missouri; C. F. Mahar, Florida, 
Georgia, North and South Carolina; 
Carl B. Mason, Washington, Oregon 





The 
‘““FULTOP”’ 


This snug-fitting design is 
made in white and all the 
fashionable shades: Fawn, 
Light Fawn, Dark Fawn, 
Drab, Brown, Leather, Tan, 
Chamois, Champagne, 
Pearl and Smoked Gray. 
Made in cloth, silk, satin 
and linen. 


S. RAUH & COMPANY, 310 Sixth Avenue, New York Ci 


























OWADAYS, spats—not one pair, but several—are an essential 

N part of the well dressed woman’s wardrobe. With the ever 

increasing demand, “STANDARD” Spats are preferred by 

both dealer and wearer because they are better made, better looking, 
better fitting, and better known than any other make. 


The ‘“Fultop’—a smart new 
“STANDARD” model—will be 
in great demand this Fall and 
next for its faultless fit. Made 
without a buckle and slipped on 
over the heel, it clings to the ankle, 
heel and instep, giving the smart 
appearance of a cloth top shoe. 


Extensively advertised in maga- 
zines and newspapers, the “Ful- 
top” Spat here illustrated and the 
“Trimline” will be leading spat 
designs of the year. Now is the 
time to anticipate your Fall de- 
mands. Write for samples and 
prices. 


The Largest and Foremost Manufacturers of Spats in the World 
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and California; H.C. Mayers, Ohio and 
West Virginia; Chas. S. Mueller, 
Illinois, also Cincinnati; S. R. Murphy, 
Canada, Chicago and large cities in 
Iowa; C. W. Emrich, Oklahoma; Har- 
lan Rhoads, Indiana; F. M. Samuels, 
Arkansas, Louisiana and Mississippi; 
H. B. Sanford, New York and Pennsyl- 
vania; South Am. Export Co., South 
America; C. R. Terry, Minnesota and 
Wisconsin; John J. Walsh, large cities 
in Alabama, Kentucky, West Virginia, 
Tennessee, Mississippi and New Or- 
leans; F. A. Werner, England. 


Philadelphia Shoe Travelers Out 
for Big Membership 


James L. Scanlon, secretary-treasurer 
of the Philadelphia Shoe Travelers’ 
Association, sent out under date of 
March 6, an attractive circular an- 
nouncing the March 14 monthly meet- 
ing of this organization. The Phila- 
delphia travelers met in the Bingham 
Hotel Parlor and pulled off an interest- 
ing program. 

Fifteen new members were elected. 
A round table discussion was the feature 
of the meeting. This was entitled 
“Successful Shoe Salesmanship.”’ - 

There is a big membership drive on— 
March 15 to April 15. Secretary Scan- 
lon and the Philadelphia Shoe Travelers 
are most anxious to roll up a large num- 
ber of members for their association. 

An educational committee bulletin 
has been issued by the Membership 
Committee, consisting of R. W. Frank- 
lin, Leon Bett, John S. Fleming, and I. 
Frank Oberfield. The first number of 
this bulletin states the purpose of the 
aims of the Philadelphia Shoe Travelers’ 
Association. . 


Reputation from Coast to Coast 


This association has a reputation from 
coast to coast. The United States Gov- 
ernment, during the late war, recog- 
nized the organization by inviting rep- 
resentation in ,Washington to confer 
with other delegates on the War Indus- 
tries Board. 

The Association believes in honesty, 
square dealing and everything that 
tends to make men better physically, 
morally and financially. Every reput- 
able shoe salesman is wanted as a mem- 
ber and every member is requested to be 
a booster. 


Two Veterans Selling ‘‘Constant 
Comfort’’ Shoes 


E. E. Davis has been on the road for a 
good many years and knows every re- 
tail shoe merchant in his territory. He 
sells ‘Constant Comfort” shoes for the 
Ault-Williamson Shoe Company of Au- 
burn, Maine, and covers the territory of 


New York and Pennsylvania, where he 
has built up a large business. He spends 
his vacation at his home in Olean, N. 





E. E. DAVIS ; 
Selling ““Constant Comfort’’ Shoes 
in New York and Pennsylvania 


Y., with his two attractive children, a 
boy and a girl. 

James T. Carroll sells ‘Constant 
Comfort’’ shoes for the Ault-Williamson 
Shoe Co. of Auburn, Maine, and makes 





JAMES T. CARROLL 


In Seven States Selling “Constant 
Comfort’’ Shoes 


his trips through the States of Kansas, 
Oklahoma, Texas, North Carolina, 
South Carolina, New Jersey and Penn- 
sylvania. He reports conditions good 


BOOT AND SHOE RECORDER ‘7 


throughout his territory. Mr. Carroll 
spends his vacations at Atlantic City, 
where his family resides. 


P. Sullivan & Co.’s Sales Force Now 
on the Road 


The sales force of the P. Sullivan & 
Company have left for their respective 
territories. Before getting out they got 
together for dinner at the Gibson Hotel 
on the evening of March 21. Besides 
Auer, Hennessy (Powerful), Hughes and 
Cowan, John and William Sullivan, W. 
T. Dickerson, sales manager, E. Berns, 
George and Fred Hans were present. 

W. T. Dickerson had his line dis- 
played at the Gibson Hotel two weeks 
ago. 


Manss-Owens Co.’s Salesmen in 
-Territories 


The traveling boys of the Manss- 
Owens Company have been at the fac- 
tory of late getting their samples lined 
up so they could leave for their respec- 
tive territories. Fred C. Earl, Chicago 
‘representative of this company, in 
speaking of the outlook for business 
this season, expresses confidence that 
business will not fall short of normal. 


The Holters Co. Give Dinner to 
Sales Force 


The sales force of the Holters Com- 
pany are now on the road with their full 
new line of fall samples. Prior to their 
departure the company gave a sales 
dinner. The executives, the traveling 
boys, and at least thirty others from 
the factory were present. It was given 
at Morelein’s brewery and it goes with- 
out saying that it was some party: 


Krohn-Fechheimer Holding Sales 
Conference 


The Krohn-Fechheimer Company 
held its sales conference at the factory 
recently. The selling policies of the 
year were thoroughly discussed by 
Sales Manager E. K. Woodrow with his 
men. 

S. M. Fechheimer, p-esident of the 
company, returned recently from a 
four weeks’ trip to the Pacific coast: 
Mr. Fechheimer called on a number of 
his friends in the trade while in the West 


John J. Whalen on Spring Trip 


_. Ex-Alderman John J. Whalen, with 
the Condon Bros. Co. line, left Brock- 
ton recently on his Spring trip to Penn- 
sylvania, Virginia, West Virginia, Del- 
aware, Maryland, and Washington, 
D.C. John C. Dunn, of the same firm, 
is in his Ohio territory and M. Frank 
Condon is this year to handle the New 
England territory. 





WHERE TO BUY 














Attractive In Great Demand 





Colonial Dackins 


Our Offer 


36 pairs assorted shapes and finishes, carded in 
pairs and filled ready for adjustment. Priced from 
.40 to $2.50 a pair. Net cash 30 days, 2% 10 days. 


Prompt delivery by parcel post, insured, prepaid. 
No returns, or catalog. 





Address, Dept. R. 
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D. T. DUDLEY & CO. 


66 WASHINGTON STREET, HAVERHILL, MASS. 
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HE profitable dealer- 
business that has been 
realized, owing to 

Smith—Briscoe merchandis- 
ing, has proved that mer- 
chandising to have been 
sound and far-sighted. 


Our dealers are taking for 
themselves the advantage 
which we secured for them 
many months ago, when we 
bought our raw stock for this 
season well in advance of 
present high market prices. 


You can share in this ad- 
vantage. Simply drop us a 
postal today. 


‘Smith Gri ns ge Shoe Go Inc. 
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Harry P. Lynch Recovering 


Harry P. Lynch, of Howard & Foster, 
Brockton, and for many years one of 
its leading salesmen, recently suffered 
a nervous breakdown and has been 
recuperating for several weeks at a 
sanatorium. He is recovering and ex- 
pects soon to be again on duty. 


Harrison Returning from 
France, for Spring Trip 


William Harrison, son of Col. R. E. 
Harrison, vice-president of the Sam B. 


**Bill’’ 





WILLIAM HARRISON 


Traveling for Sam B. Wolf Shoe 
Co., Cincinnati 


Wolf Shoe Co., Cincinnati, is with the 
Medical Corps of the United States 
Army of Occupation. 

He is now at Brest, France, and ex- 
pects to be home within the next two 
weeks. 

“Bill” will make his trip this Spring, 
covering his territory of Kentucky, 
Tennessee, and; Mississippi. 


Lieut. John S. Donovan Home from 
the Service 


Home from military service, Lieut. 
John S. Donovan, salesman for the 
E. T. Wright Co., Inc., of Rockland, is 
back at his duties and is covering a new 
territory this Spring, Ohio, Illinois and 
northern Indiana. He formerly han- 
dled New England, New York and 
Pennsylvania. 


Charles Flowers with Leonard & 
Barrows Line 


Charles Flowers, well-known Pacific 
coast salesman, will carry the line of 
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Leonard & Barrows, of Middleboro, 
this Spring. 


A Sketch of Annual Meeting of the 
Traveling Men’s Auxiliary of the 
Iowa Retail Shoe Dealers’ 
Association 


An organization of an unusual kind is 
the Traveling Men’s Auxiliary of the 
Iowa Retail Shoe Dealers’ Associa- 
tion. 

This organization was formed four 
years ago by a group of shoe travelers 
who saw that by co-operating with the 
merchants, conditions for both could be 
bettered, the whole object of the or- 
ganization being to further the interests 
of the merchants, especially in associa- 
tion matters. Many names .of mer- 
chants now on the rolls of the associa- 
tion have been put there through the 
influence of the traveling men. Espec- 
ially at convention time have their 
activities been of benefit to the retail 
merchants. 

During the recent convention of the 
Iowa Shoe Dealers’ Association, the 
Auxiliary provided both the “Jazz” en- 
tertainment on Monday. night and the 
banquet on Tuesday night, arranging 
all details and paying all expenses. 

As an appreciation of the good work 
of the auxiliary, and especially of the 
part taken in making both entertain- 
ments a success, the merchants present- 
ed Lew Reams, secretary-treasurer of 
the association, with a beautiful gold 
watch. The presenatation speech was 
made by Secretary F. M. Nebe during 
the banquet program. 

At the regular meeting of the auxiliary 
a telegram of sympathy was sent to A. 
O. Harrison, a member of the auxiliary, 
who is sick at Mayo’s Hospital in 
Rochester, Minn. 


A Vote of Thanks to Dave Marks 


A vote of thanks was extended to Dave 
Marks, sales manager of the Harsh 
& Chapline Shoe Company, of Mil- 
waukee, in recognition of the valuable 
services rendered to the auxiliary in the 
past; and recognition of his being the 
“daddy” of the organization. A reso- 
lution was passed to telegraph Mrs. 
Marks a bunch of flowers. 

The auxiliary presented the retiring 
president, J. W. M. Vidler, with a 
loving cup as an appreciation of 
the valuable work done by him dur- 
ing his tenure of office. 

To Lew Reams, secretary-treasurer 
of the organization, was presented a 
mahogany case Edison as a token for 
the very excellent services he has ren- 
dered the organization during the past 
year. 


73 


The Iowa National Shoe Travelers 
Hold Annual Meeting and 
Election of Officers 


A Short Sketch is Presented 


The National Shoe Travelers’ Asso- 
ciation now has ninety members, 
every one of whom is a real salesman 
in so far as_ selling the associa- 
tion idea to fellow travelers is concerned. 
A campaign has been inaugurated to 
build up the membership to the one 
hundred and fifty mark. The associa- 
tion is very proud of the loving cup won 
as a prize at the national meeting for 
having the largest increase in member- 
ship; it is the intention of the Iowa 
travelers to retain the laurels won by 
again showing the largest increase for 
the ensuing year. 

The new Ft. Des Moines Hotel, soon 
to be completed, has been chosen as the 
official headquarters of the organization 
and as a permanent meeting place. 


‘C. H. Deppe Re-Elected 


President 


The Minnesota Shoe Retailers’ Asso- 
ciation appreciate the good leadership 
of C. H. Deppe of the Glass-Block 





C. H, DEPPE 


President (Re-elected) Minnesota Shoe 
Retailers’ Association 


Store, Duluth, Minn. His re-election as 
president is indication that the associa- 
tion will roll up another successful year 
to its credit. 
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Wounded Soldiers of France 


Offer you their Handcraft Buckles 
made from Captured Shrapnel Cases 






















HROUGH the humanitarian efforts of American women it has been 
possible to kindle the spark of hope in many a severely wounded 


| soldier by giving him something to do during convalescence. 


In the hospitals of Paris these women have selected men skilled at 
cutting in metal to make from genuine captured shrapnel cases a number of 
attractive buckles—so that shoe stores in America might have 


DISTINCT AND ATTRACTIVE BUCKLES 


to sell at retail to exclusive customers. ‘The supply is limited. 


Each pair of buckles is genuine and the wrapper bears the name of the 
soldier who made it. 


Sold at cost to the merchants at the price paid to the soldier in France. 
Write for a $20 assortment of six buckles for a window display. 


They will make your store a point of interest to a retail trade who will 
appreciate your services in giving them buckles uniquely different. 


FRENCH WOUNDED RELIEF 


Through the Courtesy of the ““Boot and Shoe Recorder.” 
207 SOUTH ST., BOSTON, MASS. 

























Jas.R. Hogg | 


Shoe merchant,lives F 
ina townf 2000 people! 


He has made a wonderful success with Dr. Scholl's 
Foot Comfort Service, which goes to show that the 
merchant in the smaller town can install and render 
this service just as profitably as the merchant in the 
metropolitan cily. 


Install Dr. Scholl’s Foot Comfort 
Service now and watch Your Shoe Business Grow. 


THE SCHOLL MFG. CO., “"tS%snto, “°™ London 
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Restrictions Are Forgotten 


The Lid Is Off! 


The trenches mn Flanders are empty and it is no 


longer necessary to keep supplying the boys “over 
there” with U. S. “Protected” rubber boots. 


So, instead of making trench boots almost exclusively as we 
have been doing, we have reverted to our before-the-war 
manufacturing program, and will soon make up the shortage 
that exists in the supply of heavy-service, double-duty U. S. 
“Protected” rubber footwear. 

Uncle Sam has furnished “our boys” with the best rubber 
boots that money can buy, and in both the Army and Navy 
there probably are as many U. S. “Protected” rubber boots 
as all other brands combined. 


Complete Your Stock 
People Need Rubber Footwear 


Outdoor workers everywhere recognize the dollar-for-dollar 
value of “U. S.” quality. It means rubber boots: of the 
sturdiest construction, reinforced where the wear is greatest, 
yet entirely comfortable. 


manufacturer in the world. 
Millions look for it as a 
sign of safety in purchas- 
ing rubber footwear. 


Every pair of U. S. “Pro- 
tected” rubber boots bears 
the “U. S. Seal”—trade 
mark of the largest rubber 





United States Rubber Company 


New York 
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BOOTS AND SHOES 
Factories Slowing Down 


The regular Spring closing for in- 
ventory, repairs and installations is 
now, or soon will be, noted in the rubber 
footwear business. Some factories have 
already started on this work and are 
giving their employees a week or fort- 
night’s layoff. But other concerns are 
cutting dowa their tickets, or their 
hours of work. Two factories have 
notified their help that for the present 
there will be only five days’ work a 
week. These actions on the part of 
manufacturers serve to emphasize the 
fact that the season now closing, or 
just closed, has not exhausted stock 
and that, in spite of the statement that 
orders have come in well since the new 
price-lists were issued, orders have not 
been so extensive as to cause manu- 
facturers any anxiety as to their ability 


to fill them before early Fall delivery © 


dates. 

Never has the ground-hog theory 
been so thoroughly proven fallacious as 
this year. To be sure, New York City 
had more snow this month than during 
the three previous ones, and the Rocky 
Mountain sections even last week ex- 
perienced a fair-sized blizzard, and 
besides this, considerable snow is still 
reported in the extreme Northwest, but 
in spite of all this no respectably coated 
ground-hog would have suffered had 
he chosen to come out of his hiber- 
nation early in February, and stayed 
out ever since. Still, people believe in 
signs, and always will. 


TENNIS LINES 


Factories Busy and Deliveries 
Constant 


But if the rubber overshoe business is 
quieting down, not so the manufacture 
of tennis lines. Every factory making 
these goods is pushing, ahead, and ship- 
ping out as fast as the goods can be 
produced. Jobbers are delivering early 
orders, and already the fine lines of 
these goods are being exhibited in the 
store wintows. To be sure, it is too 
early for such footwear to appear on 


The Rubber 
Market Review of Rubber 
Footwear, Supplies and Prices 
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the streets, but they have been worn at 
the Southern resorts, and by Easter, 
which is not so far off, they will prob- 
ably be worn in the Northern cities. 


CRUDE RUBBER 


A Quiet Market, with Prices 
Inclined to Sag 

The market is far from animated. 
The continued absence of interest of 
buyers gives a depressing tone to the 
market, which is far greater than our 
quotations would indicate, for with 
concessions offered to move spot and 
nearby, these quotations are to a large 
extent nominal, being first asking 
prices and practically a basis for dicker- 
ing, if the inquirer is really anxious to 
buy. There certainly is very little 
tendency to speculate in forward. 
April-May is firmer, in sympathy 
with both London and Far East 
prices. Some large shipments of planta- 
tions have arrived during the month, 
much of which, however, was from 
American-owned plantations, and con- 
signed to those American manufac- 
turers. 

As regards Para grades, prices are 
firmer than plantation rubbers, and 
fairly good-sized stocks are on hand or 
in transit. Para and Manaos are ship- 
ping more than double the amounts 
shipped a year ago, when about all that 
was sent out from these Amazon ports 
came to America. Now Europe is re- 
ceiving about one-third of the ship- 
ments, and America two-thirds. Mexico 
is now shipping more guayule, and 
prices have receded a little. 

We quote today’s asking prices: 


Upriver fine para ......... 56 to .5614% 
ES eres 48 
Upriver co@ree.............0+. 3 
Islands coarse............. 21 to .22 
Caucho ball, upper........... 34 
Caucho ball, lower........... none 
SE ee eee 22 to .23 
First latex pale crepe........ a2 
re | 
SEE ee 46 
Centrals and Mexicans....37 to .39 
Se Pe .30 
Guayule Gried...:............ 40 
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SCRAP RUBBER 


Prices Offered Too Low to 
Encourage Business 


There is some interest being taken in 
the sale of condemned Navy material 
at the Naval Training Station, Great 
Lakes, Ill., next Wednesday, April 2, 
when a large amount of goods and ma- 
terial will be sold to the highest bidder 
by sealed proposals to be opened at 10 
o’clock that day. Among the material 
scheduled are 500 pounds of boots and 
shoes, 300 pounds of arctics, besides 
bicycle and auto tires and inner tubes 
and miscellaneous rubber. 

As regards trade, little is doing in any 
of the leading markets. Dealers com- 
plain that even at present asking prices 
the reclaimers refuse to buy, as their 
product is not in active demand. The 
dealers are fairly well loaded up with 
stocks, and are therefore refusing to 
buy, some even refusing to quote any 
prices they are willing to pay. Col- 
lectors are believed to have consider- 
able amounts on hand, which they are 
unwilling to unload at such figures as 
dealers will offer, and the trade, there- 
fore, is nearly at a standstill. Under 
these conditions, quotations are but 
nominal, and it must be borne in mind 
that these are dealers’ prices paid (or 
offered) collectors, who must buy from 
the shoe merchant, or local waste ma- 
terial dealer, at sufficiently lower 
figures to show a margin of profit after 
sorting, packing and forwarding. We 
quote: 

Scrap boots and shoes: $6.50 to $6.85 
in Boston; $6.50 to $6.75 in New York; 
$6.40 to $6.65 in Philadelphia; $6.00 to 
$6.50 in Chicago. 


Trimmed arctics: $4.75 to $5.25 in 
Boston; $4.75 to $5.00 in other markets. 


Untrimmed arctics: $3.75 to $4.25 in 
Boston; $3.75 to $4.00 in other markets. 


The Goodyear Tire & Rubber Co. 
has published several booklets regarding 
its Neolin Soles which are being dis- 
tributed to the trade. 
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Ask for 








MIER. 


PREMIER. 





Mass. 


Boston, 
60 South Street 


FOR MEN ‘ 


610—Dark Brown Kid Blucher, 
© Oe Ot Wc ickceccuscacee $7.00 


No. 627—Dark Brown Kid Blucher Oxford 
Cond Be. 6w 30 ........ 


In Stock 


Branded or 
Plain 


M. A. PACKARD COMPANY 
BROCKTON, 
0000 A 





SHOE 


— 






PRE- 


. $6.50 





New York 
127 Duane Street 


MASS. 
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REPRESENTING THE MAJORITY 


The Credit Clearing House, 
140 Fourth Avenue, 

Vew York, N. Y. 
Gentlemen:— 

We are herewith enclosing you statement of our 
last inventory and fixancial condition up to the 
present. 

We note thal the majority of the Eastern manu- 
facturers and jobbers are represented by you, and 
therefore would thank you to enter our statement 
on your files, so we can refer to you any new 
accounts we may open. 

We are also sending you a list of the different 
jirms with whom we have been doing business. 

Thanking you in advance for the favor, 
remain 


we 


Yours very truly, 





The Credit Clearing House 
**Builder of Better Credits” 
Offices in allimportant cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 











Note protection 
against weer ene wet. 






ound. Never Rip 
ms toshed water. 





STAUNCH AS A BOOT 
FLEXIBLE AS A MOCCASIN 


Here—Mr. Dealer is the boot your true sportsman wants—so light 
and pliable that you can tramp all day in it without getting footsore, 
yet built to give years of gruelling service. 


Russells “Ike 


Walton” 


Made from chocolate chrome, the finest of 










waterproofed cowhides, with flexible, long- 
wearing Maple Pac Seles 
Advertised cc y in leading}outing pa- 


pers—for the dealers’ thon 
Write for Dealers’ Prices and Catalog S 


W. C. Russell Moccasin Co. 


Berlin, Wisconsin 
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LEGGINGS FOR ALL PURPOSES 


LEATHER AND CANVAS 





shipment. 


others. 





If not, write today. 














WE OPERATE OUR OWN TANNERY 


By reason of this we are able to quote you most attractive 
prices and give you the benefit of service unequalled by 


DO YOU HAVE OUR CATALOG? 


Hagerstown Shoe & Legging Co. 


Hagerstown, Maryland, U. S. A. 


We have a complete stock of all styles that we manufacture and can make prompt 
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HOW TO READ A BANK REPORT 





66 . eqze_e 94 
(6) Liabilities 
These are of three kinds: 
a. To Depositors. 


b. To the Federal Reserve Bank on rediscounts. 


c. To the holders of acceptances guaranteed by the 
bank. 


The capital, surplus and undivided earnings belong to 
the stockholders. and are liabilities to them, but they 
can also be used to pay the other liabilities if necessary. 
Thus the more the stockholders have at stake, rela- 
tively, the stronger is the position held by the depositors 
—since depositors’ rights have precedence. 

In other words, safety or solidity is not solely a matter 
of size, but depends more on the protection furnished 
depositors by the stockholders. 


In our next advertisement we shall consider “‘Capital.” 


Report of American Trust Co. to the Bank, 
Commissioner, Nov. 1, 1918 





ASSETS 

a Se a eee eee $4,907,770.56 
Demand Loans........... 5,146,474.97 
(ey ee ere 16,.847,160.36 
Notes Rediscounted..... 1,597,811.12 

Customers’ Liability on 
Acceptances............ 408,000.00 
Investments............. 2,540,169.28 
$31,447,386.29 

LIABILITIES 

SSIES SOPOT ° $25,786,343.65 
eee 1,000,000.00 
Surplus Earnings......... 2,655,231.52 
Acceptances.............. 408,000.00 
Rediscounts.............. 1.597,811.12 
$31,447,386.29 


AMERICAN TRUST COMPANY 


Bunker Hill Branch 
Federal — System 50 State St., Boston City Teenie, > Sa narra 


The sixth of a series of advertisements 
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Salesmen Are Out With 
Fall Styles of “Keith’s 


Konqueror” Shoes. 


Inspection of the line will show that no pains have 
been spared to place in the hands of dealers men’s 
and women’s shoes which will yield bountiful returns 
on an investment. 


Season’s Stock Styles 
Ready to Ship 


For your immediate requirements our stock line offers 
wide opportunities for favorable selection. Every shoe 
is built to a standard of quality which has been 
endorsed by dealer and consumer. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 








“BAYNE” 
Gun Metal Calf Bal. 











(A OS SC AE S A S A OD O SG GO a 
**The House 


Hotel Martinique | “; 
Broadway, 32d and 33d Sts. Taylor” 
NEW YORK 
















Of Interest to 


SHOE 
MERCHANTS | 








One Block from Penna. Station. 
Baggage Transferred Free 



















RETAIL Equally Convenient for 600 
Salesmanship Amusements, Shopping ROOMS 
Lessons or Business. 
400 BATHS 


Every month we send you this Direct Entrance to 
efficient little book on salesmanship 
which will show your salespeople how 


to increase their selling ability. 








Broadway Subway Rates: from 


$2 Per Day 


A SPECIALTY 
155 PLEASANT ROOMS 
WITH PRIVATE BATH 


$3 Per Day 


and 


Another one of the 15 big features Sidsen Tubes. 


which you get with the Merchants Shoe 
Service. Send for the other 14. 










An exclusive service to one Shoe 
merchant in each town. 


Attach this ad to your letterhead for 
full particulars and samples. 








Merchants Service 
233 West sQSt-Newyork, 

BSR3-29 The Martinique Restaurants 

Are Well Known for Good 


Food and Reasonable Prices 
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The accompanying photo-cut shows the new windows at the new store of the Petot Shoe Co., at Louisville. ‘These windows are claimed to 
be the most attractive on Fourth Avenue. The two side windows are thirteen feet long, and thirty inches deep, the background being of cream 
colored wall board, paneled in mahogany. The central show case is of plate glass back and front, giving a full view of the interior of the store. 
The ceiling in this deep vestibule is of wall board, paneled in mahogany, while there is a canopy effect overhead, made of prism glass, in which 
the letters ““‘WUNDERSHU” appear, in colored art glass. 


The interior of the store is fitted in mahogany, there being a balcony or mezzanine effect running around the room, and a double deck arrange- 
ment for the stock. All single box shelving is used. At the rear is a workroom and also an office. 











Plans for the store were worked out by C. E. Petot, of Cleveland, who bas a number of these stores in various sections of the country, and 
who is interested in several Walk-Over stores, having at one time been with the Walk-Over Company. Mr. Petot buys for al! of his stores, and 
handles the store policy from Cleveland. The work was carried out by the Auburn, N. Y., store contracting house of E. & E. J. Koon. 






This new store is 19x80 feet, being considerably larger than the old Florsheim store, which the company occupied when it started business 
on December 1, 1917. The old store was at 214 Fourth Avenue, and was not very deep and only 16 feet wide, resulting in small window space. 
The new store is at 413 Fourth, in a much better retail block. 


Manager William Straub, before going with the Petot store, was a clerk at the Louisville Walk-Over store. He has proved a successful big 
league manager, and now has twelve salespeople, including three girls and six men on the regular floor force. The store is operated on a strictly 
cash basis, and makes no deliveries whatever. On this basis it plans to sell at a low margin, and depends on volume, which it is getting 
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GLACE KID 
CREAM 


CLEANS, SOFTENS AND POLISHES 


CE Kip SHOES 





SOFTENS THE LEATHER 
AFTER THE RAIN 


GRIFFIN MFG..Co. 


69 muRRay st 
NEW YORK,US.A 



































GLACE KID CREAM 
For cleaning, polishing and coloring 
glazed kid leathers. It prevents crack- 
ing. It is to the leather what cold 
cream is tothe skin. Black, light gray, 
dark gray, Havana brown. All Shades 
(white). 3 oz. $20 a gross $1.75 a dozen. 


GRIFFIN MFG. CO. 


Feature these two 
Cream Dressings—the 
Griffin quality and 
Griflin reputation is 
behind them. 


Sell your customer 
salisfaction 


G9 MURRAY ST. 


NEW YORK, U.S.A. 


SELLING YOUR CUSTOMER 
SATISFACTION 





WHEN you recommend and sell Griffin 
Lotion Cream or Glace Kid Cream, 
you are making yourself stronger with your 
customer for these Cream Dressings for 
home use will keep footwear in excellent 
condition at very small cost—and very 
little trouble. 














LOTION CREAM 

In white, black, light tan and 
dark brown. It softens, cleans 
and polishes. Contains oils 
that keep leather soft, but not 
greasy or sticky. Contains ne 
injurious acids. 

3 oz. sizes $20 per gr. $1.75 a doz. 
8 oz. sizes $3.00 a doz. 30c. each. 
Qts. 90c, % gal. $1.70 gal. $3.25. 














— 
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Perhaps you have considered from time to 
time having a hosiery department. | 


Is it profitable? How much stock is necessary? 
Is there a ready turn over in a shoe store for a 
hosiery line? Simple questions, but vital ones 
--and they are just as easy to answer. 





dealers have demonstrated in very definite 
fashion that hosiery is indispensable in the 
shoe store-‘‘hosiery comes next to shoes.” They 


wonder that they ever got along as well as they 


did without it. 


Their results can be yours. You can certainly 
profit by their experience. There could not be 
a better time than now for you to write us 
and find out all that this means. 





Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 
BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: Philadelphia Office: Chicago Office: 
$1 Bedford Street 1083 Chestnut Street The Lytton Building 
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The stetson Shoe Company appre- 
ciating the merits of the Cordo- 
Hyde lace, uses it in many of their 
shoes. 

Shoes of the character of Stetson 
demand only the highest grade of 
materials and workmanship and in 
both of these particulars infinite care 
is taken—even to the incidental 
although important part—the shoe 
lace. 


Cordo-Hyde fulfills not only every 


REG. U.S. 
PAT. OFF. 


requirement of a shoe lace but also 
lends itself to a greater degree of 
attractiveness than ordinary laces. 


SERVICE ; 
outwears by months ordinary 
laces 

APPEARANCE 


blends with the leather 
completes the shoe 


CONVENIENCE 
always stays tied 


and 





LACES 


Made in flat and round—All colors and lengths. 

In addition to our regular packing we have the Special Display 
Box—it has proven a salesmaker. 

Also permits you to find out just how much this lace is appreciated 
before buying in quantities. 

The Display Box holds one gross of laces, has four compartments 
so that you can have the four popular colors—Black, Tan, Ma- 
hogany and Cocoa. 

We pack the assortment to suit you and bill at regular gross 
price—no extra charge for the special packing. 

We suggest that your order includes both flat and round laces. 


PRICE LIST 
Lengths 27” 28” 30” 36” 38” 40’’ 
4.20 4.50 5.40 5.70 6.00 
4.76 5.10 612 646 6.80 


Samples and complete price list if you prefer. 
Prices subject to change without notice. 


LACE DIVISION 


O. A. Miller Treeing Machine Co. 
BROCKTON, MASS. 
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Playing with the Five and Ten 


Our Entertaining Friend Tells How to Keep Up with Them in Volume and 
How to Beat Them in Quality of Findings 


UR entertaining friend, who found the neighborhood 
O grocer showing shoe polishes next to the breakfast 
foods, and moralized thereupon in our last findings 
division, to the entertainment and profit of a considerable 
number of enterprising shoe merchants, is now busily delving 





a 








= 





into the methods of the Five and Ten and is contemplating 
and discussing methods by which regular shoe men may meet 
and beat them at their own game. 

“Forget it,” exclaimed a fellow shoeman, to whom he made 
brief mention of his views. ‘‘Recollect the story of the Cape 
Cod dame who tried to sweep the Atlantic ocean out of her 
backyard with her broom. You’ve got no more chance of 
keeping up with the Five and Ten than that.” 

But our entertaining friend refused to be discouraged. He 
is not a man of that sort. His firmness of purpose we most 
heartily recommend to any and all shoe men who would sell 
findings. For it is determination to sell findings that eventu- 
ally builds up the findings department and makes it profitable. 

That the Five and Ten have most excellent merchandising 
methods our entertaining friend acknowledges. In buying 
and selling on close margins, they are world beaters. But 
these facts do not discourage our interesting friend. No, not 
for one minute! - He is one of those live fellows who believe 
that the way to play a winning game is to follow the pace of 
the man ahead of you, not the pace of the fellow behind you. 

So he would pick up the pace of the Fives and Tens and 
would beat them at their own game. At least, he would keep 
up with them. He would play his game along two lines, ac- 
cording to circumstances. One line would be volume of sales. 
The other would be quality of merchandise. 

Playing for volume of sales, he would fit up a Five and Ten 
in his own store, and add to it such goods as were needed to 
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build up the volume of business necessary to making the 
findings department pay a reasonable profit. 

There is no reason in the world why a miniature Five and 
Ten could not be fitted up in a corner of a shoe store. Make 
it a miniature of the Woolworth building, if you would give 
it real novelty. A couple of discarded packing cases and a 
pot of sign paint are materials enough. After the miniature 
Woolworth store is completed, stock it with blackings, laces, 
cleaning pads, and other small findings that can be retailed 
at five or ten. Use the floors for shelves. Let the customer 
reach in and pull out the goods for himself. The Five and 
Ten displays millions of dollars worth of merchandise in its 
stores, with never a clerk to watch it, and lets the customer 
make his own selection. Surely, a real shoe man has the 
courage to venture $10 worth of findings and a miniature 
Woolworth building, made of an old packing case. The cus- 
tomer will pay for the goods he picks up. More than 99 per 
cent of the people who come into shoe stores are honest. And 
even a rascal wouldn’t stoop to steal a tin of shoe polish from a 
clerkless display. 

Our entertaining friend is convinced that this miniature 
limitation of the Woolworth business would pay. But he 








admits that it has its limitations. Yet that does not dis- 
courage him. He has another way of getting the volume of 
business necessary to make the findings department pay. 
He would add additional merchandise. He would pick up 
quick selling merchandise, first cousins or forty-fourth cousins 
of shoes, no matter which, as long as they sold and built up 
the volume of business. To his shoe cleaning compounds, the 
first essentials of a findings section, he would add glove clean- 
ing compounds, coat cleaning compounds, and hat dyes. The 
Five and Ten sells all these. To his foot powders, he would 
add toilet powders. The Five and Ten sells both. To his 
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foot soaps, he would add toilet soaps. To his shoe buckles, 
he would add belt buckles. To his silk stockings, he would 
add silk neckwear. To his shoe brushes, he would add cloth- 
ing brushes, even perhaps hair brushes. To his corn plasters 
he would add surgeon’s tape. The Five and Ten sells all 
these things. So does the drug store. So should the shoeman. 
Thus argues our interesting friend, who would have each shoe 
store develop its findings business. We suffer, says he, from 
that familiar saying: “Shoemaker, stick to your last.”” Let’s 
get over it. Let’s climb out of the rut, and add new side lines. 
We can sell them, and put pep into our business and profits 
into our sales. 

Some shoemen go in for quality. That’s the high ideal. 
The man who can sell goods on the basis of quality is the 
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ideal merchant. The number of ideal merchants have 


increased fast during the grade-up movement in the shoe 


trade. Now why not a grade-up movement in findings? Thus 
argues our entertaining friend. ‘‘We have had shoe strings 
that were just strings,” said he. Next we got shoe 
laces. Now we get the super-lace, the lace that.is better than 


Likewise, we had plain black buttons, and then 
Now, why not some fancy shoe dressing, 
better than the average. Surely the makers of dressings can 
provide us with the super-polish. We have the aristocratic 
shoe buckles, selling at from $5 to $50 a pair, and silver shoe 
slides, so useful in pump style times, in place of the tin kind that 
Silk stockings, shoe trees, and miscellaneous 


the average. 
fancy buttons. 


is given away. 








other goods of high quality there are for the findings depart- 
ment of the ideal merchant. 

The Five and Ten cannot hope to get into merchandise 
of high quality. It has voluntarily placed a limit of a dime on 
its sales. It seeks to sell nothing higher. It cannot employ 
high class salesmanship, or high class publicity, or high class 
equipment. Powerful forces for building up trade are these. 
The ideal shoe merchant can use them. The Five and Ten 
cannot. Surely, the ideal shoe merchant, handling findings of 
quality, can run away from the Five and Ten, which sticks 
within its own limits. And many people will run after him, 
for there is a very large class of people who will not buy goods 
in a Five and Ten. They have the money, and the desire, to 
patronize higher grade stores. 

So, concludes our entertaining friend, the shoe merchants 
have a chance of keeping up with the Five and Ten by playing 
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for volume of business, and the chance to beat the Five and 
Ten by developing high quality in the merchandise and in the 


merchandising methods of their findings department. 





What Constitutes a Live Dealer? 


The Meaning of Co-operation hetween Merchant and 
Maker : 

The world moves. Brains count. “Efficiency is the watch- 
word of the age,’’ not only in manufacturing methods but also 
in advertising, selling and distribution. 

This is “old stuff,” you say. True, but isn’t it a fact that 
many retail merchants keep their “‘nose to the grindstone” 
so close that they do not see a good many things that con- 
cern them vitally. There is many a retailer whose store is 
neat and clean, the clerks courteous, the details of accounting, 
buying and stock-keeping looked after carefully and yet he is 
not a “‘live dealer.” 

There are two systems of distribution, as we all know—the 
“mail order’’ system, which eliminated the dealer, and the 
dealer system, in which the dealer is the important factor. 
The object of both systems is to get the consumer’s business. 
The mail order system has weak spots—so has the dealer sys- 
tem, but the dealer himself, we are sorry to say, is generally 
the weak spot in the dealer system. Perfect harmony, co- 
operation and team-work are absolutely essential to the dealer 
system, and our definition of the really live dealer is one who 
is in real harmony with the system under which he exists com- 
mercially, and who co-operates to the extent of his ability 
with all the various efforts of the manufacturers whose goods 
he distributes. We all know how the mail order houses con- 
centrate their efforts on those towns and cities where the 
merchants are not “‘live ones.” 

RELAX, stop and THINK. Cut loose occasionally from 
the details of your business and ponder over these facts. You 
are part of a system and in order for this system to work most 
smoothly and efficiently, and incidentally to make the most 
money for you, you must “‘pull together”’ with the manufac- 
turers whose goods you handle. Your interests and theirs are 
identical as long as you have their goods on your shelves and 
counters or in your warehouse. 

Any dealer who doubts these statements should find out 
the facts for himself. Any up-to-date manufacturer who dis- 
tributes through the dealer system will tell you that the 
greatest problem of his sales department is to get the full 
co-operation of his retailers. 

Are you doing your share to remedy this weak point in the 
‘dealer system’’? 

Manufacturers are spending immense sums in brains, 
energy, time and money for “‘dealer’s helps’’ to connect you 
up with their goods, to increase your sales as well as their own. 
Whenever you allow a dollar’s worth of this effort to go to 
waste you are guilty of contributing to the weakness of the 
“dealer system.’’ You are dissipating the efforts and the 
money of the manufacturers who are your co-workers, a 
part of the same system of distribution as yourself, and whose 
interests and your own are identical. 

When a manufacturer offers you a new scheme for co-opera- 
tion, or sends you a “‘dealer’s help,”’ therefore, what is your 
duty? De not waste it, throw it aside, neglect it or forget it. 
Remember that he has put his time, thought and money into 
it, all for the mutual benefit of the system of distribution of 
which both you and he are important members. Use the help 
he offers if you can possibly do so. Even go a little further 
and put yourself to a little inconvenience, if necessary, to show 
that you have the co-operative spirit. 

Are you thus doing your best to kéep the system well 
oiled, of which you and we are cogs? 

Are you a live dealer? 
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A Suggestive Display of Shoe Polishes 


A Window Trim That Is a Somewhat “Different’’ One 
By RAYMOND BUFORD TWYMAN, El Paso, Texas 


gate why your competitor is able to get the amount of 
business he does and hold his trade season after season. 
You know you have him beaten on merchandise and your 
prices are right, but why the people go to him continually, 
certainly has you guessing. 
Here is the answer in plain English: He is using his display 
windows with telling effects. He not only displays his shoes 
attractively but from 


; OME day your curiosity is going to cause you to investi- 


cause they do not adapt themselves well to the making of an 
attractive display window. 

Yet when you do display such articles, there is a marked 
increase in their sales. Today most of your polishes and dyes 
come packed in neat and attractive packages and with a little 
thought very attractive displays can be made from them. 

If you wish to call particular attention to any one line of 
polishes, for instance, and you have quite a surplus in stock, 

; make a display of this 
one brand. Feature 





time to time he makes ; : F 
a window display of 4 : / / # Pf Pa this line so strongly 
some new novelty he : \ | / / i Pa 4 before the passers-by 
has just received: or \ \ PF / ul ff Pad Rs -) that attention is at 
quite often a’ whole \ \ ‘ / if a =x once directed to the 

é i polish, and then when 


on display. 


window of findings is inl iz ; i en 
if ¥) i/Z (NING 7 4 = such merchandise is to 
! / “e 


Consequently the 
impression upon the 
public mind is this— 
“‘Here’s a shoe store 
where my entire wants 
can be supplied’’—and 
that is reason enough 
why the trade goes his 
way. 

It is a temptation 
for many shoe mer- 
chants to continue to 
do business the same 
today as yesterday, to 
keep displays alike day 














be purchased the line 
you pushed so strongly 
in your display window 
is bound to come to 
mind. 

Of course in putting 
in such a display as 
shoe polishes, to make 
it compelling it must be 
above the common- 
place, because of the 
unattractiveness of the 
merchandise. 

Quite often in a ship- 
ment from the polish 
manufacturer come 



































in and day out—in 
other words, to exist on 
past performances and present apologies. But may I say as a 
word of warning, ‘““Resting On One’s Laurel Wreath Decays 
the Leaves.” 

I think, though, that there is a reason why shoe store win- 
dows very seldom vary in the class of merchandise which is 
displayed. 

When you want a display of shoes in your show window 
you have a wide number of ways to display them. But when 
it comes to making a display of accessories, the shoe mer- 
chant is somewhat at sea as to how to display them. There- 
fore, quite often many accessories are put aside from time to 
time and consequently are never given the publicity they 
deserve via the show#window. 

Such articles as shoe polishes, cleansers, dyes, brushes and 
polishing sets are not used enough for display purposes be- 
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some very attractive 
advertising cards and cutouts which enhance the value of 
your display wonderfully. 

You should always preserve all of this advertising matter, 
as it comes in handy many times, both in the windows and in 
the interior displays. 

For the shoe store that wants to put in an inexpensive dis- 
play of shoe polishes, the accompanying illustration is offered 
as a clever suggestion. 

The entire window back is covered over with a painted drop 
representing a vast sky showing the shining face of “‘Old Sol,” 
with here and there fleecy clouds. This painted drop is so 
simple that most any display man can paint it with 
ease. 

The words “Shining Thoughts” painted on*the canvas’ 
(Continued on page 97) 
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FASHION says more and 
more. attention to spats. 


WATCH OUT! 


Our salesmen are coming your way.- We’ve been making 


SPATS Since 1898 





And making them in the best possible manner. 
We can supply your immediate Spring wants from stock. 


WILLIAM GREILICH & SONS :: BROOKLYN 
NEW YORK CITY OFFICE, MARBRIDGE BLDG., 47 W. 34th ST. 
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Spring Tonic for the Findings Department 


Pass Out Some Propaganda for Bracing Up Run Down Footwear, and Let 
the Findings Section Provide the Medicine | 


out. They were a forerunner of a business on bitters. 

The druggist got profit. So recollecting those al- 
manacs, take a lesson from them, prepare Spring tonic for 
run down shoes, and pass out propaganda among customers 
that will start them for Spring shoe tonic as the old timers 
started after their Spring bitters. 

Write out your propaganda on the typewriter. Make it 
personal. Talk to your customers like the family doctor to 
his patient. Get the letters copied, by the professional letter 
copier, or by the printer, if you want them in numbers. Per- 
haps a friendly merchant in a neighboring town will join you 
in sharing the expense of the.propaganda and the labor of.its 
distribution. 

Here are some suggestions for propaganda: 


Reet. Tey the almanacs the druggists used to pass 


Spring Time is Shine Time 

Good friends and customers! We come now to Spring- 
time, the cleanup time of the year. How about your shoes? 
Are they as neat and as clean as a new Easter bonnet? If so, 
are you going to keep them so? Remember, that shoes 
shined daily are the trade marks of the gentleman. Also, 
bear in mind that shoes well shined wear longer than shoes 
left dirty. Thrift, thrift it is to keep shoes shined. These are 
days for thrift and shines. We've a fresh stock of blackings, 
cleaners and dressings, and of brushes, too. Please look 
them over. Ask the advice of our findings man. He can tell 


you how to keep your shoes shined, and save money. 
SPRINGTIME STORE 


Springy be Your Step 

Good friends and customers! Springtime greetings to you. 

Spring is the youthful season of the year. Blithesome is all 
Nature. May your step be light and your heart full of 
cheer. i 

We commend to you our new stock of rubber heels. A 
real Springtime remedy for that tired feeling are they. Put 
a pair of them onto your shoes. You will walk as a boy. 
Your morning jaunt to the shop will be full of cheer. 

Never mind the trolley cars these bright Spring days. 
Walk, and rejoice in the new season, its budding flowers and 
its balmy air. It is good to be out of doors again. 

Stop a moment at our store. Ask our findings man about 
our rubber heels. He will tell you they are as good a Spring 
tonic as money can buy. SPRINGTIME STORE. 


Springtime is Repair Time 

Good friends and customers! Good cheer to you this 
Springtime. It is repair time, too. Nature repairs the waste 
of Winter. 

Let us speak a seasonable word to you about the repair 
time of the shoe trade? Do not, we pray you, cast those 
Winter worn shoes into the dark corner of the closet, there 
to remain until chill Fall comes again. Fetch them to our 
repair department now. We'll fix them. at once, while the 
fixing is good. Then you may put them on trees, and let 
them remain during the Summer. They’ll be ready for you, 
as good as new when the cold weather comes again. 

To your Spring shoes, likewise, give heed. We will repair 
them promptly, and nicely. We will save shoe leather, and 
money, too, for you. } 
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We give you a most cordial invitation to inspect our repair 
department. Please do so, at your convenience. It will 
give you some idea of the task it is to make shoes, and, per- 
chance, you will gain some practical knowledge useful to you 


in selecting your next pair of shoes. 
SPRINGTIME STORE. 


Just a few suggestions are these for Springtime propaganda. 
Elaborate them as much as you will, Mr. Merchant. Re- 
member that the old-time almanac brought Spring business 
to the apothecary shop. It will likewise bring business to the 
modern shoe shop. 


Modern Method of Shoe Lace 
Merchandising 
One of the progressive shoe lace manufacturers has recently 
put on the market a new idea in selling laces, namely: a reel 
outfit or cabinet of shoe lace braid on reels. 


The cut shows the seven reels of braid of which the outfit 
consists.suspended from the box. These reels turn on an axle 


ye 
= 





which fits into a groove on the inside of the box and on 
which the reels turn as the laces are delivered to the cus- 
tomer in any length that he may desire. 

Almost every merchant has at one time or another entered 
a shoe store to purchase shoe laces only to find that he could 
not get anywhere near the length he wanted. 

The reel here shown does away with this inconvenience to 


the customer. A retail merchant can carry all lengths if 
he has a reel outfit. All he has to do is to measure off the 
length desired on the measuring device provided on the 
front of the case. 

This seems a good proposition for any merchant, as he can 
carry his laces in a small space. The investment is much less 
than that needed to carry the same assortment of boxed 
and banded laces. 

The reel outfit is inexpensive. A guaranteed tipper comes 
with the outfit—one that won’t break. The tips come in 
boxes, the braid in any color desired. 
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A Store in Utah 
Arranged in a Novel Way 
Golden Rule Merc. Co., 
of Ogden 
There is a reason— 
Shakespeare Chairs— 
Any arrangement. 


Each chair is a complete unit with two arms—to be placed singly, apart, from 
each other, or close together. We:recommend two to three inches apart giving 
each person ample arm rest. Shakespeare Chairs are as wide in the back as they 
are in the front. No other chair is made the same. There is a.reason. We have 
no traveling salesmen, but will be glad to mail free of charge our beautiful catalog 
No. 30 on request. 


THE C. F. STREIT MFG. CO. 


Sole Manufacturers 
1047 Kenner St., Cincinnati, O. 
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Profit from “Atmosphere” 


It’s a Practical Proposition, Not a Dream, and It Is Open to Every Shoe 
Merchant, Great and Small 


By EQUIPMENT EXPERT 


AKE the atmosphere of the store pay a profit. It’s 
not adream. It’s a substantial business proposition. 
. It’s present in every store. It is paying in many 


stores, both in reputation and sales. It’s no vision like 
that of getting gold from the sea. It’s a matter that is 





right at hand, as actual as the shoes on the shelves, or the 
findings in the show cases. 

Let’s consider it. In the first place, what is atmosphere? 
It is “the pervading influence, the moral environment,’ so 
Webster says. Samuel Shoemaker says it is the store’s repu- 
tation. Call it air, for atmosphere is air. Beau Brummel had 
an air about him. So does Hooligan, the hobo. We all know 
what that air means. We admire Beau Brummel. We keep 
away from Hooligan. Likewise is it with stores. We go to 
those whose air we like, and keep away from others. 

Now how do we make the atmosphere of the store? Largely 

through equipment. We fit the’ equipment to the occasion, 
as Beau Brummel fitted his apparel to the moment. But, 
says Samuel Shoemaker, ‘“‘we cannot change the equipment 
each day as Beau Brummel changed his clothes. Certainly 
Equipment is too expensive.” 
We prefer to think that equipment is the 
cheapest thing in the store. And we will add that it is the 
most profitable. How do we figure it? The first cost of 
equipment is considerable, we will allow. But figure its cost 
per day and it is small. Say the first cost of equipment is 
$3,000. For the 300 sales days of the year, it figures down to 
$10 aday. Say that it serves for ten years. Then the daily 
cost of equipment is so small that it is scarcely worth figuring. 
Hence equipment becomes the cheapest thing in the store. 

Now, how is it that equipment pays the biggest profits? 
“You can’t show me that it pays any profit at all,”’ says Sam- 
uel Shoemaker. ‘I don’t sell any equipment, except the few 


not. 
Is he right? 


91 


bits of old metal equipment that I sell to the junkman.” 
But we prefer to believe that the shoe merchant sells his 
equipment every day that his store is open and to every cus- 
tomer that comes into the store. He doesn’t sell the articles 
themselves, of course. But he sells their influence. It’s 
something like a lawyer giving advice. His client gets it, 
and pays for it. But the lawyer still hasit. Likewise the shoe 
merchant sells the atmosphere, or the prevading influence, of 
his equipment, and still has it. 

The shoe merchant himself gets the first profit from his 
equipment. He is pleased with it, like Beau Brummel with 
his clothes. He knows that he is correct. He has the spirit of 
assurance that impresses his customers. He convinces his 
customers that his store is right and that his shoes are correct. 
His personality goes a long way in promoting sales. . 

The store gets the big profit from equipment. A certain 
store has in its equipment all the elements of refinement. 
It is like a home which people are pleased to visit. A woman 
visited that store the other day, spent the morning in it, and 
bought $100 worth of shoes before she left. Also, she added 
that she would be back later. She stayed there, because the 





surroundings were pleasant. She wouldn’t have stayed there 
long enough to buy a single pair of shoes if the surroundings 
had been unpleasant. The atmosphere of the store was right. 
The equipment, the decorations, the manner of the clerks, the 
conveniences and the store service all combined to make an 
impression on the mind of the customer, the same as the 
appointments of a refined home make an impression on the 
mind of the visiting friend. Ususally, the visiting friend likes 
(Continued on page 97) 
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ih mOTeSs The buying of this and that preparation for polishing shoes 
}j Y eventually leads to a stock of “stuff” in the findings depart- 

ment which sooner or later must be charged off as unsalable. 
on Shoe Polishes On the contrary, to ‘confine one’s buying to a broad line like 
. Whittemore’s, complete in everything necessary for keeping 
shoes spick and span, is to have an assortment of polishes 
which years of public use have popularized and made 
steadily salable. In order to have a paying 
findings department it is necessary to be discrim- 
inating. A small section of the store stocked 
with a few recognized popular articles is 
more to be desired than great space 
filled with everything and not 
have big sales on anything. 
You can safely buy 
freely of Whittemore’s 
shoe polishes, for 
they sell 
freely. 






Dressings for All Leathers 
Dressings for All Weathers 








BOSTONIAN CREAM—tThe ideal cleaner for kid and Fcalf. 
You'll need a good stock of the brown for brown glazed§kid and 
mahogany calf—also the cordo-tan for cordovan leather. Then 
there’s the white Bostonian for all colors of glazed Russia calf, 
vici or dongola kid or patent leather—also light and dark] gray 
and any other color or shade. 


Whittemore Bros. Corp., Boston, an 


Ask your jobber salesman or write for complete catalogue 

















BUCKLES and SHOE ORNAMENTS 
ORIGINAL STYLES IN— 


Hand Engraved Aluminum, as illustrated. 
Imitation Beaded and Cut Steel, in one and two color 
effects. 
These are wanted goods, reasonably priced and ready 
for immediate shipment. 
Send for samples and prices. a 
403 BROOME STREET 





4103-B 


SCHIFF JEWELRY MFG. CO. NEW YORK, N. Y. 






























> 
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Federal Quality Spats 


“Better Made 
—Better Fit’’ 


In Kersey, Broadcloth and 
Felt 


All of Fashion’s Shades: Fawn, 
Taupe, Castor, Pearl, Brown, 
White and Black. 





Let us send you samples on approval. Semen upon oe 
Federal Overgaiter Co., Inc. — 
16-18-20 East 12th St., N. Y. C. Mustrated Here 
Exclusive Makers of 305 Kerse 
Fox 2-Ply Shoe Tongue Pads — Broadeloth 


Pat. Aug. 13, 1918 
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An Innovation in an Easter Window Trim 
Color Scheme of White and Purple 


HE Washington Street, Boston, home of Educator Shoes, 
Willson’s Shoe Shop, is displaying an Easter window 
trim which is an innovation. This idea was originated 

by Manager Harry R. Terhune, and was executed by H. M. 
Clasen, window trimmer for all of the Rice & Hutchins 
stores. Manager Terhune decided that he wanted a window 
trim which would be quite out of the ordinary, and the 
results are reproduced on this page. 

The color scheme is purple and white. Hats are intro- 
duced in combination with shoes which are appropriate to 
wear with a_ certain 
costume of which the 
millinery displayed is 
the crowning feature. 

A lady’s sport hat 
was selected. This is 
shown in connection 
with a pair of shoes 
which are adaptable 
for recreation.  Vic- 
tory red is the color of 
milady’s hat. 


A Symphony in 
Black and White 


The dress hat shown 
is of black trimmed 
with white to carry out 
the popular black and 
white color scheme. 
There is also a_ hat 
shown which is appro- 
priate for semi-dress or 
business purposes. 

In this window it will 
be noted that the full 
Louis heel is displayed 
very prominently. 
Gray shoes, tan shoes 
and black shoes in the 
new Spring oxford form 
an important part of 
the shoe _ showing.: 
Many sport models 
carry Cuban and mili- 
tary heels. 

Of leathers there are 
kid, calf and the ever popular patent. 


Window Attracts Many Customers 


This window is daily attracting the passersby in large 
numbers, who say, “I did not know that Willson’s Shoe 
Shop sold hats,”’ and on going into the store they are directed 
to the hat firm, in the same building, who has contributed its 
newest models for the proper association of millinery with the 
new shoe styles displayed. 

Manager Terhune is very keen on the demonstration of the 
proper relationship between the shoe and other parts of wear- 
ing apparel. His present display is only the introduction to 
the big style show. The presentation of the hat idea has 
proved so popular that he is shortly to present a model, 
showing the correct gowning effect with the shoes displayed. 





Willson’s Shoe Shop Features a Clever Easter Window Trim—Intro- 
ductory to a Bigger Style Event 
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He will also show a complete equipment of hat, suit and 
shoes, on a man model. 


Start Your Easter Window Display Now 


‘So much today depends upon advertising,” said Manager 
Terhune, “and as one of the best methods of advertising is 
the retail shoe merchant’s window, more than ever should the 
merchants of the country feature clever window displays. 

“The windows of a store are the barometers which tell the 
public the character of the stock which they may expect on 
your. shelves. It 
is necessary to have 
your shoes harmonize 
with the costume of the 
hour—stress this by 
the dressed model ef- 
fect. It is. not too 
early for every retail 
shoe merchant in the 
country to start an 
Easter window trim.” 


The Woman’s 
Store 


A Suggestion for the 
Feminine Trend of 
the Times 

To what extent will 
it profit merchants to 
equip and maintain 
the woman’s | store? 
That’s a timely ques- 
tion. Women are more 
active in affairs than 
ever. Millinery shoes 
for women are the acme 
of style. 

The woman’s shoe 
store we already have, 
it is true. But isn’t it a 
mannish store? Its 
equipment is like that 
of a store in which 
men’s shoes are sold. 
Its windows, its display 
stands and its store ar- 
rangement are like that of the men’s store. Now isn’t it pos- 
sible for some enterprising shoe person, perhaps a young woman 
who started in the store trade to help win the war, or for some 
young man with a genius for doing new things, to start a 
woman’s store, a typical woman’s store, a feminine store. 

Let the furnishing and the arrangement be as dainty as 
those of a boudoir. - Let the atmosphere be refined. Ban 
men from the premises. Let the clerks, the store manager 
and the janitor be women, and dress the little messenger girls 
as cupids if you wish. Make the colors bright and cheery. 
Show pretty shoes, and stockings, too. Surround the place 
with feminine charm. Introduce a bit of the practical stuff, 
the program for club meetings, if you wish, and a tea table, 
or a rest room, or any one of a dozen other ideas which appeal 
to women. 
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Henry C. Lytton & Sons (“‘The Hub’’), Chicago, Ill. 


AMERICAN INTERLOCKING SHOE 
STORE CHAIRS 
Please the customer because they are comfortable and 
pleasing to the eye. 
Please the Dealer because they increase the seating 
capacity of his store and are more durable and economi- 
cal than any other kind of Shoe Store Seating. 


AMERICAN SEATING (OMPANY 


1016 LYTTON BLDG. - CHICAGO, ILL. 








Detachable Rubber Heels 


are making thousands of new customers for shoe dealers 
who carry them. 
Are you getting your share? 
It’s the DETACHABLE feature that does it, together 
with the high grade rubber in the Heel. 
“‘U-Put-On” Heels are the findings sensation 
of a generation. 


Made in black, tan, gray and white to fit all sizes 
French, Louis and Cuban Heels. Retail at 
50c per pair with liberal trade discounts 

Ask your jobber, or address 


ROBERT E. MILLER, INC. 
Sole Manufacturers 
11-13 Broadway 
New York 








THEREJIS PROFIT 
IN THESE SPATS 


Smart Striking 
Patterns 

Neat Workmanship 

Excellent Fitting 
Quality 

Best of Felt and 
Kersey Cloth 


$10: to $30- 


PER DOZ. 


Castor Fawn Taupe _ Black 
White Brown Pearl Gray 
and 
BLACK SATIN 


A Sample Order Wi!l Demonstrate. 
Ladies’ 2-Ply Shoe Tongue Pads 


THE SIMON HALPERIN CO. 


121-123-125 W. 17th St. New York, N. Y. 











Indispensable Tool 
for Shoe Dealers 


———s 








ee UUNIVERSAL 
7” SHOE LACE TIPPER 


The “Universal” Shoe Lace Tipper replaces tips in- 
stantly by simply pressing the handles. Made of 
tempered steel—will not break. Highly polished and 


nickel-plated. 
GUARANTEED—We will replace any Faulty Tipper 
on receipt. Saves its cost on one busy day. 


Price by mail, postpaid, $1.25 each 


Shoe Lace Tips (black, brown or white), per box of 
500, 35c. 
Special discount to Jobbers. 


Send for catalog of Shoe Lasts & Stands, Mogle Jacks, 
Lap Lasts, Nail Cups, Heel Plates. etc. 


THE ROOT-HEATH MFG. CO. 


PLYMOUTH, OHIO, U.S. A. 
N. Y. Office, 90-92 W. Broadway, D. N. Winner, Mgr. 
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Kawnes 


Make — Windows Pay Your Rent 


More than 70,000 successful merchants now endorse the sales. pulling value of 
Kawneer Store Fronts. Many have obtained enough profit to pay their rent and more. 






Pin This Coupon to Your Letterhead BaF- 
Every Merchant Should Have These Valuable Books. 


Kawneer Mfg. Co. 


NILES, MICHIGAN 


7 
PTTL EAT UUW LAR 
ad 6 
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Your Most Profitable Sales Start 
At Your Show 


Windows 


Window sales cost less in ef- 
fort and time. Your goods 
will sell themselves — give 
them a chance. Proper dis- 
play windows are vital to 
your success whether you op- 
erate a large department store 
or a smaller specialty store. 
But you should have win- 
dows designed to fit the needs 
of your individual store. 


r 


A large number of Kawneer 
merchants say our fronts 
have brought from 


15% to 25% Increase 


in their sales. They will do 
as much or more for any 
wide-awake merchant. We 
would be glad of the chance 
to show you how a modern 
sales pulling KAWNEER 

FRONT will pull val- 7 
uable profits for Pa 


your store. / 
7 

Pas Kawneer 

7 Mfg. Co. 


ae 1113 Front St., 


7 NILES, MICH. 
7 ‘Send at once 
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“HUBTIP”*2 “ett tT” SHOE LACES 





“HUBTIP” Shoe Lace 
Wetstast ae clita Never Si 
X c 





APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
.. THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


COCRORRCCHRRCERCORROSECCCRRRGRERCOCCRORCRRRRRERRReRROT 





Women’s or Men’s Men’s Women’ s or Men’s 
27 in. per gro. Strings .. . .$2.20 36 in. per gro. Strings.... .$2.75 45 i in. per gro. Strings .. se 25 
Se ce i ile ” ose ee 54 65 
Men’s 63 in. per gro. Strings...4.05]  @ 4SSORTMENT CABINET |D ASSORTMENT CABINET 

72 4.45 36 pair 36 in 18 pair 36 in........... 
F ASSORTMENT CABINET] 24°“ 45 “........//S¢3.a0f 28 (40 ieee $3.20 
48 pair 36 i is * 64 ¢ 18 Ee on hwinnit 
me as} 88.00 Cee ee ede 18 “ 54 _ re 

seeeeeeees A ASSORTMENT CABINET 

E ASSORTMENT CABINET 36 pair 36 in........... ORDER A TRIAL CABINET 
36 pair 36 in........... - ” whe ce whsiatan $3.15 
+... $93.05) ig gg TT COUNTER DISPLAY EASEL 











FRANK W. WHITCHER CO0.--Mfrs.--Boston and Chicago, U.S. A. 


Make Every Shoe a Beautiful One 


Get’ rid of the wrinkles—show every shoe in your windows af the best! It is what 
your prospective customer sees on the outside that sells the shoes within. 


Seennauan 





in every shoe 


*. Ajusto” Bootleg Form “..7%,15 


—give your footwear that snappy, smooth, graceful look. 


This clever sales-making form is simply made and easily adjusted. The slide does the trick—it expands the form! Study 
the illustration here shown. It tells the story. Get Ajusto Forms in your shoes—get the shoes in your windows—gel the 
profit dollars in your cash drawer. 


Also form up your Spats with ‘‘Ajustos.”’ 
Order Ajustos today—the cost is trifling—$3.00 the dozen, f.o.b., Pittsburg. 
If your jobber cannot supply you, order direct. 


U. S. SPECIALTY MFG. CO. 


Model No. 2 for A and B Widths. Dept. A., Pittsburg, KANSAS 
Model No. 3 for C and D Widths. (And Remember It’s KANSAS) 








POGDOOLEROGDOOUODOQGECOOQUUGOGQCURGOCQOROQUCHOGOOQOGOQOPRREQRCROORREESS STUDY THIS 


OXFORD LACES ILLUSTRATION 


Silk and Mercerized 
Round and Small Tubular 


One Inch Flat and Three Eighths Tubular 


COLONIAL BUCKLES 
THE LINCOLN COMPANY 


The House Ahead 
1508 Washington Ave. St. Louis 


The Nathan Arch Sup- 

ives protection 
just where protection is 
need 


pone ms = el port t : ; 

weakened od code. 

Sells readily—Our 10 

day free demonstration 

oo is a splendid sales 
p. - 





Write us about it. 


NATHAN ANKLET 
SUPPORT CO. 


Dept. R. 
55 FIFTH AVE. 
NEW YORK CITY 
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PROFIT FROM “ATMOSPHERE” 


(Concluded from page 91) 
to return to the refined home. So did the customer of the 
refined store. 

Now we will venture the remark that the profit of that sale 


of $100 worth of shoes to the customer paid for the cost of the 








equipment for that day. And the shoe merchant still had his 
equipment; also the profit of the other sales that he made 
during the day. 

‘“‘An extreme case,’’ comments Samuel Shoemaker. ‘‘Hun- 
dred dollar customers are as rare as platinum and diamonds.”’ 
True enough, the illustration is extreme. But it takes ex- 
treme illustrations to emphasize the case. The principle 
is the same throughout the customers of the 50,000 stores of 
the land. Customers go to stores that are pleasant. They 
seek the right atmosphere in which to do their shopping. A 
person travelling along the road does not stop in a hot, sunny 
spot to rest. He goes along until he strikes an attractive spot. 
There he stops to rest. Likewise it is with shoppers. They 
journey on to the store that is attractive. They seek the 
atmosphere that appeals to them. Maybe only one in a 
million seeks the store whose atmosphere invites the hundred 
dollar sales. But the mass, nevertheless, go to the store of 
attractive equipment and of pleasing atmosphere, whether 
they have but $10 or but $1 to spend for shoes. 

Atmosphere is a compelling influence in selling shoes; also 
in pleasing customers. It is the medium that suggests to the 
customer that. “‘I will go there again.”’ It is the means of 
building up the steady sales. It is the strong support of sales- 
manship. It is the foundation for the reputation of the store. 
It is the investment that pays dividends every day and that 
increases in value day after day. With shoes at higher stand- 
ards, and higher values than ever, it becomes the practical 
task of every shoe merchant to enhance the value of the atmos- 
phere of his store and make it pay profits accordingly. 


A SUGGESTIVE DISPLAY OF SHOE POLISHES 
(Concluded from page 87) 

carry a two-way message—such a wording is apropos for this 

polish display. 

About 12 inches in front of this drop are placed, in step 
formation, full cartons of polish. The top boxes are piled 
high with their contents. 

As an added attraction in the center of each pyramid use a 
large hollow circle covered over with white muslin, stretched 
perfectly tight. Upon this flat boxes of polish are fastened 
with strong glue. Appropriate wording such as is suggested 
can be used in the center. An electric light bulb behind this 
will bring out this feature strongly. 

As a center piece, a cutout figure of a black ‘‘Hindu Slave” 
holding an urn of Spring flowers should cause notice. 
clothes of the figure are strongly colored. 

This cut can be purchased complete and ready to set in 





The - 
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your windows from a decorator’s supply house at a nominal 
cost and can be used in many different ways in many of your 
windows. 

The placing of the different kinds of shoe polishes, brushes, 
etc., upon the floor is left to your own initiative, as most 
every one can arrange this better to suit his individual tastes. 

But I wish to offer one other suggestion—“Don’t Crowd 
Your Displays.’ Quite often a wonderful background is 
ruined by the overcrowding of the merchandise in front of it. 





An Easily Adjusted Shoe Buckle 


A black japanned buckle, which on the shoe looks like a jet 
with beaded effect, is shown herewith. 

This is fitted with a device which renders it most easy of 
attachment. It will be noted that this is an adjustable 
device. When a woman gets tired of an effect in black and 





wishes to transfer to a gun metal, gold, or silver effect, she 
may easily do so by releasing the clamps. When her fancy 
prompts her to resume the wearing of a black beaded effect, 
she may again easily attach the original buckle. 

This is a creation of the Excelsior Belt & Buckle Co., New 


York City. 





Keep the Store Floors Shining 


Select the Brushes and Brooms with Care and Use 
Them with Skill 


In store equipment, put brushes and brooms in class A 
No. 1. They are a chief essential, absolutely necessary. Not 
a store can be run without them. 

The better the brushes and brooms, the better the store. 
That’s arule. But there are exceptions. Many a good store 
is getting along with poor brushes and brooms. That’s often 
because the boss hasn’t thought to get new and good ones. 

Different grades of brushes and brooms there are, just the 
same as there are different grades of boots and shoes. Some 
are of broom corn, some of horse hair, some of pig bristles, 
some of wire, some of Indian plantain, and some of a mixture. 
There are brushes and brooms for the sidewalk, for the store 
floor, for the stock room floor, for the stair treads, and for the 
basement. One broom won’t serve for them all and give the 
best results. Fit a brush or broom to the needs of the dif- 
ferent department of the store as you would fit a shoe to a 
foot. : : 

Also, keep in mind there are good sweepers and poor 
sweepers, just the same as there are good shoe fitters and poor 
shoe fitters. Insist that the floor boys sweep right. It is a 
part of their training. Many a big business man of these 
days started by sweeping the office floor right. Also, it is 
business, for a clean store is a healthful stdre, attractive to 
customers. 

Get some new brushes and brooms for 1919, and. make 
them sweep clean. 
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BE 
ADVERTISE 


QUALITY: 
SALABILITY: 


PACKAGE: 


WISE! 





YOURSELF, your BUSINESS, your STORE 


BY SELLING YOUR DRESSING WITH 


YOUR OWN FIRM NAME ON EACH PACKAGE 


SAME OLD BEST ‘‘GLYCEROLE”’ DRESSING 
OF S50 YEARS STANDING for BLACK SHOES 


EASY ow accounr or HIGH QUALITY, BEAUTY OF 
PACKAGE ano sexe NATIONALLY ADVERTISED 


MORE BEAUTIFUL THAN ANY OTHER 


SATISFACTORY (RETAILS FOR 25c.) 





PROFIT: 


SAMPLE FREE 


Send 10c in Stamps 
to Pay for 


TRANSPORTATION 














MADE BY 


RESTORFF & BETTMAN “or “JAPANOLE” Srtix* 
Established 1874 


New York: 79 Mercer St. 














Brown 


i = bs 
' ' F 


«JAPANOL 99 BLACK 


STAIN 
(The Wonderful Instantaneous Black Dye That Never Comes Off) 


MAKES COLORED Leather BLACK 
maxes BLACK Leather BLACKER 


4 ot., $2.00 adoz. $22.00a gross. Pints, $0.50 ea, Quarts, $0.90 ea. 


THERE IS ONLY ONE BEST 


Send us your order direct if your Jobber cannot supply you. We 
prepay charges but on CASH orders only. 


Restorff & Bettman, Mfrs. of “Glycerole” Dressing 
New York 79 Mercer Street Established 1874 


> is equal BLACK 
ou Dark Brown “‘Japanole”’ ‘cour stain 


Prices—4 oz., $2.00 doz.; Pints, $1.00 each; Quarts, $2.00 each 











& 





Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your application 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 


- §t., Boston, mass. 


Sanncenccsnecconcooncssncooncconcovcnsvonsccnccenncssncsoncconcgecseecnscccense 
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WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


WE HAVE THE MACHINE 








The illustrations above show but a few of the big range of ma 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata 
logue which we are glad to mail free <9 anybody who writes for it 


Théy cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Ouzs 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. ; 


We have customers everywhere, and we are iiot ashamed to 
have you ask any of them about us or our machines. 


Write us today for a catalog. 


UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS: 


















Seven Things 


That Increase 
Sales of Shoes 


Wizard National Advertising in Sat- 
urday Evening Post and Ladies’ 
Home Journal— 

Free Wizard “Ad-within-ad”’ Service 
for your store advertising. Electros 
furnished with fresh copy each week— 
Attractive Wizard cut-out window 
cards—free— 

Free Wizard Lantern Slides—people 
see them when their feet are tired— 
Free Wizard circulars to insert in 
your packages—people read them 
when their feet are tired— 

Free Wizard Course of training in 
orthopraxy of the foot— 

Wizard all leather adjustable foot 
appliances. 


The Wizard System of Foot Correction and Wizard training 
enable you to add a profitable department to your business. 
This department increases your sales of shoes, as well as pays a 
handsome profit in itself. It makes expert shoe fitters of your 


salesmen. The intimate service given your customers in your 
Wizard Foot Correction Department makes them refer to you as 
authority on shoe fitting and relieving of foot troubles. Write 


for particulars in regard to our training and sales helps. 


Wizard Foot Appliance Co., 
1668 Locust Street, 
St. Louis, Mo. 








The Wizard System of Foot Cor- 
rection employs all-leather appli- 
ances having overlapping pockets 
with pliable inserts. These enable 
you to give immediate relief to foot 
sufferers. The adjustment is gradu- 
al and the customer enjoys perfect 
comfort from the start. 
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«Mary Jane” Ankle Ties and Ankle Strap Pumps 
Are Not Subject to Every Style Breeze That Blows 
You always have these styles in demand and we always have them in 


stock. 
There is no good reason why sales should be lost on this type of mer- 


chandise. 
Consult our stock catalog No. 15 for complete information. 
(Welts and Turns in Stock) 


PATENT ANKLE STRAP, WELT 
6-8, $2.10; 814-11, $2.50; 1134-2, $2.90 
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ONE OF THE LEADING STYLES FROM 
OUR IN-STOCK DEPARTMENT 
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You can less afford now, more than 
_ ever before, to take chances with 
a line of shoes the quality of which is = 


uncertain. 


High Price Times create a bigger de- 
mand for shoes of acknowledged value. 


This is why MAYER HONORBILT 


SHOES are easy for you to sell; their 
quality is well and favorably known. 


F. Mayer Boot & Shoe Co. 


MILWAUKEE, WIS. 
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| For Boys and Little Men 













































































No. 15—Boys’ Tan Bal, Goodyear Welt, 
Leather Sole, West Point Toe, Sizes 1 to 6. 
$3.50 


Wiis 


1 
tm 
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| “HONEST WEAR IN EVERY PAIR” 
| 


MARSTON & BROOKS CO. 
HALLOWELL, MAINE 




























































































Send 
for 
Catalog 





1460 * 










Children’s Shoes are Sturdy myo for Play and Dressy Enough for Best. 
Promptness in Executing Rush Orders Means Lots to You. 


1460 (D Width) Patent 4 to 8, $2.45; 814 to 12, $2.75. 

IN 1461 (D Width) Dull 4 to 8, $2.45; 814 to 12, $2.75. Misses’ STOCK 
rae Girls’ Sizes, other Widths and Leathers, also Oxfords and Barefoot Sandals to 

irder. 

F40 Patent, 5 to 8, $2.80; 814 to 12, $3.20; 1214 to 2, $3.95. F4l Dull, 
5 to 8 $2.80; 8% to 12, $3.20; 12% to 2, $3.95. F43 Tan, 5 to 8, 
$3.20; 814 to 12, $3.65; 12% to 2, Not Stocked. Infants and Childs, C 
¥) and D Widths; Misses, D Widths Only. 


WILLIAMS, HOYT & CO., Rochester, N. Y. 
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IN-STOCK 


“<The Shoes You Order 
Are the Shoes You Get’’ 


Order Now for Easter 


This merchandise is well made and salable, of reliable 


materiasa—-HARNEY STANDARD throughout 


100—9 in. Pat. Lace Boot, Satin Twill Top, 18-8 Lea. Louis, B-C-D. 
101—9 in. Pat. Lace Boot, Mat Kid Top, 18-8 Lea. Louis, B-C-D. .. 
104— White Nubuck Ox.,.18-8 Lea. Louis (sprayed), B—C-D. . 


105— White Nubuck Ox., 14-8 Mil. (sprayed), B—C-D. 


106—Black Kid (Our Second-grade Stock), 18-8 Lea. Randi. B-C D 


107— Pat. Ox., Satin Quarter, 18-8 Lea. Louis, B-C-D. . 
108— White Fabric Ox., 14-8 Mil. (sprayed), A-D.... 
109—White Fabric Ox., 18-8 Lea. Louis (sprayed), A-D . 


. $5.60 


$5.75 


. $4.60 

.. $4.60 
. $4.00 
$4.75 
. $3.75 


~ Mat Kid Pump, 18-8 Lea. Louis (On Our New 4 in. V amp Last), 
$4 


a (4s illustrated) Pat. 1 » Pome, 18- 8 Lea. heute (On Our New 


4 in. Vamp Last), A-D... 
112— Mat Kid Pump, 18-8 Lea. Louis, A—D 
113—Pat. Pump, 18-8 Lea. Louis, A-D . 


114— White Fabric Pump, 18-8 Lea. Lewis lepreved), A- D 
115—(ds illustrated) Mat Kid Ox., 18-8 Lea. Louis, A-D .. 


116—Gun Metal Ox., 18-8 Lea. Louis, A-D. 
118—Pat. Ox., 18-8 Lea. Louis, A-D.. 


P. J. HARNEY SHOE CO. 


Factory :: :: :: :: Lynn, Massachusetts 
Boston In-Stock Ehepeetinnat 


78 Lincoln Street 


March 29, 1919 
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Styles in Lynn 


Lynn manufacturers are making and 
shipping shoes for the Easter trade as 
fast as they can. Yet it is doubtful if 
they will provide all the shoes that will 
be desired for the Easter trade. 

“One half of our business is on 
pumps,” says a firm making novelty 
shoes for the big city trade. “‘Patents, 
dull kid, and white are our best sellers.”’ 

“The bulk of our immediate business 
is on pumps,”’ says another firm making 
shoes for the big city trade. ““Two types 
we are selling, seamless pumps and co- 
lonial tongue pumps. They are of patent 
and dull kid leather.” 

‘Fall business looks very encourag- 
ing,’’ says a salesman home from the 
West. ‘Shoes will be from 15 to 50 
cents a pair higher. Our Western cus- 
tomers are buying shoes in anticipation 
of further advances. Our Eastern cus- 
tomers are holding back orders in hopes 
of getting lower prices.” 


Regarding Button Shoes 


A new last shows a longer toe and a 
higher heel than the present mode. 
One firm reports a considerable sale of 
button boots for Fall; another firm 
has sold none. Patterns show new 
curves. Some buyers are asking for 
whole quarter boots whose outline 
breaks the lines of length of the boot 
and makes it look shorter. 

A curious phase is the run on sizes. 
One firm is making No. 1 to No. 10 in 
length and in A to D widths for all sizes. 
That’s the biggest range of sizes known 
in Lynn. The firm gets an extra price 
for the big shoes. Several firms tell of a 
demand for the larger sizes, No. 8, No. 9 
and No. 10. One manufacturer makes 
mention of a run of No. 6 to No. 8 sizes 
last Fall that made him put in extra 
lasts, and led him to think that feet of 
women are getting larger. But this 
Spring he has an unusual run of sizes 
No. 2 to No. 6. He surmises that his 
customers sold out their small and medi- 
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News in Sins Markets 
and Merchandising 


ments in America’s Shoe Centers 
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Lynn 


um sizes and carried over their large 
sizes, and are now re-stocking on the 
small and medium sizes. 


Recorder Travelers Home 


Bert Blake, of the Watson Shoe Co., 
returned home last week, after touring 
Europe with the “Recorder” expedition, 
and Albert M. Creighton returned home 
this week, after a short visit in Europe. 

In Leicester, England, Mr. Blake and 
his fellow travelers met Arthur Caunt, 
of the former Joseph Caunt Co., of 
Lynn; Mr. Caunt is now manufacturing 
shoes in Leicester. He wished to be 
remembered to his American friends. 


Some Changes in Lynn 


The change from war to peace is 
causing some changes among Lynn en- 
terprises. The Phelans, who made shoes 


‘ in Lynn for fifty years and more, will 


cease manufacturing. Murphy, Gor- 
man & Waterhouse, a new firm, being 
made up of men connected with the 
Phelans, will naturally secure some of 
the Phelans’ business. This new firm 
will begin business in April. It is now 
fitting up 25,000 feet of space in the 
Vamp building. James Phelan & Sons 
made 3,500,000 pieces of army and 
navy equipment during the war, and 
employed 1,300 persons. They stopped 
manufacturing the day the armistice 
was signed. The Phelan factory has 
been leased. Mr. Murphy, head of the 
new firm, was superintendent of the 
Phelan factories. 


Made Millions of Pieces of Army 
Equipment 


Plant Bros. & Co., one of whose seven - 


factories is in the Vamp building, Lynn, 
announce they have completed their 
obligations to the government, and have 
resumed the manufacture of women’s 
footwear. They made 11,000,000 pieces 
of army equipment, of leather and fabric, 
during the war. 

J. S. Barnet & Sons, Lynn, tanners of 
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calf leather, are now producing several 
varieties of colors of calf leather, a 
change from wartime conditions, when 
they were held down to one shade of 
brown. Yet they are unable to secure 
any fine Paris city calfskins from France. 
Capt. Carl Barnet and Frederick Barnet 
have both returned from the army and 
have resumed their duties with the com- 
pany. H. J. Barnet, secretary of the 
company, is on a trip across the conti- 
nent. 
May Fly Home 


Frank E. Wright, of Wright & Wright, 
tanners, Peabody, has gone to Cuba on 
a business trip. Conditions are dis- 
turbed in Cuba, and the transportation 
system is out of tune. If Mr. Wright 
gets stuck in Cuba for want of transpor- 
tation, a flying machine will be sent 
from the coast of Florida to bring him 
back to the United States. 


Advocates a Tariff 


William Armstrong, of the Armstrong 
Leather Mart, of Salem, a keen student 
of trade conditions, advocates a tariff of 
10 per cent on leather and of 15 per 
cent on shoes. He says that the next 
tariff bill will provide for a tariff on 
hides, and that if there’s a tariff on 
hides and none on shoes and leather, 
there will be some kibosh on the shoe 
and leather business. 


Longer and Higher 


A new last has a vamp 4 1-2 inches 
long, which is half an inch longer than 
the average long vamp, and a heel 20-8 
high, which is 2-8 higher than an ex- 
tremely high heel. It is from the 
factory of Goodwin Bros. It is, by the 
way, a combination last, which may 
be used for boots, oxfords or pumps. 


A Three and One-Half Inch Tongue 
and a Strap, Too 

A pump, a la Francaise, has a vamp 

four inches long, surmounted by a tongue 

3% inches long. The tongue is crossed 
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NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Av., St. Louis, Mo. 











The House of Service 
Novelty Footwear 


IN STOCK 
POOR In Narrow Widths 


VINSONHALER SHOE CO., 
1311 Washingten Ave., St. Louis 














Su0e @. 


WOMENS SHOE SPECIALTIES 
1508 WASHINGTON AVE 


St. Louis.Me 


Novelties in Stock 
For At Once Shipment 








The Easiest Selling House Shoes 


9 
Large Welts 
veqiat cad 
Steck Turns 


vas COMFORT “= 
Lane Brothers Co. jen. ave. Boston 














1i6 eb Senaee. New York. 





The Line of 100 Styles 
of Comfort Shoes 


ay Oxfords -— Bals 


Gored @ Front cone — 
Princesses—Sandals, etc. 
Women's Flexible Welts 
and MeKays, aad Warm 
Lined — Men's Siippers 
TIMSON BROS,, Ine, 
Besten, Mass. 

















: Americas foremost 
| FELT SLIPPER 


oLine 
. 


3 BLUM SHOE MFG C2 








aw Danégville. N-Y. 
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by a single strap, in which respect it is 
like the one-strap pump. But this strap 
is carried along the quarter of the 
pumps all the way round the heel. The 
pump is of patent leather throughout. 
This style is from the Travers Shoe Co. 


Pumps and Button Boots 


Lee Briggs, of Rogers & Briggs, home 
from a Western trip, tells of a rising 
tide of shoe sales. He notes a demand 
for button boots, with patent vamps 
and buck tops of beaver and gray shades, 
with buttons to match. These boots 
are 81% inches high, which is a new 
measurement. His immediate sales are 
on seamless and high heel colonial 
pumps, of patent and dull kid leather. 


Whole Quarter Boots 


Some buyers are calling for whole 
quarter boots. It’s a style that makes 
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the foot look shorter. But the whole 
quarter pattern is a large area pattern. 
If the quarter is cut from-a large area 
skin, like a piece of buck or glazed cow- 
hide, the cost of it is normal. But if 
the large area pattern is cut from a small 
area skin, like a fine kid skin, the cost is 
above normal. That is because of the 
big wastage of stock that takes place 
when large area patterns are cut from 
small area skins. 
Sheep Linings for Pumps 

A Lynn manufacturer is using white 
alum tanned sheepskins for quarter 
linings of his pumps. He considers 
such stock makes the best sort of linings. 
Chrome tanned sheepskins are not quite 
as serviceable, he says. During the war 
there was an effort to forbid the use of 
sheepskins for linings, but manufactur- 
ers are now free to go the limit in using 
sheepskins for linings. 


Philadelphia 


The shoe merchant has one advantage 
in his relation to the clothier which is 
not reciprocal. He cashes in on the 
other’s advertising and selling efforts. 

The past week has furnished a strik- 
ing example of this in Philadelphia. All 
the shops, the city over, which sell men’s 
and women’s apparel, are now adver- 
tising their Spring styles heavily. Palm 
Sunday, which a few years ago sup- 
planted Easter for the public parade of 
new clothes, is now a hopelessly late 
date for this event. 

No doubt the end of the war has some- 
thing to do with it, but whether it has or 
not, the fact remains that clothing sales 
have been large, and as shoes are a 
necessary part of the Spring outfit, the 
trade has experienced somewhat heav- 
ier business than was expected so early 
in the season. It has cashed in on the 
clothier’s advertising. 


Deliveries a Vital Issue 


In view of the inability of the manu- 
facturers to get all the leather they 
would like to have, it looks as though 
deliveries are going to be a vital issue 
with the Philadelphia trade before 
many months. 


What the Soldiers Want 


Troops from Philadelphia are return- 
ing in constantly increasing numbers, 
and by now the stores of the city have 
all had sufficient experience in fitting 
them out to know just about what they 
want. The predominating preference 
seems to be for a modified army type of 


footwear. 


Merchants say that they have great 
difficulty in selling the mustered out 
men anything in the way of extreme 
styles. They will not have the pointed 
toes, though they do not want the 
rather clumsy looking army toe. And 
already their influence is making itself 
felt in the general demand of men. 

For Fall, the trade is increasing its 
percentage allotments to tans, browns 
and mahoganies. Merchants say they 
are buying fewer blacks. 


Camden Superintendent Changes 

Harry Maloy, formerly superintend- 
ent of the Camden factory of the Ferris 
Shoe Company, has severed his connec- 
tion with that corporation. He will 
join the Donald Shoe Company of this 
city. 

Sidney Alkus has announced the dis- 
solution of the firm of the Stern Broth- 
ers’ Leather Company and the retire- 
ment of Joseph J. Stern. Mr. Alkus, 
however, will continue the business in 
upper leather remnants and finishing 
upper leather tear-offs, under the same 
name, and at the same address, 211 
North Third Street. 


Retail Merchants Firm on Style 
Program 

Again efforts on the part of certain 
manufacturers to sell women’s boots 
designed in violation of the style pro- 
gram have been reported. This time 
salesmen have appeared in Philadelphia 
with such lines. Diligent inquiry, how- 
ever, has failed to reveal that they 
received a single order in this city for 
such goods, and it would appear that 
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they secured very little business of any 
kind from any merchants to whom they 
submitted their “‘outlaw’’ styles. Seem- 
ingly they caught the idea of the Phila- 





Cc. E. KEARNS 
Treasurer and Chairman Finance 


Committee of the Convention 
Committee at Johnstown 


delphia trade before they had tried it 
many times, for a number of merchants 
report that although they had calls 


from the representatives of the manu- 
facturers in question no offerings of 
this nature were laid before them. 

The Philadelphia trade has always 
been strongly back of the N. S. R. A., 
and the election of A. H. Geuting to its 


_presidency unquestionably has strength- 


ened this support. 

Mr. Geuting’s decided views on the 
retail merchants’ position as the logical 
selector of styles are well known, and 
find strong favor among the Philadel- 
phia merchants. And the manufacturer 
who tries to sell them styles other than 
those to which they have given their 
O. K. finds it very difficult to create a 
demand for his lines in this city. 


Philadelphians on N. S. R. A. 


Committees 


A review of the committee list of the 
National Association for 1919 shows a 
number of Philadelphians appointed. 
A. C. McGowin, of course, is a member 
of the executive committee, and also a 
member of the arbitration committee. 

M. G. Harper represents this city on 
the finance committee, and W. A. Geut- 
ing on the style committee. 

The committee list as a whole has 
excited very favorable sentiment in the 
trade here, and~ President Geuting’s 
administration should not suffer as a 
result of the broad-minded manner in 
which the appointments were made. 


Rochester | 


Sherwood Employees Hold Smoker 


The Athletic and Recreation Associa- 
tion of the Sherwood Shoe Company 
held its annual smoker in the factory 
assembly hall last Friday evening. En- 
tertainment was furnished by the Knox 
Harmony Four. Lester A. Stangor 
gave ragtime piano selections and Paul 
Stangor an act of legerdemain and 
spiritualism. Boxing bouts were staged: 
Brown vs. Lown, Nolan vs. Kaufman, 
Scartina vs. Nobile, Christie vs. Morri- 
son. Buffet lunch was served by the 
stewards, F. Claudius, A. Smith, J. 
Rayner and J. Bogner. 


Merchants Celebrate Deliverance 
from Floods 


Never again will the Genesee River go 
on an annual Spring rampage and over- 
flow its banks to flood West Side shoe 
and other merchants, for the deepening 
of the river channel is now completed 
and West Side merchants are celebrat- 
ing the anniversary of the great floods 
of March, 1865 and 1911, with gala 
poster announcements showing the cat- 


astrophies of the past which will never 
be repeated. 


Weekly Luncheon of Local Shoe 
Merchants 


At the weekly luncheon of the Roch- 
ester Retail Shoe Dealers’ Association, 
President Wm. Pidgeon introduced A. 
J. McLeod, secretary of the Retail 
Council of the Chamber of Commerce, 
who spoke briefly on the value of co- 
operation in business and pledged the 
support of the council in assisting the 
Rochester association to bring the July 
convention of the New York State 
Association to Rochester. 


In order that the efforts of all the. 


organizations which are working for 
Rochester as the first meeting place of 
the New York Association shall be 
properly co-ordinated, President Pidg- 
eon appointed a committee to meet with 
representatives of the Rochester Associ- 
ation of Traveling Shoe Salesmen, the 
Retailers’ Council and the Shoe Manu- 
facturers’ Association on Tuesday last, 
at the Chamber of Commerce. The 
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FOOTWEAR THAT APPEALS 
TO THE FEMININE FANCY 


We make a complete line of 
Women’s Medium and High- 
Grade Welts 
IDEAL VOGUE SHOE CO. 
HAVERHILL, MASS. 
Boston Office, 207 Essex St., Room 218 


Bluestein 


WOMEN'S sslell SHOES IN STOCK 


173 SUMMER STREET 
BOSTON, MASS. 


yom = ~ 
Fo 4 £ C \/ ff \ 4 > 
(OESANS 

> RUBBER TOE-SANdals 
For Modern Footwear 

The Molded heel strap is 

strong elastic 
WM. SUMNER ~ co. 
Sales Age 


CHICAGO 
























NEW YORK 











Childreris Shoes 












MONITOR SHOE CO. - 
66- 


68 Reade St. 
New York, - - N. ¥.- 


MONITOR 


" SCHOOL 
SHO! 
















SOFT SOLES 
A Wonderful Line for the Whole- 
- saler All leather lines 
From 65.6 — prices 
rom upwards 
Also aline of Padies" 
Pump Straps in all 
styles and ye 1 
Piece and 2 
bec. tad Mogerden doz. 
‘NU BABY SHOE CO.., East Lynn, Mass. 












Tredlite Steppers 


for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 
HenryKleine& Ce. 


Chicage 
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JOHN RPHY 


<t/ SHOE 


NEW YORK OFFICES 


OFFICE ano FACTORY 
nawar AEOLIAN BUILDING 
us 33-38 w a2"? St. 
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SHOE 
MPSON BROS. IN 


MEN'S FINE KTON ~~ 




















Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 


SHOES 
BROCKTON, 
MASS. 























Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y 


THE 


‘Veltdelon 
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IS AT YOUR SERVICE 


THE STETSON SHOE COIN) 
SoutwH WEYMOUTH,MASS. 
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“ae 
NEWBURYPORT, MASS. 


STYLE and SERVICE 
in SHOES for MEN 


E.S. TORREY ace 
BOSTON, MASS. BUILDING 
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BOOT AND SHOE RECORDER 


members of this committee are: Harry 
Phelan, John Leader, Fred Myers, O. K. 
Johnston and Wm. Pidgeon. 


J. G. Menihan on Manufacturers’ 
Council 

At the last meeting of the Manufac- 
turers’ Council of the Chamber of 
Commerce, J. G. Menihan, of the Meni- 
han Shoe Company, was elected a 
member of the executive committee of 
the Manufacturers’ Council, which, in 
co-operation with other organizations, 
has been working to prevent the passage 
of new industrial legislation during war 
times. 
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Among the matters which are being 
considered by the council are the health 
insurance bill, occupational disease bill, 
sickness prevention bill and the bill 
prescribing the personnel of the State 
Industrial Commission, which provides 
that two members shall be employers 


of labor, two members employees or 
representatives of labor, and one 
neutral. 


The Manufacturers’ Council also 
strongly backs any suggestion toward 
hearings of the Industrial Commission 
and to interest manufacturers elsewhere 
in those hearings. 


Denver 


Spring-like weather is on in earnest 
here at this time and it is starting the 
call at the shoe stores for Spring foot- 
wear. The different stores that have 
been conducting clearance sales are 
winding them up and are getting in 
Spring stocks with a view toward doing 
a record business. 


High Prices Will Continue 


E. R. Carey of the Joseph P. Dunn 
Shoe and Leather Company of this 
city says prices will come down slowly. 
“The work of reconstruction is to be- 
gin,” he says. “Strictly speaking it is 
already under way. America is surely 
on the threshold of a vastly larger export 
business than ever before. The world 
is ready to buy. And to whom will it 
turn for its supplies? To the United 
States, of course. The world needs just 
exactly those things that you and I need. 
Now let’s stop and figure that out. It 
means that with the other countries 
needing and demanding those goods and 
willing to pay almost any price to get 
them, we ourselves must pay that price 
if we are to get our share. But what 
about the business of those countries 
themselves? They, too, will make 
every effort to re-establish themselves 
on a commercial basis. They will buy 
not only finished articles from us, but 
will be asking for the raw materials 
themselves, which they, in their present 
circumstances, are unable to produce. 
So there we have a drain on our raw 
materials as well, tending to keep prices 
up here. 

“And so we could go on with reason 
after reason, every one a real economi¢é 
reason, but with stocks of nearly all 
kinds of goods depleted throughout 
a great portion of the civilized world, 
with the necessity of furnishing food 
and rebuilding supplies in such vast 
quantities to other nations, I think it 


can readily be seen that the return to 
lower prices will be slow, and prices for 
a time will continue on practically a 
war basis.”’ 

Joseph P. Dunn, head of the firm, left 
last week for a vacation trip to Los 
Angeles, California. 


Denver Merchants Advertise 


The shoe merchants of this city cer- 
tainly believe in advertising. A glance 
at the local papers from day to day 
proves the fact that the shoe men do 
just about as much advertising as any 
other line of business. The shoe mer- 
chants of Denver not only use large 
display ads, but they arrange those 
same ads in a very attractive manner. 
Among the large advertisers from the 
ranks of the shoe merchants during the 
past week were the Florsheim Shoe Store, 
of which M. B. Wise, Jr., is manager; 
the Cross Boot Shop, Brady’s Booterie, 
Broadhurst-Young, Johnston’s Shoe 
Store, and the Fontius Shoe Company. 
Aside from the exclusive shoe firms men- 
tioned, the shoe departments of the big 
dry goods stores have also been fea- 
tured in the concerns advertising con- 
siderably during the week. 


Convention Held In Denver 


Recently the Colorado Clothiers’ 
Association held its Fourth Annual 
Convention in this city. At one ses- 
sion of the affair the question was asked, 
“How many of you men sell shoes?” 
and practically every hand in the room 
went up. Therefore, it might be well 
to tell briefly what was accomplished 
at the convention. 

A number of fine addresses were given 
and matters having to do with present 
day business were discussed. 

It seemed to be the opinion of those 
present as well as of the speakers that 
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present prices on all lines of clothing and 
shoes would not come down until Fall 
anyway. The merchants were advised 
to get busy and sell what they had on 
hand while the prices stayed where they 
are now. Those attending the conven- 
tion were also advised to do everything 
possible to aid the returning soldiers and 
give the soldier preference in handing 
out positions. 

The convention in a resolution went 
on record as opposing the trade accept- 
ance. A goodly number of the members 
of the clothiers’ association are also 
members of the Rocky Mountain Shoe 
Dealers’ Association. 


Making Plans for Dress-Up Week 


The shoe merchants of this city plan 
to observe the National Dress-Up Week, 
which comes next month. Word also 
comes from Colorado Springs that the 
week will be celebrated there by the 
shoe merchants. Plans, in fact, there 


are even farther advanced than they are 
here. The week will be kept by store 
and window decoration to suit the occa- 
sion, by newspaper advertising and the 
like. The shoe merchants feel that the 
Dress-Up Week will be well worth 
observing. 


Denver Happenings 


The Budd Shoe Store, this city, last 
week received over a thousand pair of 
shoes from the Budd store in Lincoln, 
Neb., which is being closed out. 

W. A. Anderson of the Penn Leather 
Company, Philadelphia, was a recent 
trade visitor in this city. Another visi- 
tor from the same city was Mr. Laing, 
of Laing, Harrar & Chamberlin. 

Among the out-of-town shoe men who 
visited Denver during the past week 
were A. C. Draper of La Junta, Colo., 
and E. J. Clark, Trinidad, Colo. Both 
men reported business good in their 


- part of the State. 


an Francisco 


The retail shoe merchants of San 
Francisco have just closed an extremely 
satisfactory sales period, and with the 
exception of the usual lull which follows, 
they are looking forward to one of the 
best years in the history of the trade. 
The continued high prices do not seem 
to reduce the volume of sales to any 
extent; in fact, the demand for the 
better class of goods appears to be in 
the ascendency. Pumps and buckles, 
satin slippers and oxfords continue their 
popularity and the sale of sport oxfords 
is very brisk. 


State Convention June 10-11 


The San Francisco merchants are 
greatly interested in the Annual State 
Shoe Men’s Convention, which is to 
be held in San Jose at the Hotel Mont- 
gomery on the 10th and 11th of June. 
The manufacturers will be requested to 
exhibit and the trade has been asked to 
co-operate to the greatest possible 
extent in order to make the convention 
a worth-while affair. Invitations have 
already been sent by the Program 
Committee to men who are generally 
interested, and Hiram Johnson is 
among those who have consented to 
speak at the meeting. An invitation is 
also being sent to A. H. Geuting, 
president of the National Shoe Re- 
tailers’ Association, to give a talk on 
timely subjects. Frank Werner, presi- 
dent of the California Retailers’ Associ- 
ation, has been appointed general 
chairman; A Katchinski, of the Phila- 
delphia Shoe Company, will have 


charge of the Program Committee; the 
chairman of the Exhibit Committee is 
J. Reedy of the Emporium and Mr. Hoff 
of Hoff & Kayser of San Jose has been 
placed at the head of the Entertain- 
ment Committee. It is the intention of 


the Program Committee to secure 


experts in the various lines of the shoe 
business, who will speak on these sub- 
jects for the benefit of the assembled 
dealers. 


San Jose Merchants to Entertain 


The San Jose merchants are busy 
with plans for the entertainment of the 
visiting members of the association, 
and they have promised that there will 
be no lack of cheer and good fellowship 
when the representatives of the shoe 
interests gather in the Valley City. 


Emporium Shoe Department 
Doings 


Harry Grossman of the Emporium 
shoe department is expected back in 
the near future from an Eastern buying 
trip. T. E. Mays has just returned 
from a month’s vacation and says he 
is glad to be back on the job. The 
policy of co-operation is being tried out 
with the employees of the department, 
and, according to the weekly house 
organ of the store, the get-together- 
meetings, held for the purpose of 
mutual advancement of those connected 
with the boot and shoe interests, have 
been voted a huge success. It is the 
intention of the members to meet at 
occasional dinners down town and in 
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the Summer months to have social 
gatherings in the form of hikes, picnics, 
launch rides and other outdoor activi- 
ties. 

According to one of the members of 
the Emporium staff, there is difficulty 
in securing a sufficient stock of steel 
buckles, so great is the demand for 
these articles at the present time. 
Buckles of other materials are going 
very well also, there being a good run 
on the jet line of colonial type. 


Local Association Elects Officers 


A dinner-meeting of the new Retail 
Shoe Dealers’ Association of San Fran- 
cisco was held recently at the Stewart 
Hotel, the following officers being 
elected for the coming term: A. L. 
Block of Block & Levy, president; 
R. H. Hibbard of the Regal Shoe Com- 
pany, first vice-president; H. J. Peters, 
second vice-president; H. M. Heim, 
secretary-treasurer. The Board of 
Directors is composed of J. F. Reedy 
of the Emporium; Frank Werner of the 
Walkover Shoe Company; Max Som- 
mer of Sommer & Kaufmann; Mr. 
Frankel of Rosenthal’s and E. E. 
Schaefer of the Florsheim, Schaefer 
Shoe Company. About twenty-four 
members were present at the meeting, 
practically every down town house 
being represented. 


New Store at Oakland Successful 


According to reports from head- 
quarters, the new store of the Phila- 
delphia Shoe Company, recently opened 
in Oakland, Cal., has surpassed all 
expectations in the matter of business, 
and all indications point to a successful 
career for the new establishment. 


A Selling-out Sale 


The Royal Shoe Company of San 
Francisco, due to-an expiration of the 
lease on their location at 786 Market 
Street, have announced a selling-out 
sale which will be conducted until the 
latter part of June or the first part of 


The manufacturers and jobbers in 
this territory report business well ahead 
of the even date a year ago, and indi- 
cations are favorable that the gain will 
continue. The tendency on the part of 
buyers to keep near shore under the 
impression that prices will ease off is 
still in evidence, but if orders lack size 
they make it up in the frequency of 
ordering. In the retail trade the open 
Winter has stimulated the demand for 
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July. According to present plans the 
company will operate the one store at 
923 Market Street in the future. Geo. 
McKay, formerly with the Philadelphia 
Shoe Company, has been appointed the 
new manager of the Royal interests. 


Visitors and Other Items of Interest 


Wm. C. King of Petaluma, Cal., 
P. F. Duff of Taft, Cal., and F. A. 
Montgomery and R. C. Moody of 
Santa Rosa, Cal., were recent visitors 
in San Francisco. 

Articles of incorporation have been 
filed for a shoe manufacturing concern 
called the Luther J. Evans Co. of Napa, 
Cal., capitalized for $75,000. The 
directors of the company are L. J. and 
L. M. Evans and P. S. King. 

A petition for an order of dissolution 
of the Philadelphia Shoe Company of 
San Jose, Cal., has been filed in the 
Superior Court. The directors of the 
company are given as: Bernard Katch- 
insky, Dora Katchinski, Helen Bres- 
lauer, M. E. Gluckman and N. A. 
Eisner. 

Ward L. Pelton, a shoe merchant of 
Oakland, Cal., passed away the latter 
part of February. 

Sam Fechheimer of Krohn, Fech- 
heimer & Co., of Cincinnati, O., was in 
San Francisco recently on his first visit 
to the Coast. Mr. Fechheimer spoke 
enthusiastically of California and the 
opportunities in the West. 

Beginning the 10th of March, the 
retail shoe stores in the Mission district 
close their doors at 6 o’clock on week 
days with the exception of Saturdays, 
when they will remain open until 10 
P. M. 

Max Sommer of Sommer & Kauf- 
mann, San Francisco, has been spending 
a few weeks in Southern California, as 
a relief from his many duties in this city. 

Max Streicher stopped in San Fran- 
cisco for a brief “Hello” to the trade on 
his return to his home in San Diego 
from the East. He has been purchasing 
stock for the new store which is to 
be opened soon in San Diego. 


Grand Rapids 


oxfords and the trade in these is two 
or three weeks ahead of normal. The 
trade is supplying blacks and browns, 
but will have the lighter shades for 
Easter and after. 


Returning Soldiers Favor Semi- 
Dress Shoes 

The Rindge-Kalmbach-Logie Com- 

pany has just completed its war order 

for 50,000 Army shoes and is rapidly 
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getting back to peace production, with 
increased capacity. The company has 
added the Munson last to its regular 
line and the demand for them is very 
good. A new pattern is a medium 
broad toe between an English walking 
and a Munson last, semi-dress, and this 
is meeting with _ excellent success, 
especially from the returning soldiers 
who have acquired a fondness for the 
wider shoe. The travelers are all out 
and favorable returns are being received 
from them. 


The Elliott Machinery Co. on Peace 
Production 


The Elliott Machinery Company is 
now located in the Ranniville building 
with a small working force. The com- 
pany had considerable war work last 
year but is now back on peace pro- 
duction. There are evidences of a 
return of the button shoe to favor and 
another year the company is hoping 
that business in its line will get back to 
more like the normal. 


Add Four Salesmen 


The Herold-Bertsch Company moved 
into the six-story building + formerly 
used by the Elliott Machinery Company 
last Fall and installed much new equip- 
ment, materially increasing capacity. 
Four salesmen have been added to the 
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staff and the increased capacity has 
already been taken up. The company 
has shortened its line to a considerable 
extent, with a view to increased pro- 
duction of a reduced number of pat- 
terns, and the policy is proving a 
success. The line is a staple shoe of the 
working type. 

Ferdinand Reichel of the Herold- 
Bertsch Company is spending the 
Winter in California, the first vacation 
he has taken in twenty years. 


Hirth-Krause Welcoming Boys 
Home 

The Hirth-Krause Company had 
thirty-seven of its employees in the 
service, and are putting them back to 
work as rapidly as they return. The 
factory and tannery at Rockford are 
both working to capacity and the pro- 
duction is considerably ahead of last 
year. 

Up to the Government 


The last shipment of 1,500 pairs of 
shoes on its Army contract made by 
the Rindge-Kalmbach Logie Company 
was destroyed in a fire that burned 
the interurban freight car taking the 
goods to Grand Haven for shipment 
across the lake. The goods had been 
accepted before leaving the factory and 
the Government will undoubtedly adjust 
the loss. 


Cincinnati 


More or less inactivity in the retail 
trade during the past week has been the 
prevailing condition. Merchants in 
ladies’ lines say that they are selling a 
normal volume of footwear in oxfords 
and pumps for this time of the season; 
that the amount of business done is all 
that could be expected. The merchants 
here have been taking advantage of this 
quiet spell and have utilized their time 
to the best by making a clean-up week 
ofit. They are overhauling their stocks, 
painting up their woodwork and fur- 
niture, making their carton labels uni- 
form throughout and in general pre- 
paring for the active Spring season. 


Traveling Salesmen Now in 
Territories 


The traveling salesmen from this 
market on the whole have gotten into 
their territories from three to four 
weeks later this season. Most of them 
had expected to be out by March 15, but 
conditions panned out in such manner 
that the local manufacturers deemed it 
more advisable to wait a couple of weeks 
longer before sending their men out. 
The buying hesitancy which seemed 


most apparent in the earlier days of 
the season is not quite so evident now 
that the question ‘““‘To Buy or Not to 
Buy” has been so thoroughly and co- 
herently analyzed for the retail mer- 
chant. He has more confidence and as a 
result the season now bids fair to be a 
large and successful one. 


Visitors in Cincinnati 


Harry Meyers, prominent dealer of 
Chicago, and G. R. VanMeter, for- 
merly manager of the Gibson Boot Shop 
and now temporarily associated with 
Meyers in Chicago, were both in this 
city this week. Mr. VanMeter was in 
the city in the interest of his new store 
which he will open up on Vine Street 
about the middle of June. 

Other visitors this week were A. F. 
Sloane and W. S. Dole, manager of 
Sloane’s Shoe Store, Oxford, Ohio. 
Mr. Sloane was passing through the 
city on his way to Johnstown, Pa. He 
had been at his home in Oxford for a short 
rest after attending three strenuous 
State conventions. In commenting on 
the vast amount of real business done 
at the conventions this year as against 
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those of last, Mr. Sloane compared 
them as high class vaudeville against a 
circus. He said, “‘We are having real 
conventions now that we have adopted 
the round-table method.” 

Visitors at the factory recently in- 
cluded Mr. McHugh of Friedman 
Spring Dry Goods Company, Grand 
Rapids, and Samuel Brett, of Brett’s 
Shoe Store, Altoona, Pa. 


News from the Julian & Kokenge 
Company 

Recent visitors at the Julian & 
Kokenge Co. factory are Mr. Bumgar- 
ner, of the Park Wood Bootery, Parkers- 
burg, W. Va., Mr. Sutton, of Sutton & 
McBee, Mt. Vernon, Ky., and Max 
Stein, of W. H. Hirschburg Co., New- 
ark, N. J. 

The J. & K. sales force expects to be in 
the field for business by the first of April. 

Among the activities of the employees 
of the Julian & Kokenge Company is 
the adoption of twelve French orphans. 
This was made possible by simply en- 
couraging every one in the factory to 
save their pennies. Penny boxes were 
placed in all the departments of the 
factory and the contributions grew. 
They expect to adopt three more within 
the near future. 


A. G. Kramer as Window Trimmer 


A. G. Kramer, of the Stetson Boot 
Shop, expects to go with C. E. Marsh, 
Inc., Buffalo, as a window trimmer, in 
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the near future. Kramer has been with 
the Stetson Shop only a short time, he 
formerly having been an assistant buyer 
at Potter’s Shoe Store. 


Back from France 


Corp. Ira H. Tudor, recently back from 
France, is now again associated with 





CORP. IRA H. TUDOR 


the Gibson Boot Shop, where he made 
many friends in the shoe trade prior to 
going into the army. 


Columbus 


Salesmen for all the Columbus manu- 
facturers are out with their samples, 
but have not been out long enough to 
determine whether there has been any 
important change in the attitude of the 
retail merchants towards buying of Fall 
goods. 

Local factories are working on Spring 
and Summer goods, and have enough 
orders ahead to keep them busy, until 
the time of making up goods for Fall. 

The chiropody department of the A. 
E. Pitts Co. has been enlarged to about 
twice its former size, in order to take 
care of the increased patronage, and 
allow for the installation of several new 
instruments. Doctor Charles Spatz, 
who is in charge of this department, is a 
graduate doctor, and has found that it 
would better facilitate his work to use 
an X-ray, which he has contracted for, 
and which will shortly be installed. 
This is one of the most complete depart- 
ments of its kind in the middle West and 
has been one of the best advertisements 
for the Pitts Co. that could be had. 


Any individual is free to consult with 
Doctor Spatz regarding his foot troubles, 
without charge, and is assured that he 
will recommend no particular shoe from 
any particular store. 

The work of this department is not 
confined to fitting arch supports—in 
fact, the greater part of the work is in 
treating other ailments of the feet. 
Some of the cures which Doctor Spatz 
has performed would seem almost im- 
possible to the skeptic. 


Retail Merchants Elect 


Harry C. Bard, of the Morehouse- 
Martens Co., was re-elected president 
of the Columbus Retail Shoe Merchants’ 
Association at a dinner at the Athletic 
Club, which was held on Thursday, 
March 20. He has served two years 
acceptably. P. B. Whitsit was elected 
vice president, John J. Baird, of the A. 
E. Pitts Co., was elected secretary and 
treasurer. 

Allen Gundersheimer, of the Fashion, 
was elected a director and Simon Laza- 
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rus, P. B. Whitsit, John J. Baird and 
C. C. Winans were retained as directors. 
President Bard highly complimented 
the members on their team work during 
the past year, in the face of many dis- 
couragements due to the war. This 
proved of great value to the organiza- 
tion, he said, in referring to the 20 
per cent increase in membership. That 
other merchants more and more are 
following the lead of the association 
was stated by Bard, who instanced co- 
operation in the closing of stores at 
night during the Christmas season. 


Columbus Notes 
W. E. Russell, manager of the men’s 
department of the A. E. Pitts Co., 
visited the Eastern markets the past 
week, and placed his orders for Fall 
goods. Mr. Russell reports that con- 
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ditions in leather market are very 
unsettled, and requested that the fac- 
tories make July deliveries, as far as 
possible, on all their Fall orders. 

The shoe department of the Colum- 
bus Dry Goods Co. has been moved to 
the first floor, in one of the choicest 
places on this floor. This department 
is under the management of Harry C. 
Callen, who was formerly with Feibel 
Bros. shoe department. 

Frederick A. Miller, of the H. C. 
Godman Shoe Co., who has been ill at 
his home in Bexley, is improving very 
nicely, and expects to be back in his 
office in a few days. 

R. C. Dunlap, president of the Dun- 
lap Shoe Co., has been confined to his 
home the past week with a severe cold. 
It is expected that he will be able to be 
out again in a few days. Phi 


Des Moines 


During the Iowa Retail Shoe Dealers’ 
Convention a number of the sales man- 
agers werein attendanceas follows: Joe 
Miller of the Joe Miller Shoe Co., Mr. 


Eldridge of Selz Schwab Co., Mr. Pat > 
terson of Converse Rubber Co., Mr. 
Marks of the Harsh & Chapline Shoe 
Co. 





A GROUP OF OFFICIALS 


R. W. 
president, Fort Dodge, Ia. 


OF THE IOWA RETAIL SHOE 
DEALERS’ ASSOCIATION 
(Sitting left to right) Ed Hertzler, first vice-president, Burlington, Ia.; 


Sturgeon, president, Des Moines, la.; Sam Welch, second vice- 


(Standing left to right) C. F. Hardy, director, Winterset, Ia.; William 
Ingold, director, Cedar Rapids, Ia.; F. M. Nebe, secretary, Atlantic, Ia.; 


Ben Schulein, director, Sioux City, Ia. 
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Where to Buy 


MISCELLANEOUS 
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Clean up the odds and 2 
j ends. Turn the “left ee 
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e right will turn the trick. Ask us. = 

- W.W. Joh Co., Manchester, N. H. ~ 
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Shoe Store Chairs, Settees, 
Fitting Stools, Screens, etc., 
Wood Window Display Fixtures 


Gusee 
Request 


cat 
HE-OSCAR ONKEN Co. 
1141 W. at St., Cincinnati, Ohio, U. S. A. 






















insoles of all kinds 


Made by the House that 
makes good on deliveries 


Our brand is in demand 
Ovder from your Jobbess 











Write 
for 
Catalog f 


The C.F. Streit Mfg. Co. jl 


1047 Kenner St., Cincinnati, 0, 














QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” columns—a 
growing directory for all the trade, 
presenting answers briefly to eur- 
rent oodiiaes in merchandising. 








SYSTEMS IN SHOE 
STORES 


. Equipment, accessories, specialties; 

what to use and where to get it, 
is a part of “ ” servies to 
merchants. 


Where to Buy “tyres. 
An extra editorial service to Recorder 


readers, free for the asking, with au- 
thentic information on current pro 
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I heen HUME, manager of 

the Crossett Store, Boston, says 
his success in selling Neolin-soled 
shoes is due to two things: his knowl- 
edge that Neolin Soles give extra 
wear; his care in keeping a@ good line 
in stock with plenty of sizes. 


Particularly do people 
like to have service shoes 
with Nedlin Soles— 
men’s business. shoes, 
women’s walking shoes, 
boys’ shoes, shoes for 
growing girls and the 
smaller children. 






































NeOdlin-soled shoes are 
easily sold, especially 
when shoe clerks know 
and point out the ad- 
vantages of extra wear, 
added comfort and 
waterproofness to cus- 
tomers. 


Neolin Seles 


Trade Mark Reg. U.S. Pat. Off. 


Neolin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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R. W. STURGEON, Des Moines 


President of the Iowa Retail Shoe 
Dealers’ Association 


F. M. NEBE, Atlantic, Iowa 


Secretary of the Iowa Retail Shoe 


Dealers’ Association 
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HAL STEWART, Iowa City, Iowa 
of Stewart & Son 





Our Returning Heroes 

H. A. Alexander has just returned 
from Camp Gordon, Georgia, and is 
now with the Elwell Field Shoe Co., Des 
Moines, Iowa. 

L. H. Norman has just returned from 
France. He was with the 88th Division, 
and is now with the Walk-Over Boot 
Shop, Des Moines. 


Of Interest to the Shoe Traveler 


It will be of interest to every shoe 


traveler to know that the new Hotel , 


Fort Des Moines, erected at 10th and 
Walnut Streets, will be first class in 
every respect. There will be 400 rooms 
with 400 baths, servidor service, circu- 
lating ice water. There will be 36 sam- 


ple rooms at reasonable rates, all drink- 
ing water ultra violet ray treated. The 
hotel will be under the personal man- 
agement of W. F. Miller, who is also 
connected with the Black Hawk and 
Davenport Hotels at Davenport, Iowa. 
The sample rooms are very large and 
daylight in every room. The banquet 
hall will have a seating capacity of 800. 
The interior is beautifully decorated. 
Mr. Miller anticipates opening up the 
hotel on May Ist. 


A New Shoe Store 


Heggens Shoery of Des Moines, Iowa, 
recently opened up a new shoe store on 
7th Street, and is now open for busi- 
ness, having been somewhat delayed. 


St Louis 


The reports which are coming in from 
the salesmen, particularly their orders, 
show that the retail merchants are tak- 
ing more iaterest in the lines and have 
begun to buy. Evidently they have 
concluded that there is little reason to 
anticipate lower prices and they are 
acting accordingly. At the same time 
the business being placed is along safe 
lines and in consequence the aggregate 
is not as large as might have been 
anticipated. However, the manufac- 
turers and wholesalers are content with 
the situation, believing that the ulti- 
mate outcome wil) be satisfactory and 
the total business for the season up to 
where it ought to be. 


Wholesalers who are handling jobbing 
lines and are dependent to a considerable 
extent on Eastern manufacturers whose 
goods they handle, report that they are 
being handicapped by inability to get 
footwear as needed on current orders 
for present or early delivery and this is 
making difficulties which the in-stock 
manufacturing 
Itisa 


departments of the 
houses do not now complain of. 
little early yet for any strong fill-in 
business, but the large houses carrying 
heavy stocks on the floor are getting a 
sufficient influx of such business for the 
present period of the season to satisfy 
them as to the outcome. 


Getting Ready for Spring Trade 


The retail stores of St. Louis are 
getting ready for the early Spring trade 
and are playing up their new lines 
strongly in advance of the Easter period 
because of the fact that Easter is so 
very late. They report their current 
business on new goods as very satisfac- 
tory and anticipate a continuance of the 
present good buying if there is no change 
in the weather. No such Winter has 
been seen in this section in many, many 
years and in consequence so-called 
Winter is slipping steadily into Spring 
with the consequent Spring buying 
starting early and keeping up steadily. 

Local houses which sent out their 
Spring and Summer catalogues early in 
an effort to push forward the business 
of the season are reporting quite satis- 
factory results and are preparing for 
follow-up campaigns which will empha- 
size the catalogue goods and in some 
instances add new items to the lines, 
delayed because of the uncertainty of 
designers as to the Fall goods which 
should be sampled and illustrated for 
the late Summer selling. 


Central Shoe Co.’s Attractive 
Building 

The construction work on the new 
building to be occupied by the Central 
Shoe Co., when it removes from Kansas 
City to St. Louis, is proceeding rapidly, 
the extremely open Winter having 
served to enable quick work. No de- 
lays have been encountered because of 
low temperature and the work has so far 
progressed that weather conditions can 
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Red Cross Shoe 
window displays 
like this produce 
big results for 
Jacoby. 











1911--Discouraged, Ready To Quit 
1918--Best Ladies’ Shoe Business 
Within 50 Miles! 


Read how Red Cross Shoes put Samuel Jacoby’s 
Ladies’ Shoe Business over the top at a time when 
he had given up all hope of winning out. 


Seven years ago, in Patchogue, a little Long Island town of about 4,000 people, 
Samuel Jacoby (dealer in men’s, women’s and children’s shoes and men’s fur- 
nishings) was ready to quit on his ladies’ shoe business. 


His sales were small, and getting smaller. His profits were heading the same direc- 
tion as his sales—only going faster. 
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The situation looked hopeless. Careful buying from various jobbers and manu- 
facturers did no good. Low retail prices only helped cut down the profit without 
increasing the volume. He had been trying these methods for three years. 


One day a Red Cross Shoe representative walked into Jacoby’s store, and after a 
time got an interview. Jacoby told his troubles and said he was ready to quit on 
ladies’ shoes. 


“Look here, Mr. Jacoby,” said the Red Cross Shoe man, ‘“‘your trouble is this. 
In the first place, the shoes you sell are too cheap—too low grade. You can doa 
better grade business if you get the right kind of shoes. Then your policy of buying 
in little driblets from half a dozen places is all wrong. Concentrate on one fast- 
selling line in each grade of shoe—so that the manufacturer can give you real 
service, and so your stock will be a real stock instead of a hash of all makes.” 


Jacoby hesitatingly placed his initial order for Red Cross Shoes, enough to cover 
all his needs in this grade. The Red Cross Shoe representative helped him size 
up right and select the best selling lines. Jacoby was started. 


Since then Jacoby’s store has grown by leaps and bounds. Not only did Red Cross 
Shoes “tone up” his ladies’ ‘shoe department, but they helped every other branch 
of the business by the class of trade they attracted. Mr. Jacoby says, “I found at 
once that there was already a big demand for Red Cross Shoes, although they had 
never been handled in my community. I believe I have the most satisfactory shoe 
business on Long Island. I would not take $50,000 for it, and I am proud to say 
Red Cross Shoes brought me these results.” 


What Red Cross Shoes did for Jacoby they will do for you. They offer a full range 
of styles in this grade of shoe, so complete that they will fill every reasonable 
demand for both style and comfort. Advertising and consistent service have made 
them the most salable shoes in America; they fit well; they wear well; they sell 
well. 


Why not look into the possibilities of concentration on this famous shoe? You 
risk nothing by such an investigation. You may save yourself years of time in 
building a business of the size and class your store should do in your town. Many 
merchants this season will take this step. Won’t you be one of them? 


Write or wire for an interview with one of our representatives. Let him present 
this proposition to you as it applies to your individual conditions. 


The Krohn-Fechheimer Company 
715 Dandridge Street « Cincinnati, Ohio 





Village, town, city—any size, any 
location, any local condition—con- 
centration on Red Cross Shoes will 
help any merchant make more money 
out of a bettered business. 
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John Kelly Shoes 


tyles that 

radiate beaut 
and present a 5 
true conception. 
of the correct in 
fashion. 


No’ ideal in shoe- 
making us ee 
lofty for us to* 

strive to attain. 


Johor Kelly Ine. 


Those Better Shoes" 
Rochester NN 


New York City? Room !0> Graham Bldg: 
Church and Duane U3. Je John Halliwett 
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scarcely interfere now. The concrete 
pier, post and floor work is about half 
way up the nine stories, which the 
building is to have, and the stone facing 
of the first story is in position for the 
most part. The building will be one of 
the most attractive of the wholesale 
district and will top the Seventeenth 
Street hill opposite the headquarters of 
the Brown Shoe. The building is being 
built by the Seventeenth Street Realty 
Company, of which George Warren 
Brown is the chief owner. 

Reports from Baltimore, Md., where 
George Warren Brown, chairman of the 
board of the Brown Shoe Co., is recu- 
perating from a surgical operation which 
he underwent at Johns Hopkins Hos- 
pital, are that he is progressing rapidly 
and that he will be able to return to St. 
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Louis some time in the near future. 
Mrs. Brown has remained with Mr. 
Brown all during his illness and con- 
valescence. 


McElroy-Sloan Shoe Co. Consider- 
ing Another Factory 

The McElroy-Sloan Shoe Co. is giv- 
ing additional consideration to further 
factory space to accommodate its in- 
creasing business, particularly on turn 
shoes. It has been looking the field over 
for a suitable building, but so far has not 
been able to find one that meets its 
needs. The company does not care to 
go out of the city for a factory location 
for this particular production, but is 
finding the need of the plant very 
serious in the light of the relationship 
of its orders to its present capacity. 


Chicago 


Good Weather Makes Good 
Business 


Fine Spring weather proved a great 
stimulus for the shoe business last week, 
adding impetus to the selling of pumps 
and oxfords. Merchants say that sales 
compared with the same period last 
year are favorably ahead, although last 
year at this time Easter buying was at 
its height on account of it falling earlier. 
The stores that cater to high class trade 
are doing most of their. business in 
pumps, while the stores whose volume 
is made up of lower priced shoes report 
oxford sales in the majority. Pumps in 
patent and dull black are moving very 
strong. Many low heel oxfords in black 
and brown are being bought, as well as 
suedes with Louis heels. Satin oxfords 
have taken a marked drop, according 
to many of the stores. 


Wholesalers Report Activity 


Merchants are in the Chicago market 
in liberal numbers, buying seasonable 
shoes of every variety. Mail orders, 
too, are coming in very satisfactorily, 
for women’s, children’s and men’s shoes. 
The wholesale business is far beyond 
last year in volume and variety of shoes 
in demand. 


Grossman’s Organize Store Club 

The spirit of co-operation among sales 
people in shoe stores is spreading widely 
in Chicago, the splendid results of such 
activity being recognized not only by 
the employees themselves, but by the 
store executives as well. The newest 
addition to such organizations in Chi- 
cago is “‘“Grossman’s Shoe Store Club,” 
comprising a membership of 200 em- 
ployees of the various Grossman stores, 


and having its inception Friday, March 
21. A dance was held on Monday eve- 
ning at the Masonic Temple, which 
provéd a big success. This new club is 
planning a program of self-betterment 
and store-betterment which will prove 
a big factor in producing a more closely 
working and more efficient service. 


F. M. Hoyt Shoe Co, Opens Chicago 
Branch 

The F. M. Hoyt Shoe Co., of Man- 
chester, N. H., one of the large Eastern 
shoe manufacturers, will open a sales 
and stock room in Chicago, May 1, with 
Frank Kramer as Western sales mana- 
ger. The company has leased from Jo- 
seph Downey, the store and basement of 
the building at 16-18 South Wells 


‘Street for a term of years, at a reported 


term rental of $50,000. The lease was 
negotiated by Esther Linn Hulbert, of 
C. E. Hulbert & Company. 


A TRIBUTE TO MARTIN V. 
KEDIAN 
Late Vice-President of Nunn, Bush 
& Weldon Shoe Co. 

Martin V. Kedian, vice-president of 
the Nunn, Bush & Weldon Shoe Co., 
Milwaukee, Wisconsin, died on March 
12 at Monrovia, California. 

Mr. Kedian was born in Ashland, 
Mass., September 13, 1864. He was of 
a large family and had little opportu- 
nity for school education. At the age of 
fourteen he entered his first shoe fac- 
tory and from that time until the end 
of his work was devoted to shoe making 
and shoe merchandising. 


Goes West in 1903 


In the summer of 1903 he accepted a 
position with the Roberts, Johnson & 
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Rand Shoe Co., of St. Louis, as foreman 
of the cutting room in their new Hick- 
ory Street Factory. It was at this time 
he met his future business associate and 
stanch friend, H. L. Nunn, who had 
just come from the State of Texas to 
work for the same company. A friend- 
ship was formed between these two 
men at this time which was to last as 
long as life itself. 

Mr. Kedian organized in 1908 the 
new Central Cutting Plant of the 
Brown Shoe Co. and in 1912, in con- 





THE LATE MARTIN V. KEDIAN 
Loyalty was his outstanding trait 


nection with Messrs. Weldon, Bush, 
Nunn and Buchanan he organized the 
new shoe manufacturing company of 
Nunn & Bush Shoe Co. of Milwaukee. 

He was vice-president of this com- 
pany from its organization until his 
death. Martin Kedian had a host of 
friends. Born of Irish parents, he had 
many typical traits of this nationality — 
big-hearted, generous, lovable—one had 
to know him to love him. Loyalty was 
his outstanding trait—loyal to the man 
he worked for, loyal to the town he 
lived in, loyal to his friend, Martin 
Kedian will not be soon forgotten. 

A Vermont woman, who evidently 
had found her good rubbers missing 
from the cloak room, and a worn-out 
pair substituted for them when she 
attended a public function, has in- 
vented and patented a name plate to be 
placed in the instep of rubber over- 
shoes, it being furnished with a trans- 
parent celluloid cover, under which 
the owner can place her printed or 
autographed name. Perhaps such a 
device might prevent intentional ‘‘mis- 


takes” by frugal women. Yes, perhaps. 
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Style 232 — White Sea 
Island, White Ivory Sole. 


NE of our customers wrote us the 
other day that by the looks of his 
shoes that he had received, he should 
think they had been made by wood 
choppers and coal heavers and that he 
thought we had a reputation for mak- 
ing good merchandise. This customer 


guessed it right the first time, and, as- 


far as we are able to observe, the con- 
dition has been the same with every- 
body else. Some of the leather that 
we have been receiving to make shoes 
out of is about the same as a wood 
chopper would expect. Cheer up, 
friends, better days are coming. There 
is going to be an improvement in labor. 


Vérrect Dodg e- 
For All Occasions 


IN STOCK 


Typical Style in Our New 
Long Vamp Oxfords 


Some of the skilled men are returning 
and we are employing every man who 
left our employ to enter the service of 
his country and as many more as we 
can place. 


Don't look for cheaper prices. Look 
for merchandise that is good value for 
the money, and you will sell them and 
not get “stuck”’ in any market. 


Don't all wait until the last minute. 
You know what that means. It is like 
getting out of a theatre when somebody 
yells fire. It makes conditions worse 
than they would be if you kept them 
on an even keel. 


Prices Not Guaranteed 


Boston 
183 Essex St 


Montgomery 
20 Galena Ave. 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 


New York Philadelphia 
851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 


Chicago San Francisco 
417 Pacific Bldg 
Great Northern Bidg. 


Kansas City, Mo. 
537 Ridge Bldg 


All goods sold F. O. B. Newburyport; terms net 30 days. Single pairs, 25c a pair extra. 
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Haverhill 


NEW MANUFACTURING 
CONCERN 


To Produce Women’s Turn 
Footwear 


Harry R. Emery, Orlando N. Dana 
and Arthur P. Tucker are the members 
of a new shoe manufacturing concern, 
under the style of Emery-Dana-Tucker 
Co. The plant will be located in the 
Haverhill Factory Association building 
on Walnut Street. Cutting will begin 
about April 1. A good grade of women’s 
turn shoes will be produced for the 
retail and department store trade. Mr. 
Emery, president of the concern, was 
formerly of Emery & Marshall Co. Mr. 
Dana has been for several years identi- 
fied with the same house as salesman 
for the large city trade. Mr. Tucker 
who has had many years’ factory ex- 
perience, will have charge of the cutting 
room and leather buying. 


PATENTS GRANTED 
New Inventions of Local Men 


Irving L. Keith of this city, a dealer 
in shoe manufactyring supplies, has 
been granted a patent for a cementing 
machine, known as the McMurray shoe 
upper doubling machine. It is used in 
cementing canvas doublers to the inner 
surface of shoe uppers for the purpose 
of reinforcement. 

William G. McGregor is granted a 
patent on a hammer for leather folding. 
This device combines a hammer with a 
chisel shaped tool, which is used to 


crimp the folded-in edges. It is arranged, 


so that the operator can use the hammer 
and chisel together or separately. 


OPENED A BRANCH FACTORY 
Local Concern Has Additional Plant 


Ellis-Eddy Company, makers of 
women’s turn shoes, now have a branch 
factory on Washington Street, as sup- 
plementary to their main: plant on 
Duncan Street. The new factory has 
about 8,000 square feet of floor space 


with a daily production of abovt 800 
pairs of white shoes, the latter being the 
exclusive production of this plant. 
Ellis-Eddy Co. recently took another 
floor in the Duncan Street building, in 
order to accommodate the growth of 
their trade. The branch factory is 
another evidence of the increasing 
business of this concern. 


UNDER NEW OWNERSHIP 
Factory Now Producing Goods 


Proprietors of the E. E. Bottomley 
Shoe Company are now Maurice Good- 
man and David Braude, both of Lynn. 
The concern will manufacture women’s 
McKay shoes, partly for domestic and 
partly for export trade. The Braude 
& Goodman Shoe Company of Lynn, 
controlled by the same owners, will be 
operated under separate management. 


Purchased Perry Interests 


Frederick P. Liberty has purchased 
the interest of Austin H. Perry of Austin 
H. Perry Co. of this city, but will not 
take any active part in the conduct of 
the reorganized concern. 


Purchased Partner’s Interest 


The business of Watson & Robinson 
Company, McKay shoe manufacturers 
on River street, has been purchased by 
C. V. Watson, who is now sole proprie- 
tor. The style of the new concern will 
be C. V. Watson Company. This house 
was established about three years ago 
and now has a daily production of 
about 1,000 pairs. 


NEW MEMBER OF LOCAL HOUSE 
Style of Firm Changed 


Collins & Staples is the style of a shoe 
manufacturing firm with a factory on 
Washington Street, succeeding the 
A. G. Collins Shoe Co. W. L. Staples is 
the new member of this house. Mr. 
Collins has been, for several years, in 
business. 


Brockton 


TO MANAGE STOCK DEPART- 
MENT 


‘Is Also Advertising Manager 


C. Arthur Sabine who, for the past 14 
years has been associated with Charles 
A. Eaton Company, of this city, as ad- 
vertising manager, and, for the past six 
years, also in charge of the correspond- 
ence department, has taken the man- 


agement of the stock department. A 


store service has been organized by Mr. 
Sabine, and advertising and stock de- 
partment management being closely 
related, the combination seems a fitting 
one. The business of the Eaton stock 
department has increased each season 
under the new management and it is 
believed that the present in-stock sales 
will be doubled. The enlarged stock 


119 


department is now located on the main 
floor of the recently purchased Lincoln 
street factory. Additional styles, rep- 
resenting more grades, will be shown in 
the Spring catalog soon to be issued, in 
widths running from AA to E. Know- 
ing shoe retailing from actual experience 
and being familiar with merchants’ 
needs, as well as having a large acquaint- 
ance with many of the Eaton Company 
customers, Mr. Sabine feels that under 
the new arrangement unusually good 
service can be rendered. 

Mr. Sabine has appointed Charles G. 
Swanberg as assistant manager of the 
stock department. Mr. Swanberg has 
had eight years’ experience in this work 
and is well qualified for the efficient 
handling of orders. 


SHOE CONCERN NOW UNDER 
WAY 
Factory Starting to Produce Goods 


Charles E. Lynch Company, which 
recently moved here from Poughkeep- 
sie, N. Y., is getting under way in the 
production of goods. This concern, 
which has an entire floor of the former 
Herrod factory, will manufacture men’s 
and women’s fine welts. Work is con- 
cluded at the Poughkeepsie plant and 
goods will soon be produced at the 
Brockton factory. Charles E. Lynch, 
Jr., and Superintendent Morgan will 
reside in this city. 


MODERN FACTORY BUILDINGS 
NEEDED 


To Accommodate New Concern 


A member of the Brockton trade, 
in speaking of the establishment of 
several new shoe manufacturing con- 
cerns, here said: ‘There is a great need 
of large modern, factory buildings in 
Brockton. If such were available this 
city would, in a few years, number 
100,000 inhabitants, owing to the people 
who would be brought here through the 
expansion of the shoe manufacturing 
business. During these war days no 
other shoe center has shown so steady 
an expansion by established concerns 
or the starting of so many new con- 
cerns as Brockton. Manufacturers have 
a sense of security in establishing their 
business here through the stabilized 
conditions under which labor is em- 
ployed in Brockton factories.” 


A MANUFACTURER’S 
SUGGESTION 


Of Importance to Traveling 
Salesmen 


“Now that traveling salesmen are 


on selling trips from shoe manufactur- . 


ing concerns in Brockton and elsewhere,”’ 
said a member of the local trade, ‘I 
would like to call attention to a matter 


— 
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Central Shoe Company 


Will move to The Worlds Greatest Central Shoe Market 
July Ist O10 


UR new building will be located at 
Washington Avenue and Seventeenth 
Street, right in the heart of St. Louis’ big 


wholesale district. 


We will be in closer proximity to our ten big 
specialty factories and to the leather market. 


It will enable us to better serve our patrons 

east of the Mississippi River and to take 

advantage of St. Louis’ greater shipping 

facilities to all points in our trade 
territory. 
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Service to our customers has always 
been the watchword of our entire organization. 
The new building will be equipped with every 
known device for the quick handling of ship- 
ments. It is fire-proof throughout, and mod- 
ern in every detail. The Assembling Room 
in the Shipping Department is directly con- 
nected by spiral chutes with all floors. Spa- 
cious, light Sample Rooms are provided on 
the first floor, where merchants may make 
their selections in comfort. 


This is exclusive of the basement, where our own electric 


The nine stories contain 160,000 square feet of floor space. 
power plant for heating and lighting will be installed. 


Until the move is made, we will continue to ship from_our 
present location, where our Ready-to-Ship stock is now 
complete. 


CENTRAL SHOE COMPANY 
KANSAS CITY, MO. 
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MOORHEAD KNITTING COMPANY, 


Monilo 


HOSIERY 























600 New Accounts in the past 
few weeks added to the more 
than 8000 on our books before, 
tells its own story. 


It is time for you to investigate the merits 


of Monito Hosiery for men and women. | 
Retailing from 25c to $3.50 the pair. 


One of our forty-one salesmen is at your 
service. 


INC. 


HARRISBURG, PA. 


OFFICES: 


PITTSBURGH KANSAS CITY 


506 Ridge Bldg. 


DALLAS 
421 N. Harwood St. 


ATLANTA 





408 Central Bldg. 


BIRMINGHAM 
12 Potter Bldg. 


BOSTON 
31 Bedford St., 


BUFFALO 


305 Ellicott Square Bldg. 


Buyers visiting New York City call at 


3043 Jenkins Arcade 
READING 
1416 Perkiomen Ave. 
CHICAGO 


1000 Republic Bldg. 
209 S. State St. 


COLUMBUS 
408 Wesley Block 


DETROIT 
63 University Bldg. 


ST. LOUIS 
1117 Hearst Bldg. 


WASHINGTON 
509-510 Ev. Star Bldg. 


our New York office 


where a full line is on display. Mr. H. L. Frost is in charge. 


INDIANAPOLIS 
20 So. Cap. Ave. 
NEW ORLEANS 
428 Fifth Ave. Bldg. 
PHILADELPHIA 
1023 Filbert St. 
NEW YORK 
428 Fifth Ave. Bldg. 
200 Fifth Ave. 


Sold all over The 
World. 
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which I consider of considerable impor- 
tance as regards co-operation between 
the salesmen and the manufacturer in 
selling goods. I believe that it is of the 
greatest importance that every travel- 
ing shoe salesman should know.as much 
as the manufacturer concerning trade 
problems. To keep well informed in 
this regard it is indispensable that 
traveling men should read trade publi- 
cations. Many of them do this as part of 
their business, yet many do not. 


Would Subscribe for Trade Publi- 
cations 

‘*Along this line,” continued the man- 
ufacturer, “I have an idea which seems 
to me would be well for other manu- 
facturers to consider, that is, paying for 
trade paper subscriptions for salesmen. 
I have subscribed for six copies of the 
‘Boot and Shoe Recorder’ to be sent 
to home addresses of our traveling men, 
and shall continue this plan until I 
have covered practically all the travel- 
ers in our employ. The point is that I 
want the traveling salesmen represent- 
ing our house to know just as much 
about matters i) the trade as I myself 
know through my personal reading of 
the trade publications. This makes for 
team work, so to speak, and is a benefit 
to our business as a whole. This is a 
day of intelligent salesmanship. I cai 
conceive of no better way to increase 
the selling powers of a traveling sales- 
man than that which I have mentioned. 
This is especially true at the present 
time under high priced conditions. 
Every traveling salesman should have 
at his tongue’s end all the information 
as to why shoes are high in price and 
will continue to be so. This informa- 
tion he can get from the trade publi- 
cations. With it he can greatly in- 
crease his efficiency as a salesman and 
thus increase his value to us.” 


Assistant Advertising Manager 

Albert D. Barker has entered the 
employ of Churchill & Alden Company, 
shoe manufacturers of this city, as 
assistant advertising manager. Mr. 
Barker has, for the past year or more, 
been associated with the “Brockton 
Daily Enterprise’ as telegraph news 
, editor. In his new position he will be 
associated with Harris W. Fleming, 
advertising manager of Churchill & 
Alden Company. 


Brockton Shoe Shipments 

For the past week shoe shipments 
from this city were 16,323 cases as com- 
pared with 13,554 cases for the corre- 
sponding week last year. The total ship- 
ments for the year to date are 179,815 
cases as compared with 149,039 cases 
for the same period of 1918. 
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Springfield, Mass. 


Plans are well under way by the 
Walk-Over Boot Shop to transfer their 
business to the new store that has been 
leased at No. 316 Main Street, one 
half block south of the post office. The 
new quarters will be nearly twice as 
large as the old and with the usual 
beautiful Walik-Over front should be 
one of the nicest shops in the city. 

Buyers in this district are trying to 
determine what effect the extraordi- 
narily high prices of felt slippers (pro- 
duced by one of the leading manufac- 
turers) will have upon the volume of 
business next Fall. After reading re- 
ports by the Government to the effect 
that the raw wool stocks were to be 
converted to civilian use it wiil be diffi- 
cult to make the public understand that 
such price advances are necessary. 


Styles for Spring 


It is early to forecast just what par- 
ticular lines will be given the preference 
in Spring buying but indications thus 
far show patent Louis heel and brown 


calf military heel oxfords in the lead 
with some call for black satin oxfords 
and large buckle colonials. Attractive 
trims of the above are appearing daily 
in the larger stores here. 

Mr. Bell, who gave up his position as 
manager of the Douglas Shoe Store here 
to work in the Government munition 
shops a year ago, has taken a position 
with the A. L. Foster Co., in Hartford, 
as manager of their shoe department. 


Enlarging Shoe Department 

The Albert Steiger Co. are enlarging 
their shoe department on the main floor. 
The new addition is to be completely 
stocked with children’s, misses’ and 
growing girls’ lines of fine shoes. It is 
proposed to carry the full complement 
of widths and sizes in all lines, thus in- 
suring perfect fitting shoes for all feet, 
no matter how narrow. This feature 
should appeal to discriminating people 
who heretofore have been compelled to 
trade out of town. The new quarters 
will be ready for occupancy in about a 
week. 


Worcester, Mass. 


The shoe department of the John C. 
MacInnis Store has been moved and 
now occupies the entire north side of 
the third floor. Manager Frank Dono- 
hue, who has been in charge of this 
department for quite a few years, is well 
pleased with the growth of his depart- 
ment and feels that he will now be able 
to take care of his trade much more 
efficiently in the new quarters. Some 
twenty or more new chairs are being 
installed in the ladies’ section. 

The children’s section is at the far 
end of the establishment and the little 
tots have a store all their own. Mr. 
Donohue has been showing some beau- 
tiful Spring styles the past week. 

Spring openings have been in order 
the past week. The shoes for Spring 
are coming in and are being put on dis- 
play. 

NEW INVENTION 
True Fit Shoe Form 


A new device that will save hours of 
work for the display man in shoe stores 
—a shoe form that will fill a long felt 
need—has been invented by Eugene 
Burns of East Brookfield, Mass., and 
Claude A. Derr of Derr & Sandquist, 
Worcester, Mass. 

Speaking of the True Fit Shoe Form 
which will soon be on the market, Mr. 
Derr says, ‘‘In about all the small shoe 


stores, the window reveals shoes very 
poorly stuffed. Many ure tissue paper, 
others stocking, some huir. This new 
form will replace all of the old-fashioned 
methods and can be put in place in a 
second. This form will fit any shoe that 
should be put in a window. It will last 
a lifetime and is inexpensive. For men’s 
shoes they will cost about 35 cents a 
pair; for women’s shoes they will cost 
about 45 cents to 50 cents per pair. It 
fills the top of a ladies’ cloth or kid-top 
shoe, eliminating all the usual wrinkles 
and gives it the natural line of a human 
foot and ankle.” ; 


The Largest Single Rubber 
Shipment 

The S. S. ‘‘City of Canton’ which 
arrived in Baston last Monday from 
Calcutta and Colombo brought the 
largest single shipment of rubber ever 
imported. It consisted of 4,000 tons of 
plantation rubber, which at present 
ruling prices should be worth from 
between $4,500,000 to $5,000,000. 

Harvey S. Firestone, president of the 
Firestone Tire & Rubber Co., Akron, 
O., is at Pasadena, Cal., looking over 
conditions in Southern California, with 
the possible intention of greatly ex- 
tending business there. 
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Comfy 








The Season’s Swiftest 
ne Specialties 






; ki 
No. 504—Rose, Light Blue, ~ 
Lavender, Austrian Blue, 
Taupe. Women’s Peerless 
Comfy, sizes 2% to 8. 
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Slippers 


Announcement 


Our national advertising campaign 
this year will feature the styles and 
colors of Comfy Slippers which our 
past experience has shown to be most 
popular and in greatest demand. 


Color pages in women’s magazines of largest 
circulation will properly picture the pleasures 
of wearing these soft, easeful slippers. 


Let our salesmen help you choose these swift- 
selling numbers so that you will have them in 
stock, ready for the big demand. 


Write to have a salesman call 


Daniel Green Felt Shoe Co. 














No. 545—Military Blue 
ane Oxf wd. Men's Ts ailo a 
Made Comfy, sizes 5to 1 





No. 
Military Blue, Misses’ and Children’s Picture 
Comfy. Misses’ sizes, 1144 to 2; Children’s sizes, 















and Children’ 3 Puss- 
in-Boots Comfy, —_ an 
5 to ll Misses’ sizes, 1144 to 2; Children’s sizes, 5 to 11. 





Dolgeville, N. Y. 


BOSTON DISPLAY ROOM 
110 Summer Street 


NEW YORK DISPLAY ROOM 
116 E. 13th Street 


None Genuine 
without the 
Comfy Label 





— Misses 
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New York City 


What a Shopping Tour Revealed 


A visit to the big retail shoe stores of 
the city this week was worth while. 
For on Tuesday the 27th Division 
paraded and: New York’s shoe trade 
with its big, generous heart responded. 
Everywhere the Victory red and Peace 
blue were evident in decorations — 
everywhere the victorious Stars and 
Stripes appeared in store windows and 
interiors—New York was en fete. 


A Word on Style from J. Clark, 
Manager of J. & J. Slater’s 


A call at the store of J. & J. Slater 
revealed many pretty effects in black 
and white. ‘“‘For morning wear, the ox- 
ford predominates over the pump,” 
said Mr. Clark. “Some people will 
wear the walking pump in black or tan 
Russia with the imitation buckle and 
military heel. 

“Oxford ties with winged tips and 
with 13-8 inch heel in black and tan 
are excellent sellers. I find tan is a very 
big seller; also the black effect in all 
styles. 

“Oxford ties with wool stockings were 
very popular during the past Winter 
and Spring,”’ said Mr. Clark. ‘‘We are 
selling a great many spats every day. 
We have had a strong demand right 
through the Winter from people who 
never before wore spats but who com- 
bined them with the oxford styles. 

“The call for oxfords during the past 


Winter has probably been occasioned by, 


the mild weather. If we have a severe 


Winter in 1919, people will probably ~ 


want high shoes to a larger extent than 
the past Winter. However, the idea of 
oxford ties and the spat is very popular 
and we will probably sell just as much 
if not more next Winter and early 
Spring as we have in the past. 


For Semi-Dress 


“For semi-dress I want you to look 
at these wonderful pumps with high 
tongues in patent leather, black and 
suede with jet buckles or cut steel or cut 
jet. Cut jet is worn by the better class 
of people. These shoes come with the 
French or Louis XV heels. 

“For semi-dress another popular 
style is the plain patent or dull leather. 
The heel on this shoe is a 114-inch baby 
French heel. 

“In patent and dull effects, a good 
many people use the Louis heel oxford 
tie, plain toe, in black, also black suede 
and black Russia leather. 


For Sport Wear 


“For sport wear, please notice these 
tan and white and black and white 
combinations. These as you see are 
made up of canvas with black and tan 
Russia calf trimming, straight tip and 
black kid with straight tip. They are 
used with the fancy stockings, red and 
white, blue and white and other com- 
binations. This heavy sport oxford 
carries with it a 13-8 leather heel. These 
are also carried in tennis effects with 
rubber soles. 

“‘White sport shoes are very good for 
morning wear,” continued Mr. Clark. 
“These are made of white buckskin, 
pump effect, white sole and heel, with 
imitation winged tip. Also the same 
style is sold in an oxford tie; fancy 
stockings will be worn with these shoes. 


For Evening Wear 


“For evening wear, these cloth silver 
slippers with large rhinestone buckles 
are very effective. Also the black satin 
with rhinestone buckles. We have a 
large number of calls for aluminum 
cloth slippers. Onyx and rhinestone 
ornaments are used on these latter 
shoes. 

“‘A number of slippers are sold by us 
to match the gowns. We have found 
that black satin predominates over the 
colored slippers, also aluminum cloth is 
most popular. 


The Buckle Situation 


“High priced buckles are in vogue at 
the present time,” said Mr. Clark. 
‘Price seems to be no object in my ex- 
perience. These buckles, for which we 
get as high as fifty and sixty dollars, are 
strictly hand-made- 

“In regard to the price of shoes, we 
find very little comment. On the whole 
people are glad to get good shoes com- 
bining style and quality.” 


At the Store of M. I. Miller 


A call at the store of M. I. Miller re- 
vealed a snappy collection of shoes. 
“At the present time,” said Mr. 
Miller, ‘‘satin slippers are selling very 
well in colonials and oxfords with Louis 
heels. 
asking for very long vamps. 

“We also find at the present time 
there is a strong demand for black kid 
with Louis heel in turn oxfords. Also 
Havana brown kid is standing out very 
well. 

“Patent leather is selling well. There 
seems to be a demand now for the 
walking oxford of Coco Russia. 


It is needless to say people are 
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“A black pump with a very small 
tongue and a Louis heel sells well, also 
a black patent and brown. Brown 
suede as well as black suede is selling 
well. Buckles are very much in de- 
mand in beaded as well as cut steel. 

White Big Summer Seller 

“For Summer, unquestionably, white 
is going to be a very big seller in pumps, 
oxfords and colonials. For Fall, the 
customers will want long vamps, as well 
as conservative shades of novelties in 
two-tone effects. There seems to be a 
demand for button shoes in novelty 
buttons, also a demand for combina- 
tions as well as conservative patterns.” 

Mr. Miller also spoke about the spirit 
of co-operation which was manifest 
throughout his store, and the big affair 
,of the Millerites Third Annual Beef- 
steak Dinner which was held recently 
at Keane’s Chop House. Two hundred 
were in attendance, M. Sisler, of Chi- 
cago, and M. Schneider, vice-president 
of the California Shoe Retailers’ Associ- 
ation, were present. 


A Visit to Macy’s Shoe Department 

Macy’s shoe department showed co- 
lonial pumps with French heels in leath- 
er only. ‘‘We have them coming in 
‘satin,’ said F. J. Lofquest, manager. 


’ ‘We have had a good run on the French 


heel oxford, and on the low heel walk- 
ing oxford—white is a big seller. We 
are, as you will see, showing some baby 
Louis heels in patent oxfords and dull 
leathers. 

“Ornaments are going very big, espe- . 
cially high priced ornaments, in cut steel 
and in beaded effects, and in jet. Spats 
are also going well. A great many boots 
are selling, such as turn sole, French 
heel effects, in long vamp, in patent 
leather, mat kid and buck; we are also 
selling grays in neutral gray, dark gray- 
and in brown.” 

On the Cloth Top Situation 

J. Einstein, Inc., New York, have a 
word to say on the cloth top situation 
for this Fall. They state that they 
have recently seen some Fall orders 
taken on staple goods (lines of colored 
kids with cloth tops not being shown 
yet). These Fall orders showed fully 
33 1-3 per cent cloth tops. Advice 
which they have received from St. 
Louis is as follows: 

“A large manufacturer here, who 
could not use cloth tops for this Fall, put 
some in his line to work down his stock, 
and is very much surprised at the 
amount of orders he is receiving for Fall 
on cloth tops. 

‘‘A large manufacturer in Rochester 
reported that the orders he has re- 
ceived so far for Fall show considerably 
more than 33 1-3 per cent of cloth tops.” 
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EV ANGELINE 


(Reg. U.S. Pat. Office) 


SHOES FOR WOMEN 


A SMART OXFORD THAT 
WILL SATISFY THE MOST 
DISCRIMINATING 











STOCK NO. 3264 


Women’s Mahogany Calf Oxford, 
G. W. Natural Welt, White Stitch, 
85 Last, l+-inch Heel. Price $4.50 


MAY FIRST DELIVERY 


MADE BY 


—A. H. BERRY SHOE COMPANY— 


PORTLAND, MAINE 
Boston Office, 428-430 Albany Building 
























(THE THOUGHT SHOPPING 


spor 


ARE YOU READY 
_TO,SERVE TRADE? 












MODEL 
S. 701 














“VASSAR” 







“VOGUE” 
F ine Coco Calf 


+ In Stock 
AAA to C Price %5.65 












Tobasco 
Brown Kid In Stock 
AAA to C Price $5.85 









““Glove-Grip” shoes are spreading 

the news broadcast that they are 
wonderful . fitters, stunningly stylish, 
and wear well. To many other women 
this is joyful news. What friends say, 
goes, so when next out to shop, the first 
thought is to get “Glove-Grip”’ shoes. 
Be ready to serve trade that will stay 
with you and boost your game. These 
four styles of ““Glove-Grip” oxfords for 
women are carried in stock. Ten styles 
for men are also ready to ship. Why. 
not have our catalogue at hand for 


"TT “Giove-Gri of women wearing 





MODEL 
S. 702 









































* reference when ordering? “VANITY” 
ipsa Kemyasce 2 M. N. ARNOLD SHOE CO O'Sullivan Heel” 
az angaroo In ivan In 
W) 6Stock A . e “4 Stock AAA 
yy Ee NORTH ABINGTON, MASS. Price $5.60 — 





Price $5.75 
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FRED RUEPING LEATHERCO. 
FOND DU LAC, WIS, U.S.A. 


Mohawk Calf £ | 


A’ Rueping production. Smooth, 
black Calf, fine grain, mellow feel 


and economical cutting qualities. 





The Best in Shoes 
Requires 


The Best in Leather 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


—BRANCHES— 
Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, Eng. 
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‘*Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


Just returned from overseas. Have had ten years’ ex- 
perience in the retail and wholesale shoe business. I was 
just about to make connections to go out on the road with a 
line when the call to service came. I would like to travel for 
some reliable shoe manufacturing concern, but if same is not 
available would take a position in a sample room, or inside 
selling line. Address S26, care of ‘‘Boot and Shoe Recorder” 
Publishing Co., 207 South Street, Boston, Mass. 


Conscientious young man, still in the service, but who can 
be discharged at any time, seeks chance to connect with 
either a shoe manufacturing or leather manufacturing con- 
cern. Address $25, care “Boot and Shoe Recorder’ Pub- 
lishing Co., 207 South Street, Boston, Mass. 





Expect to be mustered out of the service in the near future 
and would like to get a line of women’s shoes for the State of 
Ohio. Previous to entering the service 'I carried the Bielefeld 
and Spahn, of Scranton, Pa. Could use line of women’s 
shoes with my old line. Wide acquaintance with Ohio trade. 
Best of references. Address S21, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


Just returned from France. Back to leather and work. 
Two and one-half years’ upper leather experience prior to 
1917. Age 24. Fluent in French and trained in upper 
leather. Eager to get located anywhere in America. Ad- 
dress S22, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





Just released from active duty in Naval Aviation. I am 
interested in the shoe line. Would like to make connections 
with a prosperous retail store. I have had two years’ experi- 
ence in this line. I am also an experienced window trimmer. 
Would like to hear from some Northern Indiana store. 
Address $24, care Boot and Shoe Recorder Publishing Co., 
207 South St., Boston, Mass. 





A young man of twenty-one years of age, member of the 
U.S. N. R. F., desires to become affiliated with a good leather 
house to learn the business from A to Z. Previous to entering 
the service he was employed with a wholesale shoe concern 
as inside salesman. He is a graduate of the Boston High 
School of Commerce and has had some college education. 
Address S 23, care Boot and Shoe Recorder Publishing Co., 
207 South St., Boston, Mass. 
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Lippers | Wanted at Once 
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in many " ee 
styl es o nd eer ~ a , or Sur- 
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and GLOBE MDSE. CO. 
i Indianapolis, Ind. 
lll New York Office 
23 Lispenard St., New York City 
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Boot and Shoe Recorder 


is the most alert, aggressive and 
progressive journal in the world 
published for the shoe merchant. 
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My “‘Foot- Pals” Swen 


rue NOVEL 





THAT is what all the 

wearers of E-Z Walk 
Felt and Novelty Slippers 
call them. Not only are 
they beautifully made 
from the best materials, 
but fit like a glove as well. 


**FOOT-PALS”’ Sell 
on Sight 






WRITE US FOR 
fYOUR NEAREST JOBBER 


THE E-Z WALK MFG. CO., INC. 


62-70 West 14th Street - - New York City, N. Y. 
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Let Beals-Pratt Shoes a : 
Increase Your Sales ; 4 






Offer these smart, stylish, well-made, long-wearing shoes to 
your customers and you will be greatly pleased with the 
heavy response in profitable sales. 













Invariably the “try-on” of BEALS-PRATT Shoes 
clinches the sale, for they look so well, fit so well and 
are unusually comfortable. 








Additional strong selling points are the 
splendid quality and value features. These, 
too, are items that influence the sale. 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee and Watertown 
WISCONSIN 
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ONE OF THE BRAND NEW_ | 
ONES FOR FALL ! 
No. 706—A Havana Brown Kid 9 | 
inch Lace Boot with Louis Heel. ( 
Built on the new 112 Last. { 
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JOHNSON BROS. SHOE MFG. CO. 
Hallowell, Maine. | 
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WOMEN’S “LIBERTY” MODEL. MADE OF DARK BROWN VICLUKID 
FURNISHED PROMPTLY FROM THE CROSSETT IN-STOCK DEPARTMENT 





OR many sound reasons the Crossett plan of build- 
ing and marketing shoes helps materially to 
stabilize the business of the several thousand 


Crossett dealers. 

For instance, their customers never have to concern 
themselves with the annoying possibility of changing 
quality in the shoes. 

Crossett quality remains the same, year after year. 
It does not crumple under the changing costs of manu- 
facturing. 


Crossett Shoes are therefore as dependable as all-wool 
clothing or sterling silver—and as enjoyable to have. 


Shall We Send You Our Spring Stock Catalog—or a Crossett Salesman? 


LEWIS A. CROSSETT, dnc. 


Address all communications to 


NORTH ABINGTON, MASS. 
NEW YORK SALESROOM SAN FRANCISCO SALESROOM BOSTON SALESROOM 
66 Marbridge Bidg. 417 Pacific Bidg. 58 Lincoln Street 
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TAUPE BUCK WHOLE QUARTER 
PATENT KID VAMP 
WOOD COVERED HEEL 
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: DONN D. SARGENT .CO. 


SALEM, MASSACHUSETTS 


rary - 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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Bates Shoe Ad VETtISINE 
—Its Real Effect 


HEN the manufacturer 
gives publicity to his 


product through such a 
powerful medium as the SAT- 
URDAY EVENING POST 
he does, in reality, several more 
or less important things. 


Glance at the opposite page 
and see the reproduction of the 
Bates Shoe full-page advertise- 
ment in today’s issue of the 
POST. Then our following 
statements will perhaps have a 
stronger meaning to you: 

Advertising like this certifies 
the quality and honesty of the 
product—and more, too: 

It gives the reading public a 
good idea of the prevailing shoe- 
style tendencies of the season— 
and more, too: . 


It tells the public how and 
where to buy shoes to advan- 


tage—and still more, too:— 
It fixes responsibility upon the 
makers. 

This last-named feature 
should be borne in mind not 
only by the public, which buys 
and wears Bates Shoes, but also 
by the local retail dealers who 
handle the shoes. 

Successful conduct of the re- 
tail shoe business today has as 
one of its foundation pillars the 
reliability of the shoes sold and 
the intrinsic value given to the 
wearers. 

Unless the Bates Company 
stood cheerfully back of those 
elements in their product they 
would not employ advertise- 
ments such as this one which is 
today lajd before the eyes of 
millions of American men seek- 
ing good shoes at moderate prices! 
The Bates Shoe local agency fran- 
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Reproduction of full-page advertisement in SATURDAY 
EVENING POST, March 29 


chise 1s worth the attention of now holding it. We shalt be glad 
every reputable shoe dealer not to tell you more about it. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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ELLIS-EDDY COMPANY 


HAVERHILL, MASS. 


TURNS ARE ON TOP! 


VERY woman is buying turn shoes 
this Spring. Their popularity is 
unprecedented and indications are that 
the supply cannot meet the demand. 


Our turn shoes are meeting the re- 
quirements of discriminating buyers and 
they are sold in some of the best stores 
in the country. 


If you are interested in well made, fine 
fitting, dependable turns, let one of our 
salesmen call and show you our Fall line. 


TURN SHOEMAKERS 





























OXFORDS- 








IN - STOCK 














Gun Metal Oxford, McKay Welt, 234-7 C- 


'SSOR TO GEO.F. DANIELS Corp. 


“LYN N, MASS. 











FOR THE GROWING GIRL 


For At - Once Shipment 





Brown Lotus Oxford, McKay Welt, 244-7 C-D $3.50 


BACON-ROLLINS COMPANY } 













i} Can Be Fur- 
}| nished in Black 
or Nickel Fin- 
Mil ish. 
It will revolu- | 
tionize slipper ¥ 
ornament at- | 
li) taching methods. 
i} Does away with 
the objectionable 
tongue. _Abso- 
| lute rigidity is 
| obtained. 
Buckles are attachedjor detached instantly. 
You can easily imagine the great possibilities for 
increased sale of buckles when a woman can so 
easily secure the advantages of a change. 
Order trial dozen today. 


DALRYMPLE-PULSIFER CO. 
88 WASHINGTON ST. 
HAVERHILL, MASS. 













D $3.25 
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IN-STOCK 


STYLE 322 


DULL GOAT STELLA PUMP 
































FLEXIBLE McKAY—18-8 HEEL 
WIDTHS A—D 


PRICE $3.60 


A. M. CREIGHTON 


LYNN, MASS. 
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“Recorder” rates for space less than one-eighth 


page per issue: 
18times 26times 52 tim 


Zinch..... 8.00 6.00 5.25 4.75 4.00 
3 inch..... 12.00 9.00 7.75 7.00 6.00 
4inch..... 15.00 12.00 10.00 9.00 8.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Space 1 time 7 times imes 
linch..... $4.00 $3.00 $2.75 $2.50 $2.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


OSITIONS WANTED. Three cents per word for each insertion 
Minimum amount accepted, sixty cents. For other “Want” ad- 
each insertion. M 


vertisements, five cents per w for inimum 
amount accepted One Dollar. Ads under this hea will be received 
up to five o’clock Tuesday P.M. When advertisers answers to 
come in care of this office, twelve words must be allowed in each adver- 


under letter 

















SALESMEN WANTED SALESMEN WANTED POSITION WANTED 
t high de line of spats OAD SALESMEN—Following States open: ALESMAN, desiring to make change would > 
—... on commission, covering all the Indiana, Iowa, Missouri, Kansas, Oklahoma, S to communicate with manufacturer who 
medium and smaller cities and towns in Ohio, Arkansas, Texas, Michigan and some Southern to place his line in Wyoming, Colorado, Utah, 
Indiana, Illinois, Kentucky, Tennessee, Iowa, territory. Chica Pago exclusive children’s house. 250 Arizona and New Mexico. Personal acquaintance 
Minnesota, North and South Dakota. Only the numbers, stocked in widths, turns, McKays, welts, in these states. Address B257, care Boot and Shoe 
largest cities in these states are at present covered. ae to young ladies. Established trade. Recorder, 207 South St., Boston, Mass. 
References required—confidentially treated by a Applicants interested in a first-class connection TENOGRAPHER, young man, 25 years, desires 
well-known and long established house. Address with a successful and progressive house, state age, to locate with concern that offers good advance- 
territory covered and wanted, past connections. ment. Eight years’ business experience. Address 


K138, Boot and Shoe Recorder, 127 Duane 
S— ’ Sinbac, The ‘Healthy-Fut” 


Line, 211-215 W. B255 ; care Boot and Shoe Recorder, 207 South St,. 


St., New York. I 
Monroe St., Chicago. ton, Mase 
GALESMEN to carry line of infants’ and chil- : : ——— 
dren’s turns, and misses’ and children’s stitch- ANTED—Salesman in Ohio, Redienn. Illinois, SITUATION WANTED—By experienced shoe 
downs; good values, popular prices. Five per for a line of infants’ turn shoes on commission man. Ten years’ experience, age thirty. At 
eee eCard Beaten Kaine Biman. Com Be cusuiad with other Eines net com = BONES Sues igh qpade ches hens dieses 
>} es, an entra - . O. . . , Pa. 7 
B247, care sy and Shoe Recorder, 207 South St., oe A Oe, Sees oe ne B256, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. ALESMEN WANTED—Any one, calling on the — —— “5 _ 
- retal oe trade can earn g money as a cient oe uyer an manager ‘see s 
WantEp tae Soe os oe side line on a well-advertised article. Nosamples— L desirable connection with first-class concern in 
ment. stores and shoe’ findings jobbers, for the at Aly agen or to The me... “y - i. o- rou, rel —<S ~-" traveling — 
= ~ rr rticulars, e Oscar Onken Co wi » rehhable house. ‘en years’ retail an 
Middle West, South and Coast. Liberal com Wt. 4th, Cincinnati. oO. several years’ factory experience, age 38, temperate, 


mission. Address K140, care Boot and Shoe 
Recorder, 127 Duane St., New York. 


best of reference from present and past employers. 
— B251, care Boot and Shoe Recorder, 207 





GALESMEN to carry high grade epecial lines of 


two non-com ting manufacturers on com- 
mission. Can sell both retail and manufacturin, ng 
shoe trade. Give experience and references an 


state what territory you can cover. Address B259, 
care Boot and Shoe Recorder, 207 South St., 


Boston, Mass. ' Mass. 
FEIFER BROS., Little Rock, Ark., require the SALESMAN 4 


services of an experienced shoe salesman for 
better class trade, Southern experience preferred. 
Good salary and permanent position for one who 








can qualify. : 
ESIDENT salesman wanted for Pennsylvania shoe store in largest city in West 
arcs, cout, Women's aad men'y novelties; | Virginia. Must be Al shoe man, 
Church St., New York City. capable of taking complete charge W ANTED 
ORK SHOE SALESMAN—For high- de . : : ® 
W “Made in Milwaukee” line of men 's and boys and have selling, window trimming 
werk and com dress shoes. a Ne = aa Socth and advertising ability. Finest A capable man with first-class 
ggg ge Be Cor = opportunity for man with the selling ability, and, if possible, 
basis only considered. 100 cent gain in busi- 66 ” . experience with some rubber 
af ee con aotere. Sees euper- Pep.”’ Good salary and interest Pp scoeiines ther th renter 
tunity. Luedke Schaefer Shoe Co., Sales Manager, in business for the right man. = een ereby he has gaine 
Milwaukee, Wis. Wetee BOER, case Bact and Shes a knowledge of how to market 
me and distribute a fibre or rubber 
Recorder, 207 South St., Boston, - a 
ane 5 sole. Splendid opportunity, and 
giving full particulars. All replies all communications will be held 


SHOE rare la 


Salesman-Manager for exclusive 


th St., Boston, Mass. 


WANTED—Permanet position as manager and 
buyer. a years’ shoe experience as 
manager and Al references 

Will be at liberty ~~ 15th. Address B241, care 
fest and Shoe Recorder, 207 South St., Boston, 








HELP WANTED 








confidential. 


The Norwalk Tire and Rubber Co. 





Norwalk, Conn. 





SALESMEN 


territorial sales work. Extended 


HUSTLING shoe salesmen wanted in every 
state of the Union to carry on the side a 


Nationally known rubber manu- staple Sane of men’s waterproof weed sole 
. " * oes. per cent commission—no advances. 
facturing company wants serv An in-stock line that sells quickly with a good The Influence of the 
ices permanently of several high profit to the retailer. Act quick, stating 
grade shoe store managers or oe i oi a sone ae 
H ; it yourse! ‘ 
traveling salesmen for city and INC. CAMDEN, N. J. Boot and Shoe 














retail management or wholesale 
shoe selling experience essential. 


RECORDER 





Assignments to be made for New 











York, Philadelphia, St. Louis, Wanted--Shoe Salesmen . P ° 
atante and vicinities. Give Large Boston jobbing house, with an with retail shoe buyers 18 
complete account of experience. blished trad i f th , ; 
Replies confidential. wo wants to increase its sales force. To live shes the greatest aid your sales 
B260, care Boot and Shoe Re- esmen we will offer an unusual opportunity ° 
corder — Co., 207 South St., and Paci Co Coast territory stil open. Stats — can possibly 
‘ o! ° rst letter 
— wand Brae es care —_ * ied Shoe "Reseoder, 207 ave or get. 


South St., Boston, Mass. 
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WANTED TO PURCHASE 
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MISCELLANEOUS 





ALESMAN—Misses’, children’s, and infants’ 
medium price line, commission basis. Hart- 
mann, 819 Lucas St., St. Louis, Mo. 


GNAPPY manufacturer's dress welts and felt line 
on commission basis. Excellent representation 
assured. Territory Ohio and Western N. Y. 
Address 285, The Arcade, Cleveland, Ohio. 








FOR SALE 


ALE OF GOVERNMENT-OWNED MUN- 
SON-GOODYEAR SHOE LASTS. _ Specifi- 
cation No. 1154. Any quantity at a fixed price of 
30c per pair F. O. B. Zone Supply Offices, Boston, 
New York, Philadelphia, Chicago, St. Louis, San 
Francisco and Atlanta, where they may be in- 
spected. Sizes 5 to 14; widths A to EE, inclusive. 
ull particulars and SS can be obtained 
upon application to War Dept., Surplus Property 
Div., Munitions Bldg., Washington, D. C., refer 
to S. P. D. No. 238 C. E. 











EXPORT OPPORTUNITIES 








Boot, Shoe Manufacturers 


who would be willing to 
supply vamps, uppers, soles 
and heels for Export in large 
quantities, are invited to 
communicate with MEDI- 
TERRANEAN TRADING 
CO., INC., 29 Broadway, New 
York, who have direct con- 
nections with largest con- 
sumers. 





Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
ire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 Broadway, New York 


Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 











YOUR Surplu 


PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y, 


WANTED FOR EXPORT 
Slow Sellers 
Discontinued Numbers 
us Stocks 
En Stocks 
FOR CASH 


NEW YORK EXPORT 








Ww quick and hest cash price 
Pat. fh put yp Hy 
any other merchandise. 

tity no cbject. 


Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
W. Proprieter 


80 years our specialty. 


ALKER, 
610 ~<— h Brooklyn 
"Phone, 2328 Williamsburg 




















WANTED TO PURCHASE 


591 Broadwa: New York City 
Beane Spring 45 





Max Kalter Mercantile Co. 


73 




















QJ 


We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts 
NO QUANTITY TOO LARGE 
We also purehase entire stocks 
from retailers or. manufactur- 
ers. Send us particulars of 
what you have for sale. 
Ss t Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
587 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


























Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 








MISCELLANEOUS 

















pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 





No matter what policy you may 


All the Time 





“ENTIRE STOCK 
FOR SALE” 


is the message 
that interests us 


We buy for cash, wholesale, retail or job- 


bers stocks of shoes; men’s, boys’ and 
children’s clothing; men’s and ladies’ 
furnishings; ladies’, misses’ and chil- 
dren’s wearing apparel; dry goods; cot- 
ton and dress goods. No proposition so 
smallastoescape our att-ntion— noneso 
large as to be beyond our control. 
References:—Commercial Agencies. 


Call, write, phone or wire 
HERMAN DORNBUSCH, Appraiser 


David W. Biow Co. 


520 Broadv'ay New York City 








= All Mercantile Lines 
Hard and Impl Houses, 
t Stores, Shoe and Drug 














Metal Shoe Fitting Stools 
And Floor 
Mirro: 


“Pree Wire Chair Co. 
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Write fer 


The Chicago 


621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS 
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shoe merchants. The chief pur 


Ad. hy of the A tinted FR. 








se of the *“*Boot and 
which depends the progress of the entire ailied industries relating to aan and leather; their production an 


Annual subscription in United States, $3.50; per copy, 25 cents. 

Papers, Ine. Member of the Root 

Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right’’; sold for the right pean, » te 
the re’ 


the right wearer, in the right fitting, for the right price, at the signs 2. This is the great problem o 
s solve it; for this is the basic Ce ~~: upon 


Recorder” 


Canadian, $5.00. 


Newspaper Ass'n 
Entered at the Post Office, Boston, Mass., as second-class matier 


distribution 
Foreign, $7.50 
Member of Audit Bureau of Circulations 
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“ BaHoco 


MADE TO WEAR 





(LABEL—COPYRIGHTED) 


“Theyre Off”- 


Sixty men all over the country are now 


on the road with the brand new. 
PAHOCO line--the line that you have been want- 


ing, combining style and service at attractive prices, 


in Boys’ and Girls’ all-leather Welts and McKays. 
It will pay you to wait for the PAHOCO 


man. 








Remember we are sole distributors for the 


PAHOCO line. 


The name is stamped on the sole of every shoe, 
guaranteeing the quality throughout. 






Write us for the date our man will call. 


Parker, Holmes & Company 


“The House That Helps’’ 


BOSTON |f2| MASS. 


We SS 
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MCGDRESHAFER.SHOE MFG.CO 
BROCKPORT «_—_ 9 NY. 
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Advertising entails responsibility ; 
not only a business responsibility 
but a moral responsibility, which 
can be discharged only by a most 
scrupulous regard for what you are 
led to expect. 


advertising.. 


to is the way we feel about Standard ‘Kid 


We ask you to expect from Standard Kid that the prod- 
uct be good, that the price be reasonable, and that the grad- 
ing be accurate and uniform. 


We consider it a very real obligation to fulfill your expectations 


so that by no possibility may your confidence in Standard Kid 
be misplaced. 


Color 18 - - - - Field Mouse 
Colon 8 - - - - Gray 


are in good demand for next Fall styles. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES 
CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS, MO. 


I, LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 


) STANDARD 
‘KID | 


GUARAMTEED omen 
a . 
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Fine Kid Shoes at Reasonable Prices--- 


NOVILLA KID 


MADE IN BLACK AND BROWN 


This tannage was produced to offset the high cost of genuine kid and still make a 
high quality shoe. 

Adaptable for Men’s, Women’s and Children’s shoes and even in the lightest weights 
retains its strength of fibre and great wearing power. 


IT WILL NOT SCUFF 
NOVILLA KID footwear can be sold at more reasonable prices than genuine kid. 


Investigate for your own good! 


ORIGINATED AND 
PRODUCED ONLY BY 


CASTLE KID COMPANY 
CAMDEN - - - ~NEW JERSEY 
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Factory at Brockton (Campello), Mass. Capacity 3600 Pairs Daily 


A Line That Appeals to 
the Thoughtful Buyer 


HAT?’S the “Thompson” Shoe. It gets the eye. The closer it 
is examined and the more experience one has with it, the 
more confidence it wins. The ““Thompson”’ Shoe never goes 

back on its friends. It is a great combination of style virtues, 
material quality and manufacturing merit. Records show it to 
be a wonderfully efficient seller and profit producer at retail. 
To become better acquainted with the ““Thompson” Shoe ask to 
have a salesman call. They are out with a trunk full of beauti- 
ful models for men and women. : 








. HOMPSON BROS. IN( 
MEN’S FINE SHOEMAKERS 
——BROCKTON: 


NEW YORK BOSTON CHICAGO 
1017 Flatiron Building 207 Essex Street 35 South Dearborn St. 
Address all Communications to Brockton (Campello), Mass. 
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G. Lyman Snow of Boston, large 
users of Neolin Soles in their 
retail stores and wholesale depart- 


ment, 


that their customers 


are very well satisfied with these 


soles. 


Neolin Soles are espe- 
cially recommended for 
those shoes that receive 
the hardest wear—men’s 
business shoes, women’s 
walking shoes, boys’ 
shoes, shoes for growing 
girls and the smaller 
children. 






































When instructed in the 
advantages of the Neo- 
lin Sole, shoe clerks have 
no trouble selling these 
shoes of added comfort 
and extra wear. Custom- 
ers also appreciate the 
waterproof feature of 
Neolin. 


Neolin Soles 


Trade Mark Reg. U. S. Pat. Of. 


Neolin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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FALL STYLE 


Field Mouse Kid Top, Patent Colt Whole 
Vamp, Eight-Inch High Button, Seventy-four 
Last, Welt Sole, Plain Toe, Seventeen-eight 
Wood Celluloid Covered Louis Heel, Pearl 
Buttons to match. 











56688888888) 


to forget economy when you think of DUTTEN- 


bre the reconstruction period there is no need 
HOFER footwear; they are made to meet it. 


Our line of samples embraces those charming and most 
artistic styles of ladies’ medium and high grade welt, turn 
and McKay boots that will be worn in all the large 


metropolitan centers. 








Distinctive superiority, with value achievement, is the 
crowning attainment of the DUTTENHOFER line of 


pretty and serviceable women’s shoes for Fall. 


The Val Duttenhofer Sons’ Co. 
Cincinnati 
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You will find it in the line of H.& M. 


Shoes for fall. 


New patterns—many of 


which are exclusively ours—will appeal to 
you instantly. 


The quality of the materials we use and the character 


of workmanship are of the best in every instance. 


Our salesmen will be glad to show the merits and 
prove the value of H. & M. Shoes at your pleasure. 


SOCMIRNgG/KHEenNzZze 


Atl sttc A 
| SOE | 


es 


Stakers 


Cincinnati 


WELTS AND TURNS EXCLUSIVELY 
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Samples for 
| Fall 1919 


Restrictions 


No 








A Smart, Snappy Style 


Adv 
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Dodge 


Branch Warehouses 
Philadelphia 815 Arch St. 


Cincinnati 128 W. Third St. 
New York 21 Murray St. 
Chicago 208 S. Clinton St. 
St. Louis 408 N. Fourth St. 
3oston 137 Purchase St. 
Atlanta 20 S. Forsyth St. 


Pittsburgh 337 Second Ave. 
Minneapolis 100 N. Third St. 
Dallas Gt.Southern Life Bldg. 


Providence 171 Pine St. 
Seattle 522 First Ave.,So. 
Newark 281 Market St. 


Amaqaning oF! The Dodge Ides PROGRESS | 


| Sue “item a eT 











The Dodge Idea is a monthly 
magazine of industrial progress 
read by 32,000 big men of in- 
dustry. It is devoted to the 
problems of the executive. Are 
you reading it?. Shall we send it? 





April 5, 1919 


BOOT AND SHOE RECORDER 








a8 





£ 








Shoe machinery 
is best driven by line shaft 


It is obvious that the direct connected motor is impractical in 


boot and shoe factories. 
The expense of small motors for so great a number of machines 
is prohibitive. 
Here is the opportunity for the motor driven line shaft—group 
driving. 
A line shaft fitted with Dodge equipment, the individual 
machines or groups of machines controlled by Dodge Friction 
Clutches and driven by one motor, is the most economical either 
from the standpoint of first cost or in year-to-year production. 
Dodge products are standardized and interchangeable. The use of pulleys, 
hangers and bearings are by no means confined to one size of shafting, but 
may be used on a range of sizes by interchanging bushings and hanger boxes. 
Dodge products are a permanent asset in any shop. The invariable result 
of their adoption as a shop standard is lower power costs—less annoyance to 
production—and simplified shop accounting. 
Five hundred dealers distribute Dodge, “Oneida and Key stone products in 
every important city. 
The Dodge Idea of Service means ‘giving you what you want when you 
want it out of your local dealer’s stock. 
That means a saving to you in delays and delivery charges. 
Write us for the name of your nearest Dodge Dealer. 
Your catalog, a recognized textbook of information on power transmission 
equipment, is here for you. Just ask us for Book No. 21. 


Dodge Sales and Engineering Co. 


Distributors of the Products of the Dodge Manufacturing Company 
General Offices and Works: Mishawaka, Indiana 
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READY 
NOW! 


THE “DALTON” BOOK 
SHOWING THIS SEASON’S 
TAKING STYLES FOR 
IMMEDIATE DELIVERY. 











You Will Want Some of 
the “Dalton”? Trade Winners 
For Your Easter Business 


Send For the Book. It Will 
Help You Make a Selection. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Building 1415 Great Northern Building 
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OLAR:KLOTH 











| FINE FACE 


|__ THOMAS, IAKE & WHITON. NN 


103 BEDFORD ST., BOSTON — 


[THE WHITE SHOE CLOTH PAR EXCELLENCE | 


PAR LL LED LIES BELLO PL ILE LITLE LLL DIRE LO 
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John Kell Inc. 


15 
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John Kellys 
footwear contains 
an individualityaf 
style that appeals 
to the woman o 
refined taste. 


You know there 
are no better- 
fitting shoes —~ 


made 
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XPERIENCE has taught 
us that the Spring season 
is the best time for starting 
a hosiery department. 
And results have clearly demonstrat- 
ed to more than ninety per cent of 


the most successful proprietors of 
shoe stores carrying hosiery that 





“ Onyx” 


is the brand on which it pays to 
concentrate. 





Emery © Beers Company Ine. | 


Sole Owners of “Onyx’’ Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


. Boston Office: Philadelphia Office: Chicago Office: 
$1 Bedford Street 1083 Chestnut Street The Lytton Building 
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STYLE 43) - Si/é cord embroidered 
in harmonizing olny. Colonial patter 
reith soft sale ard Bee / J 





Y our Customers Want Fe/t Novelty Styles 


RIGINALITY commands attention. Three years ago we 
began to pioneer novelties. We proved conclusively that 
there was a far greater demand for striking novelties than 
for old, stereotyped styles. Since that time we have in- 

troduced scores of novelty styles, everyone.of which has “taken” 
with the public. Stock up with styles that are winners. Make 
vour selections of CosyToes Feltwear now while there is ample 
time for delivery, before the heavy selling season. 


Our salesmen are now out, with a full line of samples, and one is visit- 
ing your locality. If you have not received notification of the time of his 
arrival wire at our expense. 

Ask for Ready-to-Ship Catalog 


Standard Felt Company 


Faétory and General Offices WEST ALHAMBRA, CAI 


New York, 11> East Twenty-third St. Chicago, 404 South Fifth Ave. San Francisco, 417 Market St 
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GOOD SHOES— 


CHEAP SHOES 


There may be a place for each 


What Trade Do You Serve? 


Some shoes should have good, hard-knit 
leather bends. 

Others can only afford spongy, stretchy leather 
bellies. 

Sport shoes invite Rubber soles. 

— might compel cheap, soft, stretchy, fiber 
soles. 


Quality demands firm, non-stretch ‘““SLOXSOL.”’ 


Check the.sole you want 
on different lines and 
show to the next salesman. 


Regardless of your experience with other lines 


Your trade will be satisfied with LOXSOL. 


It holds its shape and its finish. It wears 
well, is waterproof and comfortable. 


ASK TO SEE 





H. E. LOCKE & CO., INC. 


Cincinnati 99 Chauncy Street 
St. Louis 
New York Boston, Mass. 


Philadelphia 


Milwaukee 
St. Paul 
Rochester 
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Style No. 732 


A Dongola 9-inch 
Lace Boot, 
10-8 Heel, on 
Our New 
111 Last 


























Salesmen are now showing John- 
sons Bros. Styles for Fall. These 
styles include a wide range of smart 
shoes that are backed as usual by 
Johnson Bros. reputation for work- 
manship and uniformity of produc- 
tion. 





ade in the Fire 


Tee State 





JOHNSON BROS. SHOE MFG. CO. 
Hallowell, Maine. 
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NUBUCK 


Registered U. S. Pat. Off. 
S ican is an insistent, heavy 


demand for grey suede shoes. 
This demand is beyond question 
reflected in the steady call for 
taupe. 

Taupe NUBUCK Color No. 18 
It is a known fact that NUBUCK 
absolutely dominates the suede 
field. 

Can there be any doubt of the 
merchandising of high grade foot- 
wear made with genuine NU- 
BUCK? . 

Originated and tanned success- 


fully by 


A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Cincinnati Gloversville 











ORIGINATORS 


DIAMO ATER 
t 


WEILDA:- GUN METAL: NUBUCK: BLACK D 
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SLIPPERS 













/ KREEP-A- WA 


3 Fhe ok 


QUALITY SUPREME 
PLUS COMFORT AND 
B, STYLE HAVE MADE 
Yeh KREEP-A-WA’ FELT 

| SLIPPERS THE POPU- 
LAR CHOICE OF THE 
MOST FASTIDIOUS. 
“SELL 
THEM 


EVERY 
DAY” 
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BLUM SHOE MAN! UFACTURING COMPANY 


actories at 


“DANSVILLE, NEW YORK. 
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THE AUSTIN H. PERRY CO. 


announce a change 
in eanporeny name to 


Cooper-Liberty-Thompson Co. 


The personnel of the 
entire organization 
remains identically 
the same as for some 
years, with the addi- 
tion of Capt. Fred- 
erick P. Liberty, who 
has acquired the in- 
terest formerly held 
by Mr. A. H. Perry. 


April 1, 1919. 





Haverhill, Mass. 

































When a White Shoe comes into 
your Store — get down a Case of 
















The WHITE CLEANER 


for “Blanco” and White Shoes are 
inseparables; and their friendship 
outwears the Shoes. 


“*Blanco’ keeps White Shoes White" 


It satisfies your customers because it does 
its work so well. They want “Blanco” and 
only “Blanco” as long as they have a white 


shoe to put it on. 
It Whitens ; it Cleans; it Preserves. Easy 
to use and always ready for use. Applied 
in a moment. No trouble, no “ messiness.” 
Clean and Handy. 
You don’t have to stock “Blanco,” 
ou just sell it —or rather, it sells itself ! 
Blanco’ means good profits and quick profits. 


Ask your Jobber for Supplies. 









Manufactured by 


JOSEPH PICKERING & SONS, LTD. 





SHEFFIELD, England. 
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THE LEADING COLOR 
FOR FALL 1919 
LEVOR — N°8 














OUR OTHER POPULAR SHADES ARC 


coLor |! LEVOR WHITEST WHITE 
COLOR 23 LEVOR TRUE GRAY 
cOLoR 63 LEVOR HAVANA BROWN 


PRODUCEO IN THEIR USUAL HIGH GRADE UNIFORINITY BY 
G.LEVOR « CO., Inc. 
GLOVERSVILLE, N.Y 
NEW YORK~- + 88-90 GOLD ST. 


ST.LOUIS LEATHER EXCHANGE BLDG. BOSTON+I45 SOUTH ST. 
ARTHUR S. PATTON LEATHER CO. THE G.LEVOR CO. 


INILWAUKEE ~ THE A.R MAUELLER CO. 
258 FOURTH ST. 




















25,000, OOO 
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Never was there such a sales record- 


and in spite of the fact that outings and vacations were curtailed to 
an extent never known before. 






This Spring and Summer people are going to make up for lost time 
and that surely means a much greater demand for KEDS—the 
Summer footwear of the nation. 






Nobody knows how great the demand will be, but you may be sure it 
will greatly exceed that of any previous year. 





Your plans should be made accordingly—as ours have been. But 
we have never yet been able to completely satisfy every demand for 
KEDS. 


Don’t be one of those last moment orderers we may have to dis- 
appoint. 






You cater to the business in a certain community. Every man, 
woman and child is a prospective customer.. Remember the little 
folks haven’t been overlooked. KEDS are comfortable, flexible and 
wear-resisting. Growing boys and girls and small children know 
KEDS and like them. 


Attractive styles have been outlined for all ages and classes of people 
in all necessary sizes_and widths, and we urge you to stock a sufficient 
variety of styles to meet the tremendously increasing demand. 











Large and Well Assorted Stocks 
Carried by the Principal Wholesalers 
and Rubber Stores Everywhere 
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‘A Perfect Dressing for Every Shoe”’ 





“EAGLE 


Polishes with a world reputation for unvary- 
ing quality. 

‘Eagle Brand” Polishes are everywhere recog- 
nized as shoe dressing par excellence. 


The satisfaction of selling such merchandise 
is reassuring to the dealer. The name “Eagle 
Brand” is your “open sesame” to a larger 
dressing business. 


BRAND” 


Every shoe dealer should be prepared with 
nothing less than a complete and full stock of 
all of the ““Eagle Brand” Polishes. White dress- 
ings, kid dressings, suede dressings and dress- 
ings for all of the forthcoming season’s styles. 


“Eagle Brand” Polishes are the best obtain- 
able. Order today from your jobber. 


The American Shoe Polish Company 


CHICAGO, U.S. A. 
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AUGHAN’S IVORY SOLE 


(uaxenc seu) ~LEATHER has made for itself a dis- 
e . 


tinctive place in the minds of con- 


sumers. 


Without analysing it they realize the passing 
of the painted edge with its cracking and peeling, 
and the many advantages of white footwear 
equipped with soles and heels that permanently 
match the rest of the shoe—that wear as well 
as they look and look well.as long as the shoe 


lasts. 


Produced to meet a particular purpose, 
VAUGHAN'S IVORY is white clear through. 


Its edge is its own and cannot crack or peel. 


Insist upon IVORY for your white footwear. 
It costs no more than other good soles. 


George C. Vaughan 


-Tanneries at 
PEABODY, MASS. 
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Ready—N ail—Trim! 


O SOONER SAID THAN DONE—so quickly and so easily are Beaded 
Tip Rubber Heels attached to the shoe. Those three short words,— 
Ready—Nail—Trim—explain in a nutshell why Beaded Tip Rubber 
Heels so perfectly meet all the requirements of the repairman. No lengthy 
preparations before attaching, no cement, and nail holes placed just right to 


Beaded Tip Rubber Heels must 
measure up to that same high 
standard of dependable quality 
that has made 

BEADED TIP LACES 
America’s Supreme Shoe Laces. 


permit of plenty of trim. 

The double cushions of springy rubber 
mean comfort—real comfort, that comfort 
which the public has been expecting in rub- 
ber heels but never fully got. It is a com- 
fort that you cannot help but get in Beaded 
Tip Rubber Heels, a scientific combination 


of the right kind of rubber and the correct 
design. 

Beaded Tip Rubber Heels have every right 
to be called the perfect fitting, perfect wear- 
ing and perfectly comfortable heels. 


Write for further information and prices 


United Lace & Braid Manf’g 


Co. 


Providence, (Auburn), R. I. 
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“The Line That Shines” 





Pi. Sullivan & Company 
“Pretty Shoes For Women” 


CINCINNATI, OHIO, U. S. A. 
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Look for the Union Stamp 
on the Fall Samples 


Select your footwear for the coming season from lines bearing the 


Stamp of the Boot and Shoe Workers’ Union. 


Choose your shoes for the coming season to meet the demands of 
every possible customer. 


Shoes bearing the official stamp of the Boot and Shoe Workers’ 
Union are the only shoes for the Union man and his family. 


Recollect that you can secure Union Stamp shoes in all grades at 
all prices for men, women and children. 


When in doubt send for our list of manufacturers making Union 
Stamp shoes exclusively. 


Boot and Shoe Workers’ Union 
Affiliated with the American Federation of Labor : 


246 SUMMER STREET. - - - BOSTON, MASS. 





AM UNIONY{STAM 
Factory Factory 





JOHN F. TOBIN, Gen’! President CHAS. L. BAINE, Gen’! Sec’y-Treas. 
ES 
WORKERS ES 
AHUUUVULOOESSUOOGEONECUUSAOOUTAGOEEUTAE 


— a 














April 5, 1919 BOOT AND SHOE RECORDER | 31 





2 
= 





Canececcacaga 


18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


'$300,000,000 
A YEAR 

is said-to be the volume of the shoe repairing 

business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 





United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 
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Ask the 
doughboy 


We have hundreds of soldier letters, 


in each one of which the flat state- 
ment is made that the writer will stick to broad- 
toed shoes. Not even in one letter is there 
any intimation that pointed shoes will ever be 


worn again by soldiers. 


Educators will be the natural, logical choice for 
these men---are you prepared tosupply the demand? 


Better get your. supply in ahead of the 
demand---don’t wait---the other fellow wants the 


business just as much as you do. 


Rice & Hutchins, Inc., 
20 High St., Boston, U. S. A. 


Distributors of Educator Shoes 


The Rice & Hutchins New York Company The Rice & Hutchins Baltimore Company 

The Rice & MHutchine Atlanta Company The Rice & Hutchins Chicago Company 

The Rice & Hutchins Cleveland Company The Rice & Hutchins Cincinnati Company 

The Rice & Hutchins St. Louis Shoe Company The Atlas Shoe Company, Boston, Mass 
Joseph I. Meany & Co., Inc. , Philadelphia, Pa. 

















